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Makers Schedule 
1.4 Million Cars 
In 4th Quarter 


September’s 200,000 
To Lift 3rd-Quarter 
Total to 701,000 


By Martin L. Whitmyer 
Staff Writer 
ARRING a complete shutdown 
of auto assemblies because of a 
Strike or other production difficul- 
the U. S. auto industry will 
out an estimated 1,400,000 cars 
ng the fourth quarter of this 
r—a 2 percent boost over pro- 
ions of three weeks ago and 12 
ent above the original goal of 
50,000 set more than a month 


' 
1} 
: 

De 


The revised schedule, it was 
earned by Automotive News, 
bring final-quarter output 
thin 2.8 percent of the last 
months of last year, when 
industry turned out 1,440,684 


“Although the industry has been 
getting into production on 
models, it is estimated that 
makers will turn out 200,000 
rs during September, bringing 


ee eenster output to an esti- 


Car Output Last Week 13,806 
Previous Week 16,771 


rrr 
Mated 701,000 units. A year ago, the| 
fustry produced 1,303,838 cars| 
@uring the July-September period. | 
> > > | 


PITE the increased projec-| 
tions for the fourth quarter.) 
October appears the only month of 
the final for of 1958 that will see 
Gar output exceed its 1957 counter- 


part. 
’ An output of 200,000 cars fore- 
east for September is 29.5 per- 
cent off the same month of year 
ago, when the industry rolled 
283,350 cars from the lines, while 
the 400,000 assemblies predicted 
for October is a 22.2 percent boost 
Over the 327,362 cars turned out 
during that month a year ago. 
Forecasts for November and 
December remain at 500,000 units 
fOr each month, November's esti- 
mated output being 13.6 percent off 
Same month a year ago, and 
mber’s forecast being 6.5 per- 
Cent off the final month of 1957. 
- *- > 


Labor Day recess, plus the 

failure of Cadillac and Plymouth 

to get into production on ’59 models 

to press time Thursday and 
(Continued on Page 54, Col. 3) 





Top Cars 


New-car registrations for six 
months, plus 44 states for July: 


1958 

Pos. Make = 
1— 760,986 Chev. 838,766— 2 
2— 575,440 Ford 882,600— 1 
8— 232,523 Plym. 366,681— 3 
4— 189,288 Olds. 223,747— 5 
5— 156,961 Buick 245,100— 4 
6— 137,692 Pontiac 195,011— 6 
7— 93,674 Rambler 62,455—12 
8— 81,900 Mercury 165,266— 7 
9— 78,594 Dodge 156,943— 8 
10— 16,827 Cadillac  33,588— 9 
1l— Chrysler 64,677—10 
12— 29,771 DeSoto  64,501—11 
18— 24,358 Edsel 

M4— 23,905 Stude. 36,931—13 
15— 16995 Lincoln 22,016—14 
16— 9,401 Imperial 20,627—15 
Mi— 6,765 Met. 6,245—16 
18— 1,875 Packard 3,724—17 

181,315 Misc. 95,802 
Total All Makes 
2,715,594 3,534,689 


Further details on Page 44. 
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Swivel Seats for '59— 


The ins and outs of motoring 
to be graceful and wrinkle-free with the 
swivel front seats offered by Chrysler 
Corp. for 1959. Release a handy lever, 
and spring action swings the seat outward. 
Easy body motion glides it back, locked 
into driving position. | 


cre said 


Colbert Sees 30 Pet. Gain 


In °59 New-Car 


By Robert M. Finlay 


Editorial Director 


MAM BEACH.—A substantially 
better market in 1959—up per- 


haps 30 percent over 1958—was pre- | 


dicted here last week by L. L. Col- 
bert, Chrysler 
president. 

He spoke at a 
press preview of 
the 1959 Chrysler, 
Imperial, DeSoto, 
Dodge and Plym- 
outh new models 
which cost the 
corporation about 
$150 million to 
bring out. 

In addition to 
styling changes 
called “sweeping” by Chrysler exec- 
utives, the new features include 
front seats that swivel, a new fam- 
ily of higher performing engines, 
and two electronic safety devices— 


Buick Selves | 
Sticker Fix; 
Will Mail Prices 


UICK will mail filled out price 
stickers to its dealers prior to 
the Sept. 19 introduction date and 





L. L. Colbert 








ask the dealers to affix them to) 


the proper cars. 

This situation is the result of 
a clause in the new Automobile 
Labelling Law, which stipulates 
that the effective date of the 
measure is introduction day or 
Oct. 1, whichever occurs last. 


Since the 59 Buick goes on public 
display before Oct. 1, the division 
is not bound by the requirement 
that the manufacturer attach the 
price stickers to the cars. 


Actually, 
not even carry price stickers dur- 
ing the first 12 days of their life. 
The factory, however, has written 
its dealers requesting their cooper- 
ation in attaching the labels. 


Apparently the dealers would not 
be violating the law if they chose 
not to go along with the factory 
request. But in view of the wide 
publicity the law has received, it 
is likely that the dealers will tag 
their models before introduction 
day. 

* - * 
uRxs solution may present an 
answer for other auto manu- 
facturers who are wondering how 
to get stickers on the cars that are 
shipped to their dealers before 
(Continued on Page 8, Col. 5) 


the new Buicks need| 
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New-Car Fever Symptoms 
Are Noted Across Nation 


By Robert M. Lienert 
Associate Editor 
7. auto industry last week wel- 
comed increasingly numerous 
symptoms that an epidemic of new- 
car fever may be about to break 
out. 

Dealers about the country re- 
ported a sudden spurt in con- 
sumer interest in '59 models. 
This, of course, is a welcome 

change from the ho-hum attitude 
that greeted most of the 58 models 
last fall and hounded them all year 
long. 

It is also welcomed in many 





Market 


ja self-dimming inside rear-view 
| mirror and a headlight dimming de- 
| vice no larger than half a cigar. 
> a « 

| gq*OLBERT said the changes call 
for 30,132 new body and chassis 
| parts, with about 81 percent con- 
| cerned with styling. 
| Among styling changes listed 

were new front fenders and 





The Chrysler Look 


See Page 50 for a report on how 
the various Chrysler makes will 
look in 1959. 





hoods, new rear fin and fender 
panels, new roof and floor panels, 
new deck lids, new front and rear 
bumpers, new grilles, redesigned 
front and rear lighting assem- 
blies, new and larger windshields 
and rear windows, exterior trim, 
instrument panels and fabrics. 


Key objective, said Colbert, was 
increased passenger comfort. He 
noted that head room, leg room and 
seating comfort were substantially 
improved in many models, includ- 
ing an advancement in design to 
| give four-door hardtops true sedan 
comfort and spaciousness. 

« > * 
(CCaktaiam is planning for a year 
in which 5% to 6 million pas- 
senger cars will be sold at retail 
in the U. S., compared with esti- 
mated sales of about 4,600,000 this 
year. 

Of the 1959 total, Colbert esti- 

mates 400,000 will be imported 
cars. Chrysler has its sights set 
| on 15 percent of the import mar- 
ket in 1959 through Simca, the 
French concern in which Chrysler 
recently bought a substantial in- 
terest. 
Colbert said it still is not clear 
as yet that the American demand 
for small cars is going to be big 
enough to justify American-built 
small cars. 





= ® * 


RNING to U. S. cars, Colbert 

said there are many similarities 
between present business conditions 
and those in the fall of 1954 when 
the record-breaking 1955 models 
were introduced. 

But while he expressed con- 
fidence in a better year, Colbert 
warned that ‘all bets on the year 
ahead are off if the UAW decides 
to act in such a way as to neu- 
tralize the stimulus of the indus- 
try’s new models.” 

With reference to the small car, 
Colbert said: 
“For much longer than some of 
(Continued on Page 50, Col. 1) 





quarters as an indication that 
1959 will see new-car sales get off 
to a fast start and hold to a quick- 
ened pace. 

Dealers are hopeful that labor 
difficulties in the auto plants can 
be settled without any serious 
interruption of production. 

They are well aware that most 
consumers have a healthy chunk 
of disposable income, that sales in 
1958 are barely keeping even with 
the scrappage rate and that °55 
models are paid for and at the 
most tradeable age. 

Equating this with low '58-model 
inventories and suddenly evinced 
interest in ‘59s, they see most at- 
tractive possibilities of quickly 
making up for a dismal 1958. 

= * = 
peering why dealers get edgy 
when they contemplate the pos- 
sibility of a UAW walkout. 

They feel it would be particu- 
larly disastrous if prospects got 
a glimpse of the first few °59 
models and a strike then shut 
down assembly lines for a long 
period. 

Well-publicized possibilities of a 
UAW strike may, of course, be 
reflected in consumer interest. Mer- 
chandise hard to get nearly always 
appears more desirable to the cus- 
tomer. 

Prospects eager to discuss and 
ask about '59s have popped up in 
the showrooms only in recent days. 
Over the past month, dealers con- 
tacted by Avtomotive News re- 
ported that interest in new models 
was virtually nil. The situation has 
suddenly changed. 

” * » 
| eed press previews of some 
"59 models probably have 
prompted the sudden preoccupa- 
tion with new models. 

Although widely published 
stories have given only vague 
information as to styling and 


AMES J. NANCE resigned last 
week as general manager of 
Ford's M-E-L division, and Ben 
D. Mills was named to succeed him. 
Mills had been assistant general 





Ben D. Mills 


manager since the division was 
formed last January. 

The changes were announced by 
Henry Ford II, Ford Motor Co. 
president. He also announced the 


Inside 


e Tighter credit looms. Page 2. 


James J. Nance 


e@ Storm over Simca. Page 4. 


@ How to woo buyers. Page 6. 
New-Car prices, Page 44. 
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M-E-L: Nance Out, Mills In 


Walker Williams Moves Up to No. 2 Position 
In Major Reshufjling of Division 


features of the new models, the 
average American, automobile- 
conscious as he is, likes to think 
he can read between the lines. 

Most of them apparently are 
reading two words there: Big 
Change. They are already being 
qualified in the showrooms as ripe 
to buy. 

If the interest in °'59s develops 
into firm demand, and if a strike 
shuts off new-car supply, dealers 
are going to set a new world’s 
recayd in frustration. 

* - + 

| etd now, prospects for '59 

models look so good that few 
dealers show much interest in han- 
dling a small car. Those who say 
| they would like a small car in their 
|}showroom are almost all in the 
medium-priced field now. 

Dealers, who say they want no 
part of selling a small car, have 
definite reasons. 

Said one: “Enough problems with 
the regular cars.” 

“Their prosperity lies in their 
economy,” said another, “but wait 
} until they start giving trouble and 
need service.” 

Most of the others agreed that 
the public still wants cars longer, 
lower, fancier and more extrava- 
gant. 

It looks like the new crop of '59s 
will fill the bill admirably. 


S DEALERS look forward to 

59s, sales of ‘58s continue to 
edge downward. 

Depleted stocks are almost en- 
tirely responsible, dealers say. 
With factory lines shut down, 
buyers must choose from cars on 
hand. 

Dealers nevertheless are in good 
shape on inventories and this year’s 
cleanup still shows indications of 
being the most extensive of any 
recent year. Many dealers will hit 
the wire completely sold out. 


appointment of Walker Williams 
to Mills’ former post of assistant 
general manager. 

The moves gave a new high 
command to the most extensive di- 
vision in the auto industry, a divi- 
sion which distributes or manu- 
factures five lines of cars ranging 
in price from under $1,500 to over 
$6,000. 

od oe * 

MEL was formed by bringing 

Edsel into the then Lincoln- 
Mercury division. At the same time, 
the new entity 
was made respon- 
sible for the dis- 
tribution of Ford 
Motor Co.’s im- 
ported cars— 
English Ford and 
the German 
Taunus. 

Mills, the new 
head man, has 
served the cor- 
poration in sev- : 
eral top-level Walker Williams 
posts since 1946, including general 
manager of Lincoln when it was a 
separate division. He has been a 
Ford Motor vice-president since 
April, 1955. 

Williams is a veteran in both 
sales and dealer relations, and 

(Continued on Page 53, Col, 1) 
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Cadillac Deals Profit by Additions. . . 





Sales Rise Follows Expansion 


Eprror’s Nore: This is another 
in a series on dealers who have 
expanded or opened suburban 

. Next week: California 
Motors (Ford), Glendale, Calif. 
* * > 

CREASED sales followed the 

expansion or opening of new 
facilities by three Cadillac dealer- 
ships in California, Arizona and 


Shepard moved into new quarters 
in August, 1957, more than a mile 
from the city’s auto row. The firm 
was forced to vacate its former 
home in Berkeley to make way for 
expansion of the University of Cal- 
ifornia campus. 

“We bought a ‘farm’,” said owner 
H. W. Shepard in describing the 
firm’s new 75,000-square-foot lot on 
San Pablo Ave., a major thorough- 
fare starting in Oakland and pass- 
ing through six adjoining cities. 

ie * 


Other Buildings Inadequate 


gseran> said he inspected 
available buildings and decided 
none was designed to handle to- 
day’s larger autos. He erected 
a 23,000-square-foot modernistic 
building on the new lot. It has 
spacious glass-and-steel-enclosed 


Indiana Deal Features 
War Scare in Auto Ad 








Tighter Credit 


showrooms with a luminous ceiling 
and built-in shop equipment. 


Part of the frontage is devoted 
to used cars and the entire rear 
half of the lot was set aside for 
parking and provides space for 
125 cars. 

Total investment for lot, build- 
ing and equipment was $350,000, 
Shepard said. 

Claiming the new quarters are 


AMC Is Adding 
Two-Door Wagon 


To American Line 


DETROIT. — American Motors 
Corp. will add a two-door station 
wagon to its Rambler .American 
line in 1959, according to Roy D. 
Chapin jr., auto- 
motive executive 
vice-president. 

The new model, 
built on a 100- 
inch wheelbase, is 
being introduced 
as a result of the 
excellent sales 
record of the 
Rambler Ameri- 
can two-door 
sedan, Chapin 
said. The sedan 
model was placed on sale Jan. 30 as 
the only U.S.-built small car, and 
production and sales have more 
than doubled expectations, he 
added. 

“We believe the American public 
will welcome this smaller station 
wagon which has ample room for 
five passengers,” Chapin said. “We 
have had many requests from deal- 
ers and the public to bring out a 
station wagon companion to the 
popular two-door Rambler Ameri- 
2 sedan.” 





R. D. Chapin Jr. 


He said details of the new model 

will be announced early in October, 
| just before it goes on sale at 2,600 
Rambler dealerships. 


Shaping Up; 


Unpaid Auto Debt Cut Again 


Notes on recovering business 
toward 


The report said that auto credit 
outstanding on July 31 amounted 
to $14,673 million, down $18 million 
during the month and a drop of 
$656 million in the last 12 months. 

The auto credit total hit a peak 
of $15,579 million last Oct. 31 and 
has since fallen by $906 million. 

Total installment credit outstand- 


components of the total with the 
exception of auto credit showed 
gains. 


Import Market 


Sales of foreign cars have 


the imports runs at fever pitch. 


The lowdown on imports—in 

all their aspects—will be fea- 

tured in the Sept. 22 issue of 
News. 


Highlights will include pic- 
tures, specifications, engineering 
data, dealer census figures, 


distributors and feature articles. 





and new orders increased in July 
while the rate of inventory liquida- 
tion fell off. 


Manufacturers cut their inven- 
tories by $400 million in July, about 
half of the $700 million reduction 
in inventory values in June. 

F. W. Dodge Corp. 
that construction contracts signed 

in July amounted to $3.6 billion, 
a full 24 percent above the total 

for July of last year. 

Despite a slow start in the first 
quarter, construction contracts for 
the first seven months of this year 
were 3 percent ahead of the total 
for the like period of 1957. 

The Government reported that 
farm income fell by about one per- 
cent during the month ended Aug. 
15 and that the prices paid by 
farmers fell by one-third of one 
percent. 

At least four moves last week 
indicated that the nation is mov- 
ing into a period of tighter credit. 

1. Major finance companies in- 
creased the interest -they will pay 
for short-term money borrowed on 
commercial paper. It was the third 
increase in less than a month. The 
three boosts have tacked 1% per- 
centage points on the rate paid for 
commercial-paper borrowings. 

2. U. S. Treasury bills, another 
form of short-term borrowing, have 
been sold to yield 2.462 percent, the 
highest yield since a sale on Jan. 23. 

3. The Kansas City Federal Re- 
serve Bank became the fourth 
such bank to raise its discount 
rate from 1% to 2 percent. The 
discount rate is the interest 
charged bankers on borrowings 
from the Federal Reserve System. 
Increases in the rate tend to re- 
duce bankers’ willingness to make 
some loans. 

4. The most recent Federal Re- 
serve report showed that “excess 
free reserves” of banks have fallen 
back to the early recession level 
before credit loosening moves were 
made. When excess free reserves 
fall, the nation’s banks become less 
able to expand credit. 


responsible for the sales increase, 
Shepard said “people are attracted 
to new facilities and the promise of 
modern methods.” 

In the old building, owned by the 
university, Shepard had to farm 
out much of his shop work, such 
as body repairs and painting, be- 
cause of lack of space. He also had 
no used-car facilities. 

* * * 


Sales Outlook Called Good 


HEPARD said the sales outlook 

is good but that competition for 
improved profits will be keen. 

A steady increase in parts sales 
in the last three years necessi- 
tated the second expansion of 
Warren Upper Midwest 
Cadillac distributor, 

Ned Warren, owner, 








according to | Coulter Cadillac Grows On— 


In the three-year period, parts| Expansion has been a byword for many years at Coulter Cadillac, a downtown 
business jumped 70 percent and | Phoenix (Ariz.) landmark since 1926. The firm's staff has grown from less than 15 to 


wholesale new-car sales increased | ™°re than 100. 


80 percent, he added. 


The $110,000 addition to the ori- 
ginal building, erected in 1950, 
houses the parts warehouse and 
was constructed on pillars to pro- 
om covered parking for cars be- 
ow. 


With the addition of the 56-by- | HE '58 cleanup is in full swing, | should hurry to Byers before it was 


135 foot, 7,500 square-foot ware- 
house, Warren-Cadillac now has a 


total of 82,000 square feet of cov-| 


ered space plus 35,000 square feet 
of concrete parking area. 


Expansion Started Early 


W/AnREn said that shortly after 
completion of the main build- 
ing, growing sales made it neces- 
sary to add 30,000 square feet on 
the second floor at a cost of $150,- 
000. This space houses the paint 
and body shops and the make- 
ready department. 

A third story, 25 by 125 feet, 
was erected later for storage of 
heavy parts, 

The company’s wholesale terri- 
tory includes 102 counties in Min- 
nesota, Wisconsin and South Da- 
kota, in which there are about 50 
authorized Cadillac dealers. 

Voicing optimism in future sales, 
Warren said he expects no clean- 
up problem this fall and anticipates 
a good fourth quarter. 


$250,000 Addition Erected 


HE most recent addition to the 
constantly expanding Coulter 
Cadillac facilities cost more than 


$250,000 and brings the firm's total | 


space to almost 150,000 square feet, 
said Robert Coulter, president, 
“We've grown from a staff 
numbering less than 15 to a 
well-trained o of more 


(See Expansion, Page 53, Col, 3) 





but it lacks 


week. 


hard-to-get items. 





biles. 


Others are on their way!” 
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Frantic Ads Fade Away | y= 
deale} 
9 servic 
In Sedate Cleanup of ’58s_ |" 
for a 
age 1 
a cat 
the frantic over- | too late. 
tones of the end-of-model sales Of} The auto contract talks and the Rem 
recent years, an AUTOMOTIVE News virtual certainty that "59 prices will 
advertising survey revealed last| rise was the basis for a letter-type B* 
 cahverthoemene by Tex Brotherton, A 
Dealers aren’t pushing their | who handles Imperial, Chrysler, De-§ YoU: 
cars as distress merchandise. | Soto and Plymouth in Walla Walla,§ * © 
They are mentioning sizable dis- | Wash. react 
counts, but many retailers are ad- _- = was 
vertising their remaining units as ROTHERTON assured readers§ °°™ 
that he was not worried about§ . F° 
A case in point is Bill McDavid | disposing of his 27 new cars andj ‘al 
Oldsmobile, Houston, which declar-|that “we are not giving all our 
‘ed: “Everybody will hear and read | Profits away just to shed our stock. A 
about Bill McDavid’s price-busting| The letter continued, “... we |r 
sellathon of 87 brand new Oldsmo-| know it will be at least two tor) 
months before the new-car an- oe 
“Two out of three will rush to| Bouncement date (the ad ran 
take advantage of these sensational| Aug. 27), and according to every- ‘ 
savings—but only one out of three (Continued on Page 4, Col. 3) th “ 
will be here in time to get one of —_—_—__—_—_—_—__—_- built 
these terrific buys. So start now. ° 
Court Identifies jv: 
>: > . orou 
N COLUMBUS, 0., Geo Byers Records That GM | °% 
Sons, Inc., declared proudly that tell 
lits stock of 213 Plymouths, 84 De- Must Supply U. S. exec 
Af 


Sotos and 85 station wagons was 
“still Ohio’s largest selection.” 

A full-page ad announced “Byers’ 
Warehouse Sale,” and said: “All 
Ohio welcome—including dealers.” 

The ad described 94 Plymouths 
and 48 DeSotos, giving the dealer- 
ship stock number, a “regular 
price,” a “sale price” and the 
down payment and monthly pay- 
ment. 

Several of the cars were marked 
“sold,” implying that customers 





Business Barometer 


Automotive News Economic Index — 


98.5 Percent of Last Week 
83.5 Percent of Like Week Last Year 


Truck Production 

Auto Registrations— Year to date. 
Truck Registrations—Year to date. 
Steel Production—Tons 

Lumber Production—Board feet... 
Paperboard Production—tTons ... 


Soft Coal Output—tons 

Oil Refinery Output—Boarrels . 
Barometer Freight Car Loadings 
Department Store Sales Index .. 
Stock Market Price Index 


U.S. Government Spending 
—Fiscal year to date 


Used-Car Prices—aAverage 
Business Failures 


Common 
Stocks Sept.3 Aug. 27 1958 Range 
16% 17%- 8 
51% 57%-44 
41% 43%-37% 


43 45% -33% 


- 52% 


$14,929,195,000 


16771 
8,910 
2,715,594 
410,972 
1,715,000 
248 442,000 
307 590 
8,115,000 
48,600,000 
357,805 
134 

352.3 


101.2 
90.4 


$946 
246 


Common 

Stocks Sept.3 Aug. 27 1958 Range 
38% 38%-27 

12% 13%- 7% 

315%%-21% 

7%- 2% 

52%-40%, 


*Kaiser Industries, parent firm of Willys Motors, 


(Sept. 


8, 1958) 





DETROIT.—A Federal judge here 
has settled the GM-Justice Depart- 
ment hassle over what records the 
auto maker should produce for a 
U. S. grand jury probe into price- 
packing in the metropolitan Detroit 





Si 
N. 








area. 2 we 
Judge Clifford O’Sullivan ruled on’ Sim: 
a motion filed by GM in which the) >eet 
firm contended the Antitrust divi-) Indi 
sion had made excessive demands H 
for business records involving GM} Col 
and individual dealers. past 
O'Sullivan ruled GM could comply Indi 
with an Aug. 8 subpena by furnish-) Si 
ing the following documents within ore 
) tha: 


30 days: 
1. Certain dealer contact reports. | rs 
2. Service complaint ledgers for) jy ; 


1954 through 1957. 


} 


3. Monthly financial statements) $ 
for 1957 from five metropolitan De- 
troit dealers, Hanson Chevrolet, Ed 
Don McCullagh, Inc.; Ed Rinke on 


Chevrolet Co.; Ver Hoven Chevrolet 
and Ray Whyte Co. 

4. A survey made by GM of De 
troit Chevrolet dealers. 

5. Tables showing monthly deliv- 
eries of cars and trucks to each 
Chevrolet dealer in metropolitan 3 
Detroit between Jan. 1, 1954, and 
Aug. 1, 1958. 

6. Reports of dealer complaints 
against other dealers. 


ow! 


Inspection License 
Suspended in Virginia ; 
RICHMOND, Va.—The inspection 
station license of Churchill Motors 
has been suspended pending @ 
hearing Sept. 29 before a State 
Motor Vehicle Bureau referee, State © 
Police reported. i 


The action stems from the arrest 
of Churchill’s service manager, 
Ralph Brayla, on a charge that he © 
issued an inspection sticker for 4 
used car which failed to meet State 
standards, troopers said. Brayl 
pleaded innocent in City Court, and™ 
his case has been adjourned. 
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Dealer Forum 


by Robert M. Finlay 
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Semeopetittinab 


TUDIES which show compila- 
tions of dealer financial state- 
ments are good, but here’s a tip 
from Lee Anderson, of Lake Orion, 


m Mich.: 


Give separate breakdowns for 
the profitable and the unprofitable 
dealers. 

A dealer will want to compare 
what he is doing in his business 
with what profitable dealers are 
doing, and even with what unprofit- 
able dealers are doing. But, says 
Anderson, when you lump the prof- 
itable with the unprofitable in the 
yarious classifications, one offsets 
the other and you find no guide- 
posts. 

For example, Anderson said, if a 
breakdown shows that unprofitable 
dealers are losing $40 a car on 
service while the profitable dealers 
are losing only $10 a car, the signal 
for action is pretty clear. An aver- 
age might show dealers losing $25 
a car, and serve as no tipoff. 

~ +. * 


Remember the Name? 


Y THE way, does the name “Lee 
Anderson” ring any bells with 
you? Some two years ago, when an 


era of poor factory-dealer relations | 


reached the critical point, Anderson 
was pushed into a position of 
prominence. 

For years he had run a model 
dealership in Lake Orion, a com- 
munity close to Pontiac, Mich. 

Anderson had done well 
through the years until the fac- 
tory program for selling new cars 
to executives was extended in the 
postwar period to hourly rated 
employes. 

Anderson found that most of the 
thousands of customers he had 
built up through the years now 
were customers of the factory in- 
stead. This he protested rather vig- 
orously. In fact, he got up a book, 
“The Arithmetic of Disaster,” to 
tell his story to General Motors 
executives. 


After his protests fell on deaf 


Sims Is Elected 
NADA Director 


VINCENNES, Ind.—Elson G. 
Sims, Vincennes Ford dealer, has 
been elected NADA director for 
Indiana. 

He defeated Frederick M. Sutter, 
Columbus Dodge dealer, immediate 
past president of NADA and the 
Indiana director for 12 years. 

Sims received a national reputa- 
tion among dealers through more 
than 50 major speeches he made 
before dealer conventions and 


a seminars throughout the 


$20,000 Fire at Edwards 


WHITEWRIGHT, Tex.—A fire at 
Edwards Motor Co. caused damage 
estimated at $20,000. The firm is 
owned by Carl H. Edwards. 
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ears at GM, he made a speech 

about the arithmetic before a local 

Rotary Club. This talk got a pretty 

broad press and led to his being 

subpenaed to tell his story before a 

Senate investigating subcommittee. 
+ * * 


At Odds with Red 3 


_—— put him at odds with an- 
other Senate witness, Harlow 
H. (Red) Curtice, president of GM, 
who somehow got the idea that the 
Andersons, pioneer residents of 
Lake Orion, had spawned a Com- 
munist. 


The Andersons, however, are 
rugged exponents of the system of 
free enterprise, and Lee asserts 
that throughout his efforts he acted 
solely on his own, and had not even 
counselled with NADA. 


Much has changed since those 
days. Factories and dealers are 
working together again. GM has 
adopted a program of paying the 
delivering dealer 5 percent of the 
list price on official cars. And 
Curtice has just dropped the 
mantle of Gi president. 

But what about Anderson? In the 
heat of emotional conflict, GM divi- 

sions lifted his selling agreements. | 


(Anderson said that some senators| uch better than candy or chewing gum to keep children quiet,” Hallums said. 


told him they looked on this action | 


}as a blow against free speech and| 
| voted for the so-called Good Faith} 


Act as a result, even though they 
had mental reservations about the 
law). 

Anderson had several hundred 
thousand dollars invested in his! 
dealership, which was left without | 


'a franchise to do business, and, | 


Anderson said, he could find no| 
buyers. 

However, Anderson’s sales man- 
ager, Al Hanoute, managed to get 
two of the GM franchises and| 
leased the buildings and equipment | 
from Anderson. Recently, when| 
Hanoute became ill, Anderson took 
on the job of general manager. 


(Obviously, GM executives were 
not as unfeeling as they seemed, 
for they were well aware of what 
was going on.) 

Anderson, of course, is still look- 
ing toward the day when GM will 
recognize him as a burden on the 
industry’s conscience and vindicate 
him by putting him back on the 
rolls of GM dealers. 





> * * 
Accent on Quality 
THINK Olds is smart in ac- 


centing efforts to get “quality.” 
Jack Wolfram, general manager, 
kept emphasizing it all through the 
recent press preview. 

And he pointed out: 

“Oldsmobile dealers played a 
part in quality merchandising. 
This helped put Olds in first 
place in the medium-priced field.” 


Olds moved up into fourth place 
in sales—right behind the lowest- 
priced three in 1958, despite a year 
that was rough for the industry. 

And efforts to produce a quality 
car certainly played a part in that 
record. 

When you get right down to 
it, what more than the lowest- 
priced three can the medium 
priced makers offer these days 
except better quality? 

We'll grant that it takes more 
than talk to produce quality, and 
some of those who talk about qual- 
ity aren’t offering it. 

But when the boss keeps say- 
ing “we take pride in building 
and selling a quality car,” he lets 
the team know what he is after. 

Also liked the way Wolfram 
answered a question about the 
future of small cars. 

“We think our new cars,” he 
said, “will make our medium- 
priced customers less inclined to 
buy smaller cars.” 

Incidentally, dealers report that 
folks have been expressing more 

interest in new cars in the last 
couple of months. 

From what we’ve seen of the 
1959s, the public has the right 
hunch, The ’59s have the stuff to 
create that old fever. 
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Thugs Use Dealer’s Car 
To Cart Away His Safe 


PITTSBURGH.—Thieves added 
insult to injury when they broke 
into DeWars Oldsmobile, West 
Homestead. 

They solved the problem of how 
to cart off a 500-pound safe by 
loading it in the back of a new 
Oldsmobile and driving away. 
The car was found abandoned in 
in a cemetery but the safe was 
gone. The firm said the safe con- 
tained about $100. 





On Contract Demands. . . 





Reuther Moves to Win 
Support of Public 


By Frank Gawronski 
Staff Writer 
| A MOVE designed to gain 
public support in its contract 
controversy with the Big Three, the 
United Auto Workers this week will 





A Sales Tool— 


Television sets are competition to many 





dealers but a portable television set is used 


as a sales tool at Kirkwood Motors (DeSoto-Plymouth), Kirkwood, Mo. Here it is used 


wait for checking of some financial detai 


|on the desk of John Hallums, Kirkwood president, to occupy a customer who has to 


Is. When family prospects come by in the 


evening to look at new cors, the TV set is moved to the showroom where it is used 
to occupy the children while the parents talk automobiles with the sales staff. “Works 


Durocher Heads Attractions 


At NADA Service Clinics 


present its demands against the 
auto industry to a public meeting 
of civic-minded citizens. 


Invited to the meeting to be held 
tomorrow (Sept. 9) 
in Detroit are public 
officials and com- 
munity leaders of 
key automotive cen- 
ters in Southeastern 
Michigan and Northwestern Ohio. 

Walter P. Reuther, UAW pres- 
ident, said municipal and county 
officials have been invited to attend 
a special session at 2 p. m. and 
community leaders have been asked 
to a meeting at 8 p. m. Both ses- 
sions will be held in Detroit’s Vete- 
rans Memorial Building. 

Industry observers view the 
move as Reuther’s latest attempt 
to win public support in the 
event the union resorts to a 
strike against one of the Big 
Three. 

In his invitation, Reuther said 
the union’s International Executive 
| Board would be meeting “within a 
few days to determine what course 
of positive action should be taken” 
to end the deadlock. 

“Before the leadership of the 
UAW makes that decision,” Reu- 
ther said, “we feel it our respon- 
sibility to make a full report to 
the public on our position on these 
vital matters and at the same time 
to learn the opinions and attitudes 
of as many community leaders as 
possible. 


“The union,” Reuther pointed out, 
“has long believed that while it has 
|a direct responsibility to serve its 
|membership, it has an overriding 
| obligation to work in the best in- 





DETROIT.—With Leo Durocher|by means of a special exhibitor| terests of all citizens of the com- 


in the lineup, NADA hopes to boost 
attendance at its service clinics 
during the association’s 1959 con- 
vention, Jan. 31-Feb. 4, in Chicago, 
Exhibition Manager L. J. Smith 
told auto executives here last week. 

Durocher, former baseball star 
and manager, will coordinate the 
service clinics and moderate the 
panels. He is now an NBC vice- 
president. 

Smith also revealed that 110 of 
the 148 available booths in the 
NADA exposition have already 
been sold to auto equipment and 
accessory makers. 

Besides Durocher as an attrac- 
tion, Smith reported that NADA 
plans to push attendance of service 
managers by personal invitations to 
personnel in the Chicago area, 
through promotion of dealers and 


Canadian Dealers 
See Profits Dip to 
2.2% in First Half 


TORONTO. — Net profits, before 
taxes, of auto dealers in Canada 
in the first half of 1958 averaged 
$118 per new car sold, or 2.02 per- 
cent of total sales, according to a 
survey by the Federation of Auto- 
mobile Dealers Assns. of Canada. 


This compares with $144, or 


246 percent, in the first six | 


months of last year. Selling ex- 
penses averaged $250 per new 
car, compared with $198 a year 
ago. 

These operating figures are the) 
only major signs of recession ap-| 
pearing in the federation’s manage- | 
ment survey. General improvement | 
is reported in all other departments | 
of the auto retailing business. 

In the U. S., dealers ended the 
first half with losses averaging 0.1 
percent of sales, according to 
NADA’s Business Management Sur- 
vey. This compared with a before- 
tax profit of 1.7 percent in the| 
corresponding period of 1957. 

Sales of British and European 
cars in the first half of this year 
totalled 36,549 units, up 47.2 per- 
cent over the same period last 
year, according to Toronto Fi- 
nancial Counsel reports. 

This accounts for 17.4 percent of 
all new-car sales in Canada. In the 
same period last year British and 
European cars accounted for 11.2 


booklet which gives suggestions on 
booth designs, staffing of exhibit, 
etc. 


William R. Bryden, DeSoto- 
Plymouth dealer of Beloit, Wis., 
and a member of the NADA con- 
vention committee, revealed that 
more time will be allotted conven- 
tion-goers to attend the exhibition. 
He also said that NADA is devot- 
ing more time and promotion to 
attendance at next year’s conven- 
tion. 


Walter M. Kiplinger, NADA’s 
director of conventions, reported 
that several events and speakers 
have already been set for the 
convention. These include a Sun- 
day evening concert by the Chi- 
cago Symphony Orchestra, a key- 
note address by Merryle 
Rukeyser, economist, and the 
appearance of Chevrolet’s Dinah 
Shore and Pat Boone at the 
annual NADA review the closing 
night. 

Convention panels will discuss 
car and truck leasing, advertising, 
used-car and truck merchandising. 

All available space in the Conrad 
Hilton Hotel’s Exhibition Hall will 
be used for the NADA exposition. 
The “Service Consultation Hall,” 
featuring top service officials of 
the factories, will again be a fea- 
ture of the exhibition. 





























costing about $1 
with four doors 
at least 30 miles 


height of around 





power were the 
rent cars... 


Wembhoft 


Dealer Irv Levine (Oldsmobile) 


full list?” ... 


dovetail with car styling . . . Lee 
dealer convention next March. . 
much brighter in New Jersey. 





percent of all new-car sales and 8.4 
percent in 1956. 


munity.” 
> > 
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Reuther to Join Talks 

HE executive board will meet 

Sept. 10 after Reuther appears 
personally in negotiations at one or 
all of the Big Three auto makers. 

Reuther told a Labor Day rally 
of his plans to enter contract ne- 
gotiations with Ford Motor Co., 
General Motors Corp. or Chrys- 
ler Corp. sometime this week. 

The move indicated that a de- 
cision on peace or war in the auto 
industry would come soon. In the 
past, Reuther rarely made a per- 
sonal appearance at the bargaining 
table until negotiations entered the 
showdown stage. 

Louis G. Seaton, GM personnel 
vice-president, said he hoped Reu- 


(Continued on Page 4, Col. 1) 





Showroom, Garage Burn 


At Schoo Chevrolet 


VERSAILLES, Ky.—Schoo Chev- 
rolet Co.'s showroom and garage 
were destroyed by fire. The loss 
was estimated at $40,000. 

Ollie J. Schoo, owner, said a new 
car and four cars in the garage for 





On the House... 

What do the Tar Heels want in a car? North 
Carolina State Motor Club polled 2,350 members, 
came up with these answers: They'd prefer a car 
,960 and boasting 135 horsepower, 


particular concern, but a decided preference for 
automatic transmission and voted for a simple 


model name, like the Highlander. High price, high 
operation and repair cost and unnecessary horse- 


Chicago-area Ford dealers report net profit of $16 per new car 
delivered in July, compared with $23 per unit in first half... 
clipping which notes that the New Jersey alcoholic control director 
has banned bargain-rate drinks in taverns. “Wouldn't it be wonder- 
ful,” says Levine, “if we dealers had someone to force us to sell at 


Harley Earl Associates aids U. S. Rubber in designing its tires to 


. Survey shows business outlook is 







repairs also were destroyed. Other 
buildings nearby, one housing gas- 
oline storage tanks, were not dam- 
aged. 





and seating five. Car should get 
per gallon; length and width of no 


five feet. Those polled also wanted 


top three objections against cur- 


of Woodmere, L. I., sends in a 


Holt is general chairman of Iowa 


Pere Wemuorr, Editor, 
Automotive News 
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On Contract Demands... 





Reuther Moves to Win 
Support of Public 


(Continued from Page 3) 
ther would tell his public panel the; will be settled within the extended 


“facts,” among them that “the 
union is paralyzing the production 
of 1959 cars and preventing the re- 
call of thousands of laid off em- 
ployes by hit-run guerilla warfare 
strikes in key plants.” 

“By these tactics,” Seaton said, 
“the union is jeopardizing the 
chances for substantial economic 
recovery in the auto industry and 


the nation as a whole.” 
> = * 


GM Lists ‘Facts’ 
_ said he hoped Reuther 
would tell these other “facts”: 
1. “The union has followed its 
announced grand strategy of 
‘rock and roll’ stalling of the ne- 
gotiations until the new models 
are in production and the union 
believes it has its maximum power 
to enforce its exorbitant de- 
mands.” 

2. “The union summarily rejected 
8 proposal, made over four months 
ago by GM.” 

3. Since May 29 “the union has 
not modified any of its demands.” 
Seaton said that if granted, the de- 
mands would cost “an inflationary 
48 cents per hour per employe.” 

4. “The union’s admitted plan to 
play one company off against the 
other.” 

Meanwhile, members of UAW 
Local 5 voted to continue the pres- 
ent working relationships between 
Studebaker-P ackard Corp. until 
Sept. 30. 

In a statement, S-P said: “There 
is no deadlock and progress has 
been made; however, there are some 
unresolved questions which we feel 


President Signs 
Small-Business 


Tax-Relief Bill 


WASHINGTON. — President 
Eisenhower last week signed the 
small-business tax-relief bill. The 
measure will save small business- 
men an estimated $260 million the 
first year and lesser amounts in 
succeeding years. 

The President also signed a bill 
changing some excise laws (they 
did not affect automotive excises). 
Another new law raised the Federal 
debt limit to $288 billion until next 
June 30 and increased the perman- 
ent ceiling from $275 billion to $283 
billion. 

The small-business law allows 
taxpayers to take a 20 percent tax 
depreciation deduction on up to 
$10,000 a year of investment in new 
or used equipment with a useful 
life of six years or more. It re- 

ly will mean a tax-revenue 
loss of $175 million the first year. 

The items would have to be ma- 
chinery, fixtures or other “tangible 
personal property”—not buildings, 
land or inventory—bought after 
Dec. 31, 1957. The remaining 80 
percent of the cost would be de- 
preciated normally, and the allow- 
ance could be taken on up to $20,- 
000 if the taxpayer’s business per- 
mits a joint return. 

A $50 million provision permits 
operating losses in years ending 
after Dec. 31, 1957, to be carried 
back three years to offset earlier 
income and get tax refunds. 

Other sections of the bill affect 
small business investments, estate 
taxes and numerous other opera- 
tions. 


Pierce Opens Buick Deal 


For Providence Areas 


PROVIDENCE. — Robert W. 
Pierce, president of Pierce Chevro- 
let, Inc., Pawtucket; has announced 
formation of Pierce Buick, Inc., to 
handle Buick sales for Metropolitan 
Providence, Pawtucket and the 
Blackstone Valley area. 

Pierce said the Buick firm will 
be located across the street from 
his Chevrolet dealership at 501 Main 
St. The Buick franchise for this 
area formerly was held by Dario, 
Inc., Pawtucket, which closed last 
December. 








time. 
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Salesmen’s Union Formed 


THE dealership front, a drive 

to organize employes at dealer- 

ships in the Cincinnati area has 

been launched by a newly formed 
independent union. 


The union, called the United 
Auto Salesmen, Mechanics and 
Helpers Union, predicts it will 
have some 5,000 to 6,000 members 
in the near future. 


However, the union has en- 
countered some unexpected opposi- 
tion. 

Jack Widmeyer, who says he and 
10 others have organized the in- 
dependent union, held a general 
meeting recently to seek new mem- 
bers, but it didn’t work out. 

Approximately 100 persons at- 
tended, but none joined. The audi- 
ence objected when Widmeyer said | 
the 10 organizers had elected him) 
president for a five-year term. 

After the meeting, Widmeyer said | 
he plans to continue his campaign 
to organize dealership employes. 


NLRB Orders Election 


ir OTHER dealership news, the 
National Labor Relations Board | 
has ordered an election to deter-| 
mine whether shop employes at) 
Kilborn’s, Inc. (Dodge-Plymouth), 
Decatur, Ill., want to be represented 
by Machinists Lodge 493. 

The order was based on the 

results of a hearing held after 

the union refused to agree to an 
election requested by John Kil- 
born, dealership president. 

The union objected to the election 
and moved to have Kilborn’s peti-| 
tion dismissed because “the petition | 
was premature” and because the 
union felt that “any election should 
include all Kilborn outlets in De- 
catur.” Both motions were rejected 
by the NLRB. 

Kilborn, who operates two other 
dealerships, said 15 to 20 employes 
will take part in the election. 

The union has sought to organize 
Kilborn’s employes since late last!) 
year. An unfair labor practice 
charge filed by the union against 
Kilborn’s was dismissed. Similar} 
charges against Gregory Ford Co.| 
and H. A. Kuhle Co. are pending. 

In Washington, the Automotive 
Trade Assn. National Capital Area| 
reports that the Teamsters and/| 
Retail Clerks Union were defeated 
in NLRB elections among salesmen | 
at three member dealerships, 
Ourisman-M an de11 Chevrolet Co.,| 
Inc.; Barry-Pate Motor Co., Inc. 
(Chevrolet), and Addison Chevrolet | 
Sales, Inc. 

In Pittsburgh, the NLRB has| 
granted Machinists Lodge 1060 and 
Teamsters Local 926 permission to 
withdraw their petition for an 
election at Lyons Ford Sales, Inc. 

In New York, the NLRB has 
ordered an election among the 
automobile transporter-drivers at 
Crest Used Cars, Inc. The workers 
will vote for or against Teamsters 
Local 917. 


S-P Names Porta 
Executive VP 


SOUTH BEND.—A. J. Porta has 
been elected executive vice-pres- 
ident by the board of directors of 
Studebaker-Packard Corp. 

Porta has been 
financial] vice- 
president of the 
corporation since 
early in 1956. A 
native of Fort 
Smith, Ark., 
Porta joined the 
accounting de- 
partment of Stu- 
debaker Corp. in 
1925 following 
graduation from 

A. J. Porta Notre Dame. 

In 1944, he was appointed assist- 
ant comptroller of Studebaker 
Corp. and became comptroller in 
1947. Shortly after the 1954 merger 
of Studebaker and Packard, Porta 
was appointed S-P comptroller. 











Fords for Sweden— 


The largest single shipment of Fords out of the Port of Detroit are loaded aboard 
the S. S. Rigoletto bound for Sweden. The shipment, assembled at Ford Motor Co.'s 
Dearborn plant, consisted of 75 cars and station wagons, destined for Ford Motor 


Co. A. B., Stockholm. 





Frantic Ads Fade Away 


In Sedate Cleanup of 58s 


(Continued from Page 2) 


thing we read and hear about the 
labor negotiations, it could be two 
or even three months longer be- 
fore the shipment of next year’s 
cars.” 

Brotherton added, “Certainly cars 
will be up in price some if a rea- 
sonable contract is negotiated, and 
they will be raised substantially if 
a large increase is granted.” 

In Staunton, Va, B & B Buick, 
Inc., used Buick’s Sept. 19 intro- 


duction date to warn buyers: “Save | 


now. It’s later than you think.” 

The dealership mentioned only 
one new Buick and two demos left 
in stock and devoted most of the 
ad to extolling the merits of its 
Borgward line. 


> > > 
T= cleanup must have gone 


especially well for Bennette Mo- 
tors (Rambler), McMinville, Ore., 


| which trumpeted: “Don’t Goof! 


Don't invest in a year-old '58 model. 
Even with no miles on the speed- 
ometer, you'll still drive home a car 
that is a year old. 

“Why not save $500 to $1,000 in 
depreciation? Make a wise pur- 


chase. Insist on a 59 Rambler | 


now. Orders being taken; bonus 
trades allowed; easiest terms pos- 
sible.” 

Lex Mayers Chevrolet, Columbus, 
O., staged a Labor Day ox roast to 
call attention to a cleanup sale. 
The company said 40 new cars were 


Ohio Dealers 


To Hear Governor 


At 25th Parley 


COLUMBUS, O.—Gov. William C. 
O'Neill will welcome delegates to 
the Ohio Automobile Dealers Assn. 
convention at a luncheon Sept. 22 
at the Neil House here. The regis- 
tration desk for the 25th annual 
parley will open Sunday, Sept. 21. 

Convention speakers include Jim 
Gavagan, vehicle marketing man- 
ager of the Saturday Evening Post; 
William J. Harford, New York Life 
Insurance Co., and Arnold L. Miller, 
Cleveland Electric Illuminating 
Co., who is an authority on the St. 
Lawrence Seaway. 

Other speakers are Roger Cloud, 
speaker of the Ohio House of Rep- 
resentatives; Richard E. Meier, 
chairman of Interstate Finance Co., 
and James C. Moore, NADA gen- 
eral counsel. 

On the entertainment side, the 
president’s reception is scheduled 
for Sept. 21, and Chevrolet will be 
host to its dealers at a buffet break- 
fast Sept. 22. 

Universal CIT Credit Corp. will 
hold a cocktail party before the 
Anniversary Ball Sept. 22; the Ohio 
chapter of the Automobile Old 
Timers will get together for break- 
fast Sept. 23, and the delegates will 
be guests of Standard Oil ata 
luncheon that day. 





“priced at invoice” for the sale and 
that the prices of 400 others were 
“drastically slashed.” 

Dumas Milner Chevrolet, San An- 
tonio, also used the “invoice” in- 
ducement, offering cars at “our 
factory cost plus a small delivery 
and handling charge.” 

> ao . 


.— FORD, INC., Hattiesburg, 
Miss., aimed its ad at the 
youngsters. A demonstration ride 
for Dad meant tickets to “Snow 
White and the Seven Dwarfs” for 
the kiddies plus a chance on a “real 
live Shetland pony.” 

In Olympia, Wash., Emery 
Colkett Motors, Inc. (Chrysler- 
Imperial-Dodge), injected an iron- 
ical note into the advertising pic- 
ture. 

Colkett offered a low-mileage, 
option-laden Windsor four-door 
hardtop at a reduced price and 
said: “You've been dreaming of the 
time when you could buy that new 
car without taking that first-year 
depreciation. 

“Now you can. We're going out of 
business.” 


Guest of Honor— 


110 Simea Outlets 


Challenge Chrysler 


Distribution Quarrel 


May Land in Courts 


By Ed Brown 
Staff Correspondent 


NEW YORK.—The 10 Simca digs. 
tributors in the U.S. maintain they 
still are the legally authorized 
holders of exclusive distribution 
rights for the French auto in this 
country. 


It was indicated redress in the 
courts will be sought if current 
negotiations between Simca and 
Chrysler Corp. result in the at- 
tempted cancellations of the dis- 
tributors. 


At a recent press conference, 
these distributors said announce. 
ments that Simca and Chrysler 
Corp. had entered into arrange- 
ments whereby the latter would 
become the exclusive distributor in 
the U.S. are in the nature of “uni- 
lateral arrangements” and cannot 
void written and oral agreements 
the group has with the French 
manufacturer. 

Victor Elmaleh, president of 
Paris Auto, Inc., Long Island City, 
N. Y., largest of the 10 distributors, 
said the distributors here were 
astonished to learn from news- 
paper stories that negotiations are 
being conducted between Chrysler 
Corp. and Simca whereby the 
former would become the exclusive 
distributor of Simca vehicles in this 
country. 


It is known that Elmaleh, who 
acted as spokesman for the group, 
was in Paris, or had just left at 
the time of the first newspaper 
announcement of the exchange of 
stock between Chrysler Corp. and 
Ford Motor Co. and the negotia- 
tions relative to further distribu- 
tion changes here. 

He said: “The present distribu- 
tors, who might be described as 10 
small American businessmen, dur- 
ing the past two years have created 
a network of Simca dealers 
throughout the U.S., have increased 
the sale of Simca vehicles from 150 
units per month in 1956 to more 
than 1,500 per month at present, 
and in so doing have built a reser- 
voir of goodwill and elevated 
Simca’s rank to a level where it is 
now among the leading foreign 
cars. 

“Most importantly, even this 10- 
fold increase has been limited by a 
rigid quota imposed upon exports 
to the U.S. by Simca, as the de- 
mand for the car developed by the 

(Continued on Page 54, Col. 1) 





Queen Frederika of Greece will come to the U. S. to be the royal guest of honor 
at the 1958 Los Angeles Imperial Ball, according to Clare E. Briggs, Imperial general 
manager. Princess Sophia, Queen Frederika's eldest daughter, will appear with her 
Nov. 22 at the charity affair presented by WAIF-I.S.S. with the-assistance of Imperial. ‘ 
Briggs also announced that Prince Rainier and Princess Grace of Monaco will be the 
guests of honor at the New York Imperial Ball, Dec. 4. 
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is “> can your finance source 


be reached when it’s needed ? 





Associates is one finance source you can rely on to be there when it’s needed 
—depend on for that extra service when it means that extra sale for you. 
When your customer gets ready to buy, you’ve got to be ready to sell! Three 
times out of four, this means you need a credit clearance before you can 
deliver ... Associates has geared its branch operations to provide you with 
the close, “specialized” service and assistance so necessary in today’s fast- 
moving automobile business. No wonder then, that more dealers every day 
are counting on Associates as “their” finance source to insure top sales 
and profits for their dealership. 


ssociates 


SOUTH BEND, INDIANA 










> ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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With Endless Ingenuity .. . 
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How Dealers Woo Customers 


By Jack Yzermans 
Staff Correspondent 
— ingenuity of auto dealers 
in seeking .-to woo and hold 
customers is endless. Below is a 
roundup of some of the ideas they 
have used: 

One dealer maintains a photo- 
jacket. When a new or used car 
is purchased, a photograph is taken 
of the buyer, with family if pos- 
sible, by the side of the car. 


At the same time an “Informa- 
tion Please” form is filled out by 
the salesman including number in 
family, number of children, buy- 
er’s occupation, name, address, 
color preferences, actual prefer- 
ences as to type of car (regard- 
less of make and species of car 
actually bought), organizations 
purchaser belongs to, birthday, 
together with anything the sales- 
man feels is worth jotting down. 
This form and picture is kept in 
the customer’s customized jacket in 
the dealer’s files. Approximately 30 
days after purchase, the dealer has 
the original salesman call or write 
a letter inquiring as to performance 
of car. Ninety days later, the pro- 
cedure is repeated. 

Six months later, the salesman 
contacts the customer and makes 

arrangements for him to come in 
and be photographed again. 
> * > 


O ATTEMPT is made on any! 

of these occasions to sell the| 
customer another car. But, one! 
year later, the customer is sent a) 
“preferred customer voucher” worth | 
$25 besides any tradein value the 
car holds, toward a newer model. 

This system has paid off in that) 
many customers do purchase a new | 
car at yearly intervals, feeling they! 
are better off from the tradein| 
viewpoint, and because of the deal-| 
ers constant contacts during the 
12-month period. 

Photos taken are sometimes used 
in newspaper or other advertising, 
always with the permission of the 
customer. 

Another dealer has an unusual 
five-minute television program. 
Each week the audience is taken 
on a personally conducted tour 
of a modern home, perhaps in 
the suburbs, maybe in the big | 
city itself. 

The living room, dining room, 
kitchen, small-fry’s roomette, patio, | 
all segments of the happy home are 








New York Dealers | 
To Hear Ford, 
NADA’s Moore 


LAKE PLACID, N. Y.—(UTPS)— 
Benson Ford, chairman of the Ford 
dealer policy board, will be the 
principal speaker at the 35th an- 
nual convention of the New York 
State Automobile Dealers Assn. 
here, Sept. 21-23. 

NADA General Counsel James C. 
Moore will open the convention 
with a discussion of anti-trust liti- 
gation. 

Other convention speakers in- 
clude David G. Reese, Philadelphia 
Oldsmobile dealer who will discuss 
cost contro! and financial state- 
ments; Dr. Jules Backman, New 
York University economics profes- 
sor, and Dr. William H. Alexander, 
Oklahoma City minister. 

A panel of dealers will answer 
questions sent in by the associa- 
tion’s 2,009 members. Line-make 
meetings will be held to permit 
dealers of different makes to dis- 
cuss “family” problems. 


St. Louis Show 


Names Committee 


ST. LOUIS.—Appointment of an 
executive committee for the St. 
Louis auto show Nov. 21-30 has 
been announced by Lester Francis, 
president of the sponsoring Greater 
St. Louis Automotive Assn. 

Members include Earl Lindburg, 
Lindburg Cadillac Co., chairman; 
C. A. Gilbert, Gilbert Buick, Inc.; 
M. J. Bilgere, Bilgere Chevrolet 
Co.; I. F. Jordan, St. Johns Motor 
Car Co.; W. R. Kribs, Kribs Motors, 
Inc.; Jack Heutel, Sunset Auto Co.; 
Ben Lindenbusch, Ben Lindenbusch 
Co., and Jim Evens, Evens Olds- 
mobile, Inc. 


visited. The family which owns the 
home is introduced to the audience. 

The dealer chooses a different 
customer each week, has a photog- 
rapher visit the home and prepare 
a film featurette. 

~*~ * * 
eeesees, closeups of the 
family car are included in the 
filmed cavalcade of the home. Com- 
mercials are kept brief and in good 
taste. Cost of filming the program 
is not unduly high. 

The program is scheduled for 
6:25-6:30 when the majority of 
families are eating. Friday evening 
is selected as visiting time so that 
those interested can come in and 
“car-shop” over the weekend. 

Thus far, reactions in terms of 
sales traced to the program have 
proven very satisfying. Audience 
goodwill generated, not to mention 
customer “good-feeling,” has been 
most gratifying. 

At least one dealer feels that 
motorists are interested in know- 

ing what the car they buy actu- 
ally costs them to operate. For 
this reason, the dealership sup- 
plies each customer with a memo 
book in which to keep a day-by- 
day account of expenditures. 

The book contains enough space 
to list what the motorist pays out 


for gas, oil, tires and accessories, | 


as well as for service. 


And this is not all. The car dealer | 
has prepared a list of approved) 


deductions which the Internal Re- 


venue Service considers favorably | 


in connection with operation of the 

car by the businessman. 
a ” 7 

IS dealer also offers $5 apiece 

for the two best hints on how 

to save money on car maintenance. 

Anyone may send or bring in prac- 

tical suggestions having to do with 

ways and means of cutting down 
on car operation costs. 

These are published from time 

to time in newspaper advertise- 

ments sponsored by the dealer. This 


|dealer feels that anyway he can 


help his customers and other motor- 
ists in saving money on car main- 
tenance will help him as well. 


Automobile dealers have often | 
overlooked a rapidly expanding | 


and worthwhile market — mobile 
home owners. 


Many mobile home owners settle 
in one locale for as long as four 


| years and become part of the com- 


munity. They make A-1 credit 
risks from a bank or commercial 
credit agency viewpoint. Here are 
a few plans for attracting trailer- 
ites: 

One automobile dealer makes it 
a point to work hand in hand 
with the trailer retailer. He ar- 
ranges with a number of trailer 
dealers to hand out vouchers 
with every trailer they sell. These 
vouchers are worth $50 toward a 
new car or a used car over the 
$500 level. 


The dealer also uses cooperative! Of indirect loans, 1.51 percent | 


advertisements with trailer re- 
tailers. Half of the ad promotes 
mobile homes while the remainder 
is devoted to used or new automo- 
biles. This dealer suggests that 
when a new mobile home is pur- 
chased, a more power-laden auto 
may be needed. And he’s got them 
available in a multitude of styles, 
designs and colors! 
a ae > 

NOTHER dealer sends a per- 

sonal letter to the owner of 
each mobile-home court in his area. 
With the letter is enclosed a batch 
of certificates each worth $25 over 
and above any tradein value the 
trailer owner’s present car may 
command, The court owner is asked 
to dispense these vouchers. 


Another auto dealer has a com- 
mercial photographer take a pic- 
ture or two of typical mobile- 
home courts and unusually photo- 
genic mobile homes themselves. 
These photographs “dress up” ad- 
vertisements he directs at the 
trailer resident. 


These ads contain a listing of 
used cars all of which are capable 
of hauling a mobile home. 


Still another dealer cosponsors 
TV advertisements in collaboration 
with a trailer dealer. Photographs 
are flashed on the TV screen show- 
ing typical mobile homes in the 
newer vein, closely followed by 
close-ups of new or used automo- 
biles. 

” *” t 
T LEAST one automobile dealer 

sponsors a contest aimed di- 

rectly at trailer fans. He offers $25 


4 


in cash plus a number of credit) 


slips worth $20 each for the best 
letters sent him on the subject 
“Why I Like Trailer Life.” 
Anyone currently residing in a 
mobile home may enter a letter 
and all win credit slips. Some of 
the better letters are used in 
newspaper advertisements. 


These ads suggest that trailer-| 


dwellers come in and see how easy 
it is to purchase a new automobile 
if they're living and working in the 
community. 





Late Report... 








with the overall average indexed 
to $946. 


which was set in mid-January. 
Average consignments last week 


Auction reports start on Page 


Used-Car Market 


Prices fluctuated wildly at wholesale used-car auctions last week, 


Thumping gains amounted to $84 on 58s, $26 on ’52s, $21 on ’54s, 
$12 on 53s, $8 on "51s and $2 on ’56s. On the other hand, ’57s slid $23 
to a new low of $1,591 and ’55s dropped $40 to equal the low of $877 


of 72.5 percent. Week-earlier figures were 288 units and 69.1 percent, 


Consumer Patted on Back 





by Automotive News jumping $11 


were 220.2 units, with a sales ratio 
26. 


For His Economic Sanity 


WASHINGTON.—A University of 
Michigan psychologist gave the 
much maligned American consumer 
a pat on the back here last week. 


Prof. George Katona of the 
U-M Survey Research Center told 
the American Psychological 
Assn.: 

“The damage brought about by 
the current recession is not irrep- 
arable because the American con- 
sumers are overwhelmingly sane. 
Rather than alternating between 
exuberant optimism and deep 
despair, they think that trees don’t 
grow to Heaven when times are 
good and they search for good 


| unfavorable. 





has occurred, but only after the 


by repeated severe shocks. 


|sumers are puppets in the hands of 

unscrupulous or hidden persuaders 
and manipulators. It is true that 
consumer thinking is not fully log- 
jical, and frequent repetition in- 
| fluences consumer choice, especially 
|when the choice does not matter 
| much. 


“But, on the whole, the broad 
middle-income groups have been 
| found to have a concise and 

meaningful picture of the work- 
| ings of our economy. They want 
| to understand and try to under- 


On Banks’ Direct Car Loans .. . 





Delinquencies Decline 


NEW YORK.— The delinquency! were delinquent on July 31, a shade | 


rate on auto loans obtained directly 
from banks fell during July while 
the rate on loans obtained through 
dealers (indirect loans) edged up a 
bit, the American Bankers Assn. 
reported. 

The rate for direct loans was 
.84 percent on July 31, down from 
89 percent at the end of June 
but up from the .768 percent on 
July 31, 1957. 





S-P’s Overseas Representatives Meet— 


Studebaker-Packard overseas representatives are shown at one of a series of 
meetings with members of the export division under the leadership of Richard A. 


Hutchinson, S-P vice-president. 


Chief topic at the South Bend conference was over- 


seas marketing plans for the new S-P car to be introduced this fall. Clockwise around 
the table are Romain C. Knockaert, European regional director; C. M. Hickok, sales 
manager; H. W. Arnold, export production engineering manager; G. G. Cowan, adver- 
tising and sales promotion manager; George K. Grable, Far Eastern regional director; 
Charles R. Weaver, general sales manager; O. D. Bock, assistant to the vice-president; 
Hutchinson; Dewey W. Smith, general manager; Nick Freeman, Balkans and Near East 
regional director; M. P. DeBlumenthal, S-P chief development engineer; C. K. Kiene, 
Caribbean regional director; W. O. Yena, export statistical services manager; Clark 
R. Fletcher jr., president, Studebaker-Packard de Mexico, S. A.; C. K. Abernethy, 


vehicle order department manager; W. A. 
zone manager. 


Miars, zone manager, and J. J. McNeile, 


above the 1.50 percent on June 30 
and also more than the 1.273 per- 
cent delinquent on July 31, 1957. 


| On July 31, a total of 53 percent 


|of direct loans were delinquent for 
| 30 to 59 days, another .17 percent 


were 60 to 89 days behind and .14| 
percent were delinquent for more} 


| than 89 days. 


; On the same day, 1.08 percent of 
indirect loans were delinquent for 


to 89 days behind and .16 percent 
were delinquent for more than 89 
days. 

The bankers reported that the 
delinquency rate on two classes 
of home improvement loans plus 
that for home appliance loans 
increased during July. Delinquen- 
cies held steady on the personal 
loans of banks. 

All four of these classes of loans 
had higher delinquency rates on 
July 31 than the two classes of auto 
loans. 


‘The Detroiters’ 
Tries to Tell All 


DETROIT.—“The Detroiters,” be- 
ing huckstered as a novel about a 
big auto maker and its advertising 
agency, turns out to be a pretty 
pedestrian affair. 

Writer Harold Livingston, who 
can’t split hairs but does well by 
infinitives, purportedly was a De- 
troit auto adman once himself. 

He obviously has a working 
knowledge of both autos and ads, 
but it’s doubtful that as many 
major decisions are made in Motor 
City boudoirs as Livingston would 
have the reader believe. 

The book will be published Oct. 
1 at $3.95 by Houghton Mifflin Co., 
Boston.—Rosert M. LigNert. 





signs when most of the news is} 
“To be sure, extreme behavior) 


sanity of people has been crushed | 


“We are told nowadays that con-| 


30 to 59 days, .27 percent were 60) 


stand the reasons for develop- 
ments that take place. 


“Assertions and rumors may be 
accepted for a short while by some 
people but do not sustain action by 
very many people over a prolonged 
period unless people understand 
why a certain trend—be it reces- 
sion or inflation—does develop. 

“The fact that today our economic 
fate is dependent on millions of 
people, the consumers, has not 
jadded to the instability of our 
|} economy. Possibly it has made our 
economy even more stable. This 
may be the case because fluctua- 
tions of consumer demand are not 
shrouded in uncertainty. 


“Changes in both ability to buy 
and willingness to buy can be de- 
termined, even though economic 
| psychology has still a long way to 
go in analyzing the factors in- 
fluencing consumer reactions.” 
Recent research by the Center 

shows “no support” for those who 
| have predicted the onset of a new 
era of lack of consumer confi- 
dence in the American economy, 
Katona declared. 


Discussing consumer attitudes on 
various antirecession measures, he 
said: 

“One form of business action 
which is likely to arouse favorable 
response by consumers, and which 
many people even confidently ex- 
pect, consists in lowering prices 
and offering good buying oppor- 
tunities. 

“People expect the Government 
to act when unemployment rises, 
rather than to wait and see. 


“Increased defense spending 
was found to have the unfavor- 
able connotation of international 
conflict and the threat of war. It 
is seen as necessitating higher 
taxes, rather than making wheels 
turn and employment grow. 
“No doubt much could have been 
| achieved if taxes had been reduced 
early in 1958, but the damage does 
|not appear to be severe.” 
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Portable Auditorium— 


A giant portable auditorium—called the 
Portatorium—which can be erected in a 
few hours and seat 1,000 persons, has 
been introduced by Wilding Picture Pro- 
ductions, Inc., Chicago. The basic prin- 
ciple behind the unit is illustrated in these 
views of the framework of aluminum 
arches or ribs, top, and the erection proc- 
ess, bottom. The unit is 180 feet long, 
50 feet wide and 22 high. Arches are 
hinged at the base as shown in sketch, 
center. Top picture shows half the arches 
before erection, the other half upright, 
much as in the operation shown in lower 
picture, in which ribs are covered with 
canvas. Arches are pulled upright by a 
cable attached to truck or winch, The unit 
is being offered as an all-weather en- 
closure for traveling shows and other 
events. 


A ee ale NR RI rte te 














ade 









the 
ra 
has 
Pro- 
rin- 
ese 
jum 


ng, 
are 
ich, 
hes 


yht, = 


wer 


© ewe 


SORE ce Ne Ababa ea ta ant STO ba 


ith © 


init 
en- 
her 


Announcing 


the Formation of a Dealer Network 


for the Sales and Service of the Outstanding Motor Car from Japan 


DATSUN 








The New Classic Look in Foreign Motor Cars. Japan’s most magnificent product. 


The Datsun is timeless, ageless. Simple. Elegant. Classic. 


The DATSUN fills a specific opening in the American Market... 
an opening not being filled by any other car—imported or domestic. 


To the Datsun Dealer this means a completely new source of 
steady, secure, protected profit. Here’s why: only the Datsun 
Dealer can offer a car with weight PLUS economy; over 2,000 
pounds of safety and stability with up to 40 miles per gallon; 
a front 4-cylinder water-cooled precision engine giving quick 
acceleration to 80 mph; big car comfort for 4 or 5 persons on 
full foam seats; small car maneuverability with a total length of 
only 153 inches; rugged 63 mile factory tests for each vehicle. 
Only in Japan could such a fine motor car be manufactured 
for an American P.O.E. List of $1799. 





A comprehensive system of Parts Warehouses, Service Training 
Programs and Regional Offices is being established in addition 
to the Dealer Network. A dramatic and intelligent Advertising 
and Public Relations Campaign brings to consumers the distinc- 
tive and exclusive advantages of Datsun ownership. Advance 
trade reaction indicates the Datsun Motor Car to be of major 
significance in the American Automotive Picture. The planned 
timing of the Datsun’s entry lends further credence to its per- 
manent place in the Market. Write on your letterhead for more 
information. All Franchise Applications held in confidence. 


107-36 Queens Boulevard, Forest Hills 75, New York City « BOulevard 3-7555 


‘ wp} DATSUN /:... DATSUN DISTRIBUTORS, LTD. 
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Media Carcade Opens New Showroom— 





AUTOMOTIVE NEWS, SEPTEMBER 8, 1958 





a car now produced in Lansing 
may be the primary reasons De- 
troit is the nation’s auto capital, 
according to Dr. Charles W. Boas, 
assistant professor of geography at 
Michigan State University, who is 
making a study of the geographical 
| locations of the auto industry. 

| The man was R. E. Olds and the 
|car is the Oldsmobile. 

| Boas has discovered a total of 
50 Michigan cities in which 315 
individual car makes were manu- 
factured at one time or another. 


| Boas believes the early success 
|of Olds focused the spotlight on 
| Detroit for auto-minded inventors 
and that the later industrial con- 
tributors of Henry Ford assured 
its future. 

Of the 315 makes of cars 





in 


A Florida-type of indoor-gutdoor showroom has been opened by Media Carcade| Michigan since 1900, Detroit has 
Corp. (Rambler), Media, Pa. The firm's service department is housed in another; produced 168, he said. 


building. Twenty cars can be displayed at the new location. John Bosacco, is vice- 
president of the firm; Armand Bosacco, secretary, and Robert Vandergrift, manager. 
EE 


As early as 1902, Olds produced 
3,750 cars, a phenomenal figure for 


MSU Prof’s Study Shows ... 


315 Makes Born in Michigan 


EAST LANSING.—One man and/|that period. In 1903 he sold 5,000| Detroit's auto supremacy after 


|of the curved-dash runabouts 
| priced at $650. 

After a fire destroyed the De- 
troit plant in 1901, a civic group 


Scooter Law Held 


Invalid in Illinois 


SPRINGFIELD, Ill.—A law per- 


| mitting 14-year-olds to operate mo- 
|tor scooters without a driver’s 








license has been held unconstitu-| 
tional by Attorney General Latham | 


Castle. 


The exemption which was en-| 
acted last year has brought criti-| 


cism particularly in Chicago where 
teen-agers operating scooters have 
been involved in fatal accidents. 
Castle’s opinion was requested by 
Secretary of State Charles F. Car- 
pentier, who attacked its validity 
Driver’s licenses in Illinois are 
issued only to persons 16 or older. 





TOUGH RUNS PROVE IT... 
Firestones trim costs per mile 





TUBELESS TIRES WITH FIRESTONE RUBBER-X REDUCE 


DRIVE-WHEEL WEAR! 


What’s the best way to find out which truck tires stand 
up? Mount ’em on your drive wheels and see how they run! 


Consistently, as a matter of fleet record, Firestone tube- 
less truck tires deliver stand-out performance. Billions of 
tough “work wheel” miles prove tubeless Firestones cut 
operating costs for truckers. 


Firestone Rubber-X produces longer wearing tire rubber. 
Here are still more miles, still lower costs per mile to go 
with all the other tubeless Firestone benefits. They’re 





SUPER ALL® 
TRACTION 


SUPER MILEAGE 
LUG 


TRANSPORT® SUPER MILEAGE® 
TRANSPORT 


dollar and cents savings—like less weight for bigger pay- 
loads, far fewer road delays, less all-round maintenance 
and up to 25 percent cooler running. 


Order tubeless Firestones with new Firestone Rubber-X. 
Choose Firestone S/F (Safety-Fortified) Nylon or Rayon, 
by Firestone, all made with the new 


or Steelcord® 
Firestone Rubber-X. 


Now more than ever Firestone tubeless truck tires are the 
pride of America’s great truck fleets. 


a 


BETTER RUBBER FROM START TO FINISH 


Enjoy the Voice of Firestone every Menday evening on ABC television 
Copyright 1958, The Firestone Tire & Rubber Company 
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from Lansing offered Olds a 52. 
acre site free and the Olds Motor 
Works moved back to Lansing 
in 1904. In 1905 Olds abandoned 
the Detroit plant, but the city 
was established as the motor 
capital. 

Although no city could challenge 


1902, Boas uncovered several in. 
teresting facts concerning former 
concentrations of auto building. 

“Two cities—Grand Rapids and 
Jackson—had unusually heavy ac. 
tivity but have since faded from 
the auto production scene,” he re- 
lated. “Grand Rapids has seen qa 
total of 17 car companies come and 
go and Jackson, 16, In fact, Jack- 
son had seven companies operating 
at one time in 1914.” ; 

The year 1914 was the big one 
for Michigan, with 83 companies 
operating, 51 of them in Detroit, 
Since that time there has been 
a steady decline with only one 
brief upsurge in 1922-23. 

By 1927 the number of com- 
panies had dropped to 19, with 12 
of those in Detroit. Plants also 
were located in Lansing, Pontiac, 
Flint and Kalamazoo in 1927. 

Michigan is still the home of the 
auto industry, with the main plants 
of Chrysler, Ford and General 
Motors. 


Sales Vet Retires 
At Chevrolet; 
9 Others Promoted 


DETROIT.—The retirement of a 
34-year veteran in Chevrolet’s sales 
department and the promotion of 
nine other executives were an- 


| nounced today by W. E. Fish, Chev- 


rolet general sales manager. 
Joseph E. Simmons, manager of 
Chevrolet’s Atlantic Coast sales 
region since 1947, has retired. 
New appointments include: 
Richard P. Murphy, former man- 
ager of the Midwest sales region 


| at Kansas City, to succeed Simmons 
| at New York. 


Arthur W. Strang, former man- 
ager of the Rocky Mountain sales 
region at Denver, to succeed Mur- 
phy. 

Fred B. Walsh, former head of 
the Metropolitan City Department 
at Central Office in Detroit, to suc- 
ceed Strang. 

William J. Hanlon, former assist- 
ant regional manager at New York 
City, to succeed Walsh. 

Bernard A. Koether, former De- 
troit zone manager, to succeed 
Hanlon. 

Stuart P. Emmert, former S&t. J 
Louis zone manager, to succeed 
Koether. : 

V. D. Daniels, former zone man- 
ager at Denver, to succeed Emmert. 

Merle C. Lindsey, former city 
manager at Denver, to succeed 
Daniels. 

William R. Stacy, former asistant } 
national sales promotion manager 
at Detroit, to succeed Lindsey. : 


Buick Solves 





Sticker Fix 





(Continued from Page 1) 


| introduction day—and before prices 


are announced. 

Buick also has answered the 
question of where the stickers 
will be placed. The letter to deal- 
ers suggests the left-rear window. 
The division originally had plan- 

ned to set its suggested prices early 
enough to put a sticker on each car 
that left the factory, right from 
the beginning of ‘59 production. 

The change in plans probably 
resulted from a decision made at 
the corporation level. 

As in the past few years, Buick 
(and the other General Motors di- 
visions) will ship early cars to % 
dealers on a consignment basis, 
with the invoices following after 
prices are established. 

This system was used on pre- 
introduction shipments of 1957 and 
1958 models. Dealers like it because 
they are not required to tie up 
capital in cars they are not yet 
able to sell. 

As a footnote to the sticker law, 
observers have noted that it will 
double the factory’s pricing work 
since the manufacturer now must 
figure a suggested retail price 
(including equipment) on each 
car. 

Previously the factory had to 
compute only the dealer invoice or 
wholesale cost of each car shipped. , 
The prices of the new models may 
well reflect the extra work involved. 


+ aan tah 





"FOUR-WHEEL 
BRAKES 


DUO-SERVO* 


BRAKES | POWER 
BRAKES 


CONSTANT 


VELOCITY 
UNIVERSAL 
JOINT 


. 


CERAMETALIX* BRAKE 
LININGS AND 
CLUTCH FACINGS 





Each of these key Bendix developments has had an important influence 
on the course of automotive design. New Bendix developments now in 
process demonstrate continuing foresight into the needs of the automotive 
industry. Let us consult with you now on problems relating to your future. 


*REG U.S. PAT. OFF. 


Bendix sivisiox South Bend, wo. 
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Lawsuits Affecting Dealers ... 
Court Decisions 





By Leo T. Parker 
Attorney at Law 

LL month a higher court held 

that an automobile dealer who 
fails or otherwise refuses to deliver 
the title to the purchaser of an 
automobile automatically becomes 
liable for all resultant damages to 
the purchaser. 

For example, in Brenaman v. Al 
Willis Sales Co., 314 Pac (2d) 691, 
the testimony proved that a man, 
named Brenaman, purchased a 
used motor truck from Willis for 
$475. Soon after 
delivery of the 
truck, Brenaman 


deliver to a buyer, who pays cash, 
the title to the motor vehicle. But 
Willis did fail to deliver to Brena- 
|}man the title to the truck. 
Brenaman sued Willis for the 
purchase price of truck, $475, re- 
pairs made to the truck, $575, and 
$13,186.00 for loss of use of the 
truck because the seller failed to 
deliver over the title to the truck. 

The higher court awarded Brena- 

man damages items $475 and 

$575, or a total of $1,050. 

The higher court refused to award 
Brenaman $13,186.00 for loss of use 
of the truck. The court said: 

“Plaintiff's (Brenaman’s) claim 





complained that 
it needed repairs 
and then made 
several other 
complaints. Willis 
refused to deliver 
to Brenaman the 
title to the truck. 
Obviously, the 
seller should 
never refuse to 





that he lost $13,186.00 in anticipated 
net earnings, because he lacked a 
title to a $475 truck prompts one 
to pause and ponder. The trial court 
concluded that plaintiff's alleged 
losses were speculative and con- 
jectural and could not be recovered. 


With that determination we agree. | 


Clearly plaintiff's (Brenaman’s) 
claim has no basis.” 
Notwithstanding this decision dis- 





allowing Brenaman’s claim of $13,- 
186 for loss of use of the truck, 
readers should realize that the 
attitude of the court was to allow 
such damages, if Brenaman could 
have proved his alleged financial 
loss from non-use of the truck due 
to the seller’s failure to give to him 


the title. 
oa « > 


Agent’s Negligence 
_~ month a higher court held 
an automobile dealer liable for 
large damages due to negligent op- 
eration of an automobile by a 
prospective purchaser who was 
authorized by the dealer to drive 
the automobile involved in the 
accident. 

For illustration, in Johnson v. 
Hardman Auto Sales, 315 Pac (2d) 
854, the testimony showed facts, 
as follows: Hardman Auto Sales 
intended to sell an automobile to 
one Child, although no definite 
contract was signed. Child went to 
the factory to drive the automobile 
back to Hardman’s place of busi- 
ness. 

During the trip Child had a 
collision with another automobile 
seriously injuring its driver, 
named Johnson. The latter sued 
Hardman for heavy damages. 

During the trial testimony was 








— = 
An “automobile” operated on 
the streets of Nurenberg, Ger- 
many, in 1649. The power was 
supplied in an ingenious manner: 
Two men concealed in the rear, 
turned the rear axle manually. 








given which proved that Child was 
driving the automobile at the 
request of an official of Hardman 
Auto Sales. Hence, as Child was 





pen and ink accounting... BURROUGHS SENSIMATIC 


keeps your factory-approved accounting system intact. 


Let’s face it—you, like most auto- 
mobile dealers, face a mountain of 
paperwork daily. It can mean a 
mountain of confusion and expense, 
too, and make overtime routine. 


Yet there’s a way out that gives 
you a complete, accurate, up-to- 
the-minute profit-and-loss picture 
at any time. The Burroughs Sensi- 
matic accounting machine does just 
that. Yes, the accounting machine 
that enables dealers to maintain 
their factory-approved bookkeep- 
ing setup mechanically. 


With the Sensimatic even your new- 
est operator can zip through your 
daily accounting jobs, making those 
figure facts immediately available 
for your innumerable business deci- 
sions. (It totals up to 19 different 


columns of figures automatically.) 
And Sensimatics pay for themselves 
in short order—then keep on return- 
ing a profit year after year. 


You'll certainly want to see our 
sound film, ‘‘ The Open Road.’’ 
It shows in detail what Sensimatic 
savings can mean to you, and a 
demonstration will prove it! Call 
our nearest branch office. Or write 
to Burroughs Division, Burroughs 
Corporation, Detroit 32, Mich. 





For the whole story—free of course—write for our 


literature on dealer accounting. 


BURROUGHS AND SENSI MATIC ARE TRADEMARKS. 
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legal agent for the Hardman Auto 
Sales, the higher court held the 
latter liable in heavy damages to 
Johnson. The court said: 

“The evidence was sufficient to 
support jury’s findings that the 
dealer (Hardman) was the owner 
of the automobile and that the cus. 
tomer (Child) was the agent at the 
time of the accident.” 

This court explained that Hard- 
man would not have been liable, 
if the testimony had shown that a 
contract of sale for the automobile 
had been signed by Child before 
Child started to the factory to take 
charge of the automobile, This is so 
because if Child had owned the 
automobile, when the collision oc- 
curred, he would have been solely 


responsible for injuries to Johnson, 
* * * 


Cannot Cloud Issue 


ECENTLY the seller of an 

automobile filed suit to repos- 
sess the automobile which was sold 
under a conditional sale contract. 
The only issue decided by the court 
was whether such a contract gives 
the seller a lawful right to repossess 
the automobile. 

For example, in Used Auto Sales 
Co. v. Hansen, 245 Fed (2d) 9651, 
the testimony showed that a per- 
son, named Hansen, purchased 4 
used automobile from Used Auto 
Sales Co. 

Hansen signed a conditional 
contract specifying the amount 
due on the automobile and future 
monthly payments. Hansen failed 
to make the agreed payments and 
Used Auto Sales Co. filed a suit 
to replevin the automobile in the 
possession of Hansen. 

The case became confused by 
irrevelant arguments presented 
by both Hansen and Used Auto 
Sales Co. The higher court held 
that in such a suit the only judici- 
able issues were existence of valid 
contract by the terms of which 
Used Auto Sales Co. had right to 
repossess the automobile and the 
damages suffered by Used Auto 
Sales Co. by detention of the auto- 
mobile by Hansen. 

This court weat on to explain 
that in a suit by a conditional seller 
to replevin an automobile from the 
purchaser, who defaulted in mak- 
ing agreed payments, the only issue 
is whether the conditional contract 
between the buyer and seller gave 
the latter a legal right to repossess 
the automobile when the buyer 
failed to make payments specified 
in the contract. If so the seller can 
repossess the automobile although 
the purchaser presents irrevelant 
testimony. 

> * 


20-Y ear Limit Proposed 


For Antitrust Decrees 


ANN ARBOR.—Antitrust consent 
decrees should run only 15 or 20 
years in most cases, according to an 
article in the current University of 
Michigan Law Review by Victor H. 
Kramer, Washington attorney and 
former chief of the general litiga- 
tion section, Antitrust Division, De- 
partment of Justice. 

Consent decrees are a means of 
settling civil antitrust suits brought 
by the government against private 
firms without trial. More than 400 
civil cases have been settled in this 
way, and about a quarter have been 
on the books more than a quarter 
of a century. 

Under present law, provisions of 
these decrees may be ended only 
if the government consents or if 
the defendant can prove in court 
that the conditions giving rise to 
the decree have substantially 
changed, the decree is no longer 
needed to obtain the defendant's 
obediance to law, and the decree 
is a serious handicap to the de- 


fendant. 
7 x ” 


Kansas Retailers Need 


License to Sell Insurance 


TOPEKA, Kans.—Attorney Gen- 
eral John Anderson ruled that 
retailers soliciting or selling in- 
surance policies in connection with 
installment sales of merchandise in 
the State must be licensed as in- 
surance agents. 

However, he agreed with State 
Insurance Commissioner Frank Sul- 
livan it would be a practical im- 
possibility to require the licensing 
of each sales clerk in each retail 
establishment. 

The attorney general said: “It 
would appear that a plan whereby 
one or perhaps two key personnel 
in each establishment are licensed 
would be a proper exercise of ad- 
ministrative discretion.” 
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California Dealers Add Taunus— 


Four Lincoln-Mercury dealers in California signed a contract with the M-E-L division 
fo sell the Taunus, Ford Motor Co.'s German import. Shown left to right are Mike 
Hacker, Hacker Motors, Oakland; Joe Kerley, Joe Kerley, inc., San Jose; John H. 
Stechman, M-E-L'’s Western regional manager of import-car sales; James Bell, James 
Bell Lincoln-Mercury, San Carlos, and Roy Jacobs, R-J Lincoln-Mercury Sales, Inc., 


Sacramento. e 








Highways & Safety... 
D. C. Tops in Number 


Of Drivers Per Vehicle 


The District of Columbia had; number of licensed operators and 
the greatest number of licensed| registered vehicles, with 7,320,862: 
operators per registered vehicle in| and 6,745,747, respectively. New 
1957 — 1.76, according to figures}; York was second in both cate- 
compiled by the Bureau of Public} gories—6,127,811 and 4,722,199, 
Roads. Pennsylvania had the third high- 

In the nation’s capital last year | est number of licensed operators, 
there were 337,026 licensed driv- | 5,107,356. Others in the top 10 were 
ers for 191,264 private and com- | Illinois, 4,586,045; Ohio, 4,404,371; 
mercial vehicles registered. Texas, 4,110,866; Michigan, 3,885,- 

' 276; New Jersey, 2,419,976; Florida, 

South Carolina ranked second, . : 
with 166 based on 1,333,911 li-| 784.867, and Indiana, 2,300,572. 
censed operators for 803,432 regis-| |. re list < ae =. 
tered vehicles. West Virginia was 006.574 po placed third with 4,- 
third, with 1.39. The state licensed 574. Rounding out the top 10 


: ; _| were Pennsylvania, 3,951,350; Ohio, 
830,853 drivers and registered 59,-| 5756757; Illinois, 3,483,816; Michi- 


613 vehicles. gan, 3,182,024; New Jersey, 2,141,- 
Rounding out the first 10 were 572; Florida, 1,946,880, and Indiana, 

Illinois and Tennessee, 1.32; New| 1 g91 996. 

York, 1.30; Maryland, Georgia and The number of licensed opera- 

Pennsylvania, 1.29; Massachusetts| tors in the 48 states and the Dis- 

and Wisconsin, 1.28. trict of Columbia last year total- 
California placed first in the | led 179,630,680, while vehicle 











You hold 
all the top cards— 


with G M 


GMC dealers have them —in spades! And these three 
standouts, alone, deal them in on most every new-truck 
requirement. 





For that suave pickup outshines them all for both glamor 
and guts. The rugged middleweight is the odds-on favorite 
for city delivery, pulpwood logging and most everything 
else. And the big, new Diesel is the hottest highway hauler 
in all America today. 


With a range like that—plus all the other top models in the 
line—every GMC truck-seller is making a strong bid for 
business. And that’s the business, mind you, that shows 
sturdy stability through the lean years as well as the good 
ones, and that inevitaby must grow as America grows. 


For its full story, write the GMC Truck & Coach Division, 
660 South Boulevard East, Pontiac, Michigan. 


GMC TRUCK & COACH —A General Motors Division 


THE BETTER YOU KNOW GMC-THE BETTER THE TRUCK BUSINESS LOOKS 
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registrations numbered 66,304,676, 
The total number of licensed 
operators per registered vehicle 
was 1.20, 
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SD. avicentnens 1,328,498 1.20 
SE 591,851 1.23 
PARI occcvccessesee 786,259 1.27 
California .............. 7,320,862 1.09 
Colorado _................ 1,009,028 1.26 
Connecticut ........... 1,198,326 1.20 
ED sesitninnncnted 211,453 = 1.25 
EID, ecsiidniecienioceues 2,384,867 1.22 
REED: distetiiercietine 1,681,900 1.29 
REED. dissenciseubbainend 378,378 1.13 
SIN ccitciasdcsnmcasettl 4,586,045 1.32 
ET: - eiessuievscsbass . 2,300,572 1.22 
TE Cia cunctdidesseniceiok 1,403,514 1.16 
ee 1,318,248 1.23 
INE Sccoicavsicnteed 1,202,226 1.10 
Louisiana .............. 1,172,626 1.10 
SI secicconuaiadscdideitael 422,004 1.24 
Maryland .............. 1,315,859 1.29 
Massachusetts ...... 2,118,815 1.28 
Michigan ................ 3,885,276 1.22 
Minnesota .............. 1,546,510 1.08 
Mississippi .......... . FW2479 1.10 
Biissour .................. 1,956,743 1.25 
IIE. sccssennexconas 352,564 1.01 
Nebraska ............... 802,253 1.22 
a = 170,920 1.19 
New Hampshire .. 292,089 1.29 
| New Jersey .......... 2,419,976 1.13 
New Mexico .......... 444,928 1.20 
fe 6,127,811 1.30 
| North Carolina .... 1,844,605 1.20 
| North Dakota .... 346,749 1.10 
IY Adhceiniduisssiaiieubins 4,404,371 1.17 
Oklahoma. .............. 1,075,262 1.02 
INES siteeaiichiansteniens 887,275 1.09 
Pennsylvania ........ 5,107,356 1.29 
Rhode Island ........ 393,579 1.23 
South Carolina .... 1,333,911 1.66 
South Dakota .... 405,695 1.25 
Tennessee .............. 1,504,651 1.32 
Texas ....................... 41168668 16 
Ol eEEEE>EE————————— 1.14 
Vermont .................. 167,981 1.18 
Virginia .................. 1,678,973 1.26 
Washington .......... 1,278,812 1.065 
West Virginia .... 830,853 1.39 
Wisconsin .............. 1,866,650 1.28 
Wyoming .............. 200,086 1.13 
District of 
Columbia .......... . 837026 Lé 


| 
Total ................79,630,680 1.20 
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Safety Records 
Of Older Drivers 
Called the Best 


Contrary to common belief, best 
safety records among truck and 
bus drivers are achieved by drivers 
40 to 55 years old, according to 
“The Aging Driver,” an accident- 
prevention booklet for employers 
and supervisors of commercial ve- 
hicle drivers published by the Na- 
tional Assn. of Automotive Mutual 
Insurance Companies. 

Older drivers can be an asset 
rather than a risk, according to the 
booklet, based on research data 
prepared by the Harvard School of 
Public Health. 

But it is important to recognize 
the signs of aging in drivers and 
take appropriate preventive mea- 
| sures, the booklet added. These 
signs show up in ey2sight, hearing, 
| loss of strength, reaction to emer- 
gencies and environmental changes. 


Prescription glasses in most cases 
will correct the eyes’ refractive ca- 
| pacity as it declines with age, the 
booklet said. Normal deterioration 
|in hearing should not seriously af- 
fect a driver’s safety and efficiency. 
| If the defect is serious enough, 4 
| hearing aid may correct it, 

Less muscle in aging drivers is 
a minor factor today, the publica- 
tion added, owing to the comfort 
and ease of handling modern ve- 
hicles and to the use of modern 
mechanical lifting devices and load- 
ing aids. 

The ability of a driver to cope 
with emergencies begins to decline 
at an early age, but it is possible 
to compensate in many ways for 
this, as for example by assigning 
such drivers to run suburban or 
rural areas where emergencies are 
less likely, the booklet said. 


Thruway Tolls Rise 


Motorists riding the New York 
State Thruway paid a record $12,- 
191,013 in tolls during the first half 
of 1958, nearly 12 percent more 
than for the same period last year. 
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ANNOUNCES 


DATA PROCESSING 
DESIGNED FOR THE 
SMALL, GROWING BUSINESS 
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“For one reason or an- 
other, we’ve been putting 
off going into IBM—but 
now, installing the IBM 
SERIES 50 will save us 
enough to make it really 
worth while!” 


SERIES 


IBM 





NEW IBM SERIES 5O is a complete punched card system designed 
and priced to meet the needs of the smaller, growing business. With 
IBM SERIES 50, you get all the functions of larger IBM systems. The 


of only difference is lower operating speeds. These have been adjusted to 
- the needs of smaller businesses. 

~ COST CONSCIOUS. IBM SERIES 50 is priced within the reach 
se of smaller business budgets. It means operating efficiency at a price 
= that respects your profit margins. 


DESIGNED FOR GROWTH. IBM SERIES 50 methods are based on 
the same punched card principles that are the backbone of larger IBM 
data processing systems. Your applications and procedures are com- 
patible with any size IBM system. 

IBM DEPENDABILITY. As an IBM customer, your company reaps 
the advantages of more than 44 years of applications experience and 
dependable customer service. Your company can now learn through 
first-hand experience how data processing fits into your growing 


is : | 

i- 

rt 
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i- ACT NOW... Find out today how easy it is to put IBM SERIES 50 


business picture. 
to work. Call your local IBM representative or write to: International 
Business Machines Corporation, Department B-1, 590 Madison Avenue, 


e “Tt delights me to 
know my small com- New York 22, N. Y. 
: pany will be backed 
e up by the same IBM 


applications expe- DATA 
rience and the same 
service as the biggest 


names in industry.” 


PROCESSING 
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Capsule Comments 


General Motors has elected Frederic G. Donner to be board 
chairman and chief executive officer, and John F. Gordon 
to be president and chief operations officer, succeeding 
Albert Bradley and Harlow H. Curtice, respectively. 


Welcome to the new leaders and Godspeed to the two 


retiring stalwarts of the world’s largest industrial firm. 
* > = 


Figures show new-car dealers loaned 8,676 of the 12,177 
cars used in high-school driver training courses during the 
1957-58 school term. The dealers’ cars are valued at $20,- 
000,000. 

A reward has been that the driving record of these young 
people is twice as good as those who haven't received train- 
ing. 

. 7 * 

Highway expenditures, expected to hit $6.2 billion in 
1958, will reach $7.1 billion in 1959, $7.3 billion in 1960, $7.7 
billion in 1961 and $8.1 billion in 1962, predicts the U. S. 
Bureau of Public Roads. 


It can’t come too fast for America’s motoring public. 
= * * 


General business news continues good throughout the 
nation, with unemployment claims taking another drop, 
AUTOMOTIVE NEWS survey finds. 


And the cost-of-living index continues to inch upward. 
. * = 


Two-door sedans staged a big comeback in the first half, 
moving from fourth to second in popularity in factory sales, 
reports the AMA. Four-door sedans also increased, while 
the two- and four-door hardtops sagged somewhat. 

Economy-minded buyers? 
” * + 

Tax relief for small businesses was voted by Congress 
in the final days of its session, including some technical 
changes which ease hardships and others that tighten loop- 
holes. 

After many years of talk, some help at last. 





ya L. 
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Coming 
Events 


Dealer Conventions 


Sept. 7-9—Colorado Automobile Dealers 
Assn., Antlers Hotel, Colorado Springs. 
-9—Wyoming Automobile Dealers 

Assn., Lander, Wyo. 

. — New Hampshire Automobile 

Dealers Assn., Farragut House, Rye 
Beach, N. H. 

Sept. 8-9—Minnesota Automobile Dealers 
Assn., Leamington Hotel, Minneapolis. 

Sept. 10-11 — Federation of Automobile 
Dealer Associations of Canada, Banff 
Springs Hotel, Banff, Alberta. 

Sept. 14-16—Michigan Automobile Dealers 
Assn. Pantlind Hotel, Grand Rapids. 

Sept. 21-22—Kentucky Automobile Dealers 
Assn., Inc., Sheraton-Seelbach Hotel, 
Louisville. 

Sept. 21-23—Ohio Automobile Dealers 
Assn. The Neil House, Columbus. 

Sept. 21-23—New York State Automobile 

ealers, Lake Placid Club, Lake Placid. 

Sept. 21-23—Automotive Trade Assn. of 
Virginia, Cavalier Hotel, Virginia Beach. 

Sept. 21-23—New York State Automobile 
Dealers, Inc., 35th Annual Convention, 
Lake Placid Club, Essex County, N. Y. 

Sept. 22-23—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 

Oct. 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beach. 

Oct. 25-27—Arkansas Automobile Dealers 
Assn.. Hotel Arlington, Hot Springs. 

Oct. 27-29—New Jersey Automotive Trade 
Assn. Chalfonte-Hadden Hall Hotel, 
Atlantic City. 

Nov. 8-10—Texas Independent Automobile 
Dealers Assn., Texas Hotel, Fort Worth. 

Nov. 12—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 

Nov. 16-I8—Mississipp: Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov. 16-18—National Independent Auto- 
mobile Dealers Assn.. Edgewater Beach 

Hotel, Chicago. 

Dec. 3—Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 

Dec. 9—Milwaukee County Automobile 
Dealers Assn., Milwaukee Athletic Club, 
Milwaukee. 

Jan. 31-Feb. 4—Nationa!l Automobile 
Dealers Assn. Chicago. 

Feb. 22-23—Louisiana Automobile Dealers 


Assn., Roosevelt Hotel, New Orleans. 
March 15-17—Automobile Dealers Assn. 
of North Dakota, Bismarck. 
May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 
* 2 * 
Auto Shows 


Sept. 26-Oct. 4—Commercial Motor Show, 
Earls Court, London. 

Oct. 419—Texas State Fair 
Show, Dallas. 


Automobile 


Oct. 22-Nov. I—Motor Show, Earls Court, 
London. 
Nov. 5-16—Turin Auto Show, Turin, Italy. 


Nov. 21-30—St. Louis Auto Show, St, Louis. 

Nov. 22-29 — Philadelphia Auto Show, 
Philadelphia. 

Nov. 22-30—Detroit Auto Show, Artillery 
Armory, Detroit. 

Jan. 9-18—Midwest Auto Show, Municipal 
Auditorium. Minneapolis. 
Jan. 10-17—Pittsburgh Auto Show, Hunt 
National Guard Armory, Pittsburgh. 
den. 17-25—Chicago Auto Show, Inter- 
national Amphitheatre, Chicago. 

Jan. 22-27—Tampea Auto Show, Fort 
Hesterly Armory, Tampa. 

Feb. 19-23—Albuquerque Auto Show, State 
Fair Coliseum Bidg.. Albuquerque. 

Feb. 27-March 8—~!959 World Wide Auto 


Show, Miami Beach Exhibition Hall, 
Miami Beach. 
Apr. 6I!—Denver Auto Show, Denver 


Auditorium, Denver. 
7 > > 


General 
Sept. @1!—National Truck Leasing Sys- 
tem, !4th Annual Meeting, Blackstone- 
Sheraton Hotel, Chicago. 


Oct. 6-8—Truck Body & Equipment Assn., 
Inc., convention - exhibit, Ambassador 
Hotel, Atlantic City. 

Oct. 13-19 — International Foreign Car 
Show, Mechanics Exposition Bidg., Bos- 


ton. 

Nov. 3-6—Automotive Warehouse Distrib- 
utors Assn., Inc., Muehlenbach Hotel, 
Kansas City, Mo. 

Nov. 16-2i—American Trucking Assn. An- 
nual Conyention, Miami Beach, Fla. 
Jan. 25-Feb. !—International Foreign and 
Sports Car Show, Dinner Key Audi- 

torium. Miami. 

Jan. 31-Feb. 4—Nationa!l Automobile Deal- 
ers Assn., Equipment Show, Chicago. 
Feb. 2-5—Automotive Accessories Manu- 
facturers of America Exposition, New 

York Coliseum, N. Y. 

Feb. 2-5 — 32nd Automotive Accessories 
Mfgrs. of America Exposition, New York 
Coliseum, N. Y. 

Feb. 15-17—Motor and Equipment Whole- 
salers Assn.. National Convention, Con- 
rad Hilton Hotel, Chicago. 

Feb. 18-21—I959 International Automotive 
Service Industries Show, Navy Pier, 
Chicago. 


20 Years Ago... 


The Big Stories 


Pointing out that the nation’s highways in 1938 were safe for 98 
percent of the motorists, R. E. Toms, design chief of the U. S. Bureau 
of Public Roads, said it would be absurd “to use the wealth of the 
nation in building so-called foolproof highways” in a futile attempt 
to bring safety to the two percent of the reckless, incautious and 


other drivers causing accidents. 


Truck owners and operators in the U. S. paid out $417,510,000 in 
special taxes in 1937, according to the Automobile Manufacturers 
Assn. The tax amounted to an average of $98.10 per commercial ve- 


hicle licensed. 


The top 10 cars in registrations this week in 1938 were Chevrolet, 
275,041; Ford, 233,566; Plymouth, 158,194; Buick, 92,651; Dodge, 62,641; 
Pontiac, 57,416; Oldsmobile, 54,252; Packard, 29,211; Chrysler, 28,888; 


and Hudson, 23,962. 
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Automotive Cartoon| 


Of the Week 


TOM TAHOUAS 


“Better buy it, folks! This car might not be here 
six months from now!" 












‘A Tired Pinball .... .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


WU at Work 


Eprror’s Note: If you’ve ever 
wondered if Western Union in its 
role as a wire monopoly has due 
respect for the rights of the little 
people you will be interested in 
reading a letter from Ed Brown, 
our New York correspondent. It 
concerns several hundred words 
of a news story that went in one 
end but failed to come out the 
other. 


no success. I find myself being 
passed along from shift to shift, in 
each 24-hour period. 


I have become particuarly fond 
| of a Mrs. G., who worries the prob- 
|lem from 9 to 5, but seems to have 
|} a lot of trouble with the bookkeep- 
jing department, because they are 
| never open when she wants to get 
| Something in the way of informa- 
| tion. I have assured her that Dun 
| & Bradstreet could give her a much 

What can I tell you? | quicker answer than she has re- 

Right now I feel like a tired pin-| ceived from her own personnel, but 
ball that has bounced around its| -~ = oe es a. these 
small cage tr ing to ring up a! ings roug ct annels you now. 
score, but failed. I don't think even | How TV got mixed up in this I'll 
the Army has learned the polite|mever know, but as I listen to the 
diplomacy of saying nothing as well | €xcuses Mrs. G. gives it all sounds 
as Western Union. quite reasonable. 

Your telegram advising that the} But I must admit that WU has 
S-P story had never arrived, got| evidenced great interest in the 
here, strangely enough, Thursday | problem of tracing the message. On 
about noon. It is odd, now that I| an average of twice a day since last 
know more about the inner work-| Thursday, I've had the pleasure of 
ings of WU. I called Western Union advising someone at WU (“We've 
immediately and they promised to| just come on this job Mr. Brown 
have an answer for us within an| and there are a few questions we'd 
hour. like to ask you concerning this 

It is now Tuesday. I'm still wait-| message.”) that I filed the story 
ing for an answer. I've been shunted| about 9:15 p.m. Tuesday, that it 
from one person to another. I’ve| was sent to your attention at AvuTo- 
spoken cajolingly, harshly, threat-| MOTIVE News in Detroit, that I sent 
eningly, charmingly, sweetly, to it from Circle 5-4311, (“But I told 
everyone from the telephone oper-| all of this to someone this morning 
ator to the Ass’t to the V. P. in| and twice yesterday and twice the 
charge of Customer Service, with| day before and -”) that it was 
sent collect, that the message was 
extremely long, that the telephone 
is registered in my name, at my 
address, that yes I am not married, 
I am 185 pounds, I’m 6 feet 1-inch, 
(“I’m sorry sir but we don’t seem 
to have any of this information. 
Are you sure it was WU who asked 
you these questions before?”) 

So it has gone! Once or twice I've 
had the temerity to suggest that the 
system is inefficient inasmuch as 
I’ve been forced to give this infor- 
mation so many times before. But 
each time someone more important 
in the WU hierarchy needs the in- 
|formation. They appear to have 
little faith or trust in the lower 
echelon’s ability to gather informa- 
tion accurately. 

But they’re smart! They hold out 
a bone to a starving dog. A promise 
that the next official will find the 

(See LETTERBOX, Page 18, Col. 5) 








—From the files of Automotive News. 
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ITEMS OF INTEREST TO AUTOMOBILE DEALERS AND SALESMEN 


HOOPER SAYS “THE PROBLEM 
IS SELLING THE DEAL” 


Universal C.1.T. Exec Shows the 
Way to Tomorrow’s Profits 


SARANAC LAKE, N. Y. Speaking before the reunion of graduates 
of the Ford Merchandising School at the Saranac Inn here last month, 
“Jimmy” Hooper, Vice President and Regional Sales Manager of 
Universal C.I.T., stressed that in the present-day automobile market, 


“a salesman’s real problem is 
selling the ‘Deal’ rather than the 
product.” 

Hoopersaid that while “‘success- 
ful selling be- 
gins with thor- 
© ough product 
knowledge, to- 
day’s customer 
_ is shopping for 
the ‘best deal.’ 
As you know, 
however, the 
customer does- 
n’t shop until he really has the 
best deal—he shops until some one 
convinces him that he has the best 
deal. 

“What bothers salesmen and 
supervisors today is how to con- 
vince the customer he has the best 
deal. Some salesmen do it by 
showing retail loan value of used 
cars in the guide books, others by 
discounting. There is no single 
answer—if there were one that 
would work for everybody, it 
would soon work for nobody.” 


More Than 1 Answer 


Instead of looking for only one 
answer to their problems, Hooper 





J. L. Hooper 


Many so-called experts say 
that poor selling is a cause of 
dealer problems. “In my opin- 
ion,” Hooper said, “‘poor selling 
is not the fault of the men, but of 
those who allow them to sit 
around in the showroom and dis- 
sipate the time for which they 
are paid. The men require sales 
training and supervision in a very 
strict sense, day to day, hour by 
hour—then correction, and then, 
most important, sales account- 
ability.” 


A Look At The Future 
In contemplating the future, 
Hooper stated that while it would 
be a tremendously rewarding 
time for many, the most impor- 
tant thing for dealers to do is “‘to 
make certain that they are here 
to enjoy it.” 

Dealers must, he said, take ad- 
vantage of every possible means 
of making a profit, including the 
newer ones of warranting used 
cars and leasing. ““More and more 
dealers are learning the hard rock 
‘facts’ of proper management 
administration and supervision 


said dealers must take advan- | inthe type of economic times that 


tage of every solution at their | 


disposal. 


make the auto business the great 
one it is.” 





TELEPHONICS—A SURE-FIRE 
PROSPECT STOPPER 


Telephone prospecting is either 
highly praised or roundly damned, 
depending on the salesman doing 
the talking. One fellow whoswears 
by his telephone is Ed Jones, 
salesman for Conway Cadillac 
Co. in Shaker Heights, Ohio. Ed, 
who is this month’s winner of the 
Sales Ticker’s $50 award for an 
outstanding sales technique, uses 
his phone in the following unique 
and effective ways: 

“When I feel the need for some 
telephone prospecting,” Jones 
Says, “‘I hop in my car! You see, 
I’ve installed a phone in my car 
because that’s where I find it 
does the most good.” 

“I cruise up and down residen- 
tial streets looking for clean late- 
model cars which will make good 
trade-ins. When I spot one parked 
in a driveway, I find the owner’s 
number in my cross directory and 
dial the number. 


“The owners sure are surprised 
when I tell them I’m parked right 
outside waiting to take them fora 
demonstration ride. They look 
out the window, there I am, and 
(quite often) off we go.” 

Jones says his phone also comes 
in handy when he sees a good- 
looking car pull into a gas station. 
He calls the station and asks the 
attendant to call the driver to 
the phone. He says, “You can 
imagine the driver’s surprise—he 
wonders how anyone could have 
known he was there, and how I 
know his name.” 

“T explain who I am,” Jones 
says, “‘how I got his name and 
where I am. These calls aren’t 
usually as immediately produc- 
tive as the others, but they make 
quite a conversation piece for 
people to tell to their neighbors 
and friends. Naturally, I get the 
publicity —and thelater benefits.” 
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WHAT MAKES 
A SALESMAN? 


The Personnel Labora- 
tory of New York re- 
cently published the fol- 
lowing ‘‘Qualifications 
of an Excellent Sales- 
> man.” 

1. Energetic and “pushful”— 
makes as many calls as pos- 
sible—continually “keyed up.” 

2. Makes a good presentation— 
knows how to dramatize him- 
self—not necessarily an extro- 
vert, but can act like one. 

8. Holds to one objective—con- 
stantly goes after the order— 
never loses sight of the ulti- 
mate objective and aims all 
his work to accomplish it. 

4. Flexible—seems to understand 
instinctively what to do and 
say when facing a prospect. 
This ability, also called “‘sales 
judgment,” is an essential tool 
that most top salesmen say 
they had to learn. 

5. Fluent and expressive—likes to 
talk and knows how to talk 
well. 

6. Self-reliant and independent — 
maps his own strategy and 
hates “leaning” on anyone, 
but is always ready to learn. 

Let’s add one more item to that 
list—An excellent salesman al- 
ways plans ahead. In other words, 
he knows that when he doesn’t go 
into a sales talk cold, he has a lot 
better chance of being a “hot” 
salesman. 


¢, } Ey) 


You may win $50 by 
sending your Award Idea 
to: Ticker Editor, 


650 Madison Ave., 
New York 22, New York. 
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For “‘Carefree Driving’”’ 


C.1.T. Plan Offers New Disability 
Benefits At No Increase In Cost 


A powerful new sales aid and protection for customers is now offered 
free of extra cost in the Universal C.I.T. Carefree Driving Plan. 

Now, when your customer purchases a car and takes advantage of 
the complete C.I.T. Plan, he will have his monthly payments paid in 


POLICEMAN’S WIDOW GETS 
CREDIT INSURANCE CHECK 
AFTER CASE IS “CLOSED” 


An unusual Credit Life Insurance 
incident with a special “human” 
twist came to light recently in 
Minneapolis. 

A policeman, Robert H. Fos- 
sum, was killed in the line of duty 
during a gun battle. After his 
death, Mrs. Fossum received from 
Universal C.I.T. a check for 
$987.84, representing the Credit 
Life Insurance on the car Mr. 
Fossum had previously bought on 
the C.I.T. Time Purchase Plan. 

The fact of such a payment 
was not unusual, for during the 
past 7 years, more than 24,000 
payments totalling more than 
$24 million have been made. 

The unusual fact about this 
case was that Mr. Fossum had 
fully prepaid his account with 
C.1.T. four months before he was 
killed. To all outward appear- 
ances, the case had been closed. 

However, though an account 
is fully prepaid, the Credit Life 
Insurance continues in force just 
as if the account were still active. 
(Except in Calif., N.Y.and Wisc.) 

The payment was a complete 
surprise to Mrs. Fossum and was, 
naturally, of great help to her ina 
difficult time. Her experience 
serves as an impressive case his- 
tory for automobile salesmen to 
relate to prospective purchasers. 








Mrs. Robert H. Fossum is shown receiving Universal C.I.T.’s check for 
$987.84 from Archie Butts, President of A.B.C. Motor Sales, Inc., of 
Minneapolis, Minnesota. 


full for all the time he is disabled, 
by accident or sickness, when the 
disability period extends four 
months or longer during the life 
of the contract. 

“This new protection,” accord- 
ing to Universal C.I.T. President 
Alan G. Rude, “‘offers something 
which all auto buyers need—se- 
curity in time of emergency. 
We’re very happy to be able to 
provide this unique protection for 
customers—and, in so doing, to 
provide you with another excel- 
lent selling tool.” 

As an example of how this new 
protection works: John Doe fi- 
nances his car with the full C.I.T. 
Plan for a 24 month period. Two 
weeks later, he has an accident 
while at work and is laid up for 
ten months. He need make no 
payments on his car during those 
ten months—the C.I.T. Plan 
makes his payments—and he sim- 
ply makes the remaining 14 
monthly instalments when he 
gets back on the job. 

To help dealers make maximum 
use of this new benefit, literature 
and posters about it are being 
distributed by local Universal 
C.1.T. representatives. This new- 
est feature of the C.I.T. Plan is 
now available in all states except 
Arkansas, Massachusetts, Mis- 
souri, New Jersey, New York, 
Texas and Wisconsin. 


NEW BOOKLET TELLS HOW 
TO ANSWER CUSTOMERS’ 
INSURANCE QUESTIONS 


Universal C.I.T. has prepared a 
new booklet ‘Profits and Protec- 
tion” to help salesmen close more 
time deals. This booklet tells the 
salesman how to answer his cus- 
tomer’s questions and objections 
about insurance—and how he can 
turn them into sales points. 

Here are answered such ques- 
tions as, “What if a customer 
says he can get cheaper insur- 
ance?” and ‘“Wouldn’t the cus- 
tomer benefit more if Service In- 
surance also offered Bodily Injury ’ 
and Property Damage coverage?”’ 

These are customers’ most fre- 
quent questions when time deals 
are closed. 

Ask your C.I.T. representative 
to present this new sales tool to 
you and your salesmen. 









“It’s a notice,” she said. “At first 
it looked like an advertisement, 
but now it looks more like a news 
story.” 

The whole thing was too hot to 
discuss over the phone, she went 
on, but she promised to write her 
version of it and mail it to me that 
evening. 

So far, it hasn’t come, and she 
hasn’t called me back. Perhaps she 





AUTOMOTIVE WASHINGTON 
Seems a Tough Year 


In News Business, ‘loo 


By William Ullman |heard them coming as she walked 
Washington Bureau Chief to the mailbox and had to chew up 
GOMEWHERE in Washington are a couple of automotive | ‘h® notice and swallow it. 
stories that may never be published. It isn’t a question 
of press censorship. It isn’t that they are libelous or would rapt gnes = — in i> Dt 
jeopardize the national security. The truth is that two mys- L siden 


lowing afternoon. Her voice 
terious and slightly confused ladies have disappeared with | wasn’t as gentle as the first caller. 
them. 


| She knew what she wanted. 
The missing stories would 


“I have an im-| “Hello,” she said. “Is this Auto- 
: portant notice for| matic News?” 

not be half so tantalizing if your paper,” she| { corrected her politely. 

they hadn’t come to light right 

after Congress adjourned. When the 


said. | “Well,” she said, “I don’t want 
“When you call; to talk with you. I want to talk 

news factory on Capitol Hill shuts 

down, other news sources dry up, 





it a notice, do| with Mr. Yuleman.” 
you mean an ad- I gave up, and said that I was 





too. Trade associations, with no bills vertisement . . .?” | Yuleman. 

to make them angry until Cong -ess I began. | “How long will you be at the 
gets back, stop phoning. Govern- “Yes,” she said | office?” she said. “I have to talk} 
ment officials are too busy playing firmly with you about a big story.” 

with their brand new budgets to| “+ @ 6 new I asked her to try to come by 


5:30. 

She still hasn’t showed up. I 
waited until after 6 p.m., but she’s 
disappeared, story and all. Perhaps 


think up any stories for the press.| William Uliman story?” I finished. 
As a result telephone calls get| “Yes,” she replied, just as firmly. | 
pretty exciting. - | “Well, which is it?” I asked her 


The first lady called last week. again. 
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|gray. Curious visitors still 








cab on a side street. Perhaps the 
cab driver was one of them. It looks 
as if we'll never see those stories. 


How Good Is the Phone? 

._—- experiences raise some 
question as to the usefulness of 

the telephone as a tool for gather- 


ing news. Of course, some inform- | 
ants are willing to tell you all they | 
know over the phone, but that isn’t} 


always satisfactory, either. 

One day this office phoned 
Senator Joseph C. O'Mahoney, 
Wyoming Democrat, expecting to 
get a simple yes or no answer 
to a question raised at deadline. 
“I am going to give you a com- 

plete statement on that,” said the) 
senator. “The question raises many | 
interesting points.” 


Ten minutes later, I ran out of | 


scratch paper and began to dig old| 
envelopes out of the trash basket. 


When they were filled, I turned to| 


wall, which is painted in a neutral 
point 
out to their children the final para- 
graphs of the senator’s statement. 
> * > 

It’s a Joke, Son 

IGHT after John F. Gordon was 

elected president of GM, an old 
friend phoned excitedly. 

“Did you notice the angle on 





Keep your fleet customers on the go in mud 


demonstrators 100% 
differential. 


out of mud and loose 








Toledo 1, Ohio 





To help you get started with your demonstra- 
tions . . . here’s a list of fleets that will profit most 
from the non-slip differential: 


Police Cars, Utility Trucks, Construction Vehicles, 
Fire Chiefs’ Cars, Maintenance Trucks, Commer- 
cial Pick-ups, Rural Route Vehicles, Farm Trucks, 
Rental Fleets, Ambulances, Panel Deliveries, 
Station Wagons, Service Vehicles, Taxi Cabs. 


DANA CORPORATION 


or snow with low cost non-slip differentials 


Suow your fleet customers how the low cost 
non-slip differential will pay for itself in one or 
two days when the weather is bad. Order your 


equipped with the non-slip 


Spinning wheels cost fleet operators thousands 
of dollars a year in lost time, disrupted schedules 
and road calls. Just ask anyone with a fleet of 
cars that has to be kept on the road 24 hours a 
day in all kinds of weather. 


Or ask a cab driver. He’ll tell you he can’t 
make money when the roads are slippery, because 
of unavoidable delays. But now, with the non-slip 
differential, you’ve got the answer to this costly 
and annoying problem. With the non-slip differen- 
tial wheels can’t spin if there’s any traction at all. 
That means cars and trucks can pull themselves 


sand because power always 


goes to the wheel with the greater traction. 
There’s added safety, too, because the non-slip 
differential guards against dangerous swerve re- 
sulting from wheel hop on rough, bumpy roads. 





they got her as she was hailing a 





| Assn. 


| Female ‘Invasion’ Grows 
yy are on the march in th 


| wages he finds to be prevailing. 







Gordon?” he asked. “Makes g 
great story. The Navy is taking 
over on land, too.” 

I confessed that I didn’t know 
what he was talking about. 

“Don’t you see?” he said im 
patiently. “Fred Bell is a graduate 
of the U. S. Naval Academy. So 

Gordon. The Navy is on top, on 

land and sea. They have the shipy 

and the automobiles, too.” 

I thanked him for the tip. 

= + aa 


A Long Search Ends 


- IS something of a tribute ft 
Charles D. Curtiss, former com. 
missioner of the Bureau of Public 
Roads, that it has taken eight 
| months to find a man good enough 
| to replace him. 

“Cap” Curtiss retired at the end 
of 1957 after 38 years with the 
Bureau. It was not until mid- 
| August that Secretary of Com- 
merce Sinclair Weeks announced 

thata successor had been found, 
| The new commissioner will 
Ellis L. Armstrong, presently U 
director of highways. As second-i 
command of the bureau, Ellis wil 
help Administrator Bertram D. T; 
lamy in administering the vag 
Federal-aid highway program. 

“Cap” Curtiss, in spite of his 
years with the bureau, is still wo 
ing in the field. He’s now a staffe 
with the American Road Build 
in Washington. 

> * * 
















































































automotive game. A new boo 
let of the Bureau of the Census) 
“Occupational Trends in the Unite 
States—1900 to 1950,” indicates that 
the girls have been taking ove 
traditionally male jobs in the auts 
business in increasing numbers. 

In 1950, Census reports, 4,439 
women were employed as auto 
mechanics and repairmen, com- 
pared with 1,631 in 1940. Back in 

1930, there were only 77 women 
employed in all the mechanical 

repair trades, including tool- 
making and office machine repair- 
ing. 

More than 3,500 women were 
managers or officials in motor ve 
hicles and accessories retailing in 
1950, against 1,264 in 1940. Another 
6,187 ran gasoline service stations, 
up from 4,919 a decade earlier. In 
1950, 2,485 women were listed as 
garage laborers, car washers and 
greasers, against only 463 in 1940. 
» 


Used-Car Parley to Start 


TWO-DAY NADA seminar on 
used-car merchandising begins 
tomorrow (Sept. 9) at association 
headquarters in Washington. Panel- 
ists are R. N. Atwater, Atwater 
Motor Co., Burlington, N. C.; James 
McGraw, general manager, Queen 
City Chevrolet, Cincinnati, and Ted 
Kolp, used-car manager, Ernest Al- 

len Chevrolet, Fort Worth. 
> 


Talks Slated on Pay Rates 

ECRETARY of Labor James P. 

Mitchell has called a public 
hearing in Washington on Oct. 8 
to determine the minimum wage 
rates that prevail in the Tires and 
Related Products Industry. No 
determination has ever been made 
for this industry under the Walsh- 
Healey Public Contracts Act. 

The act applies to employes 
working on U. S. supply contracts 
in excess of $10,000. It authorizes 
the Secretary of Labor to issue in- 
dustry minimum wage determina- 
tions, on the basis of the minimum 


New Lincoln Plant 
Cited for Design 


NEW YORK.—The Lincoln as- 
sembly plant at Wixom, Mich., has 
been chosen by Factory Manage- 
ment and Maintenance magazine, 
as one of 10 best-designed plants 
built in the U. S. in 1957. 

Editor M. J. Murphy said it was 
the first time an auto assembly 
plant had been picked for the 
award. Continentals, Lincolns and 
Thunderbirds are assembled at the 
plant. 

“More than 1,000 plants were 
nominated for the awards this 
year,” Murphy said. “We picked 
the Lincoln plant because they 
created a new plant for a radically 
new product (the unit-frame body). 
It is almost a complete departure 
from the usual automotive assem- 
bly facility.” 






One of the many 
wonderful ways that 
plastics serve the 
automobile industry 


LSG) 


As car buyers become more safety- 
conscious, they have many questions 
to ask about automotive safety glass. 
Here are the answers to some of the 
questions your dealers and salesmen 
may be asked about LSG: 

2 pune 


GLASS SAFETY 
LAYER 


1. Plastics today are 
being used more and more 
in combination with other 
materials for the best 
possible combination of benefits. Laminated 
Safety Glass, in cars for many years, is just 
such a combination. It is literally a “plastic 
glass sandwich” made by bonding two pieces 
of glass with a completely transparent, tough 
sheet of plastic between that holds the glass in 
a tight grip. This sandwich construction 

is easy to identify. Look at any exposed edge 
of a car window or vent made of Laminated 
Safety Glass. You will note what looks like a 
definite “‘line” along the center of this edge. 
That “‘line”’ is actually the edge of the plastic 
interlayer. (No “line,” no LSG.) 


2. LSG provides 

“windshield safety.” By 

accepted practice, every 

oS, a American-made truck or 

car must have a windshield made of Laminated 
Safety Glass. Only LSG passes the rigid optical 
and physical specifications established by the 
American Standards Association. Many car 
manufacturers have extended this “windshield- 
safety” to their side windows and vents as well. 


3. LSG reduces the 

hazard of flying glass. 

Suppose a rock or another 

sharp object traveling at 
high speed struck a window made of Laminated 
Safety Glass. The force might crack the glass 
but the plastic interlayer would tend to hold 
the pieces together, forming a“spider-web” of 
cracks from the point of impact. 


4. LSG “cushions” the 

shock of impact. When 

a passenger is thrown 

against a Laminated 
Safety Glass windshield or window, the resilient 
plastic interlayer “‘gives’’ and cushions the 
shock. Danger of serious injury from concussion 
is thereby lessened. 


5. LSG won’t “trap” you! 
Suppose you had only 
seconds to get out of 
mel. or into your car, and both 
ndows were jammed shut by an 
accident! Laminated Safety Glass can be 
kicked or knocked out of a window frame to 
provide an emergency exit. 


Monsanto 


Monsanto Chemical Company does not make 
Laminated Safety Glass, but it supplies plastic for 
the safety layer used by leading glass companies 
in making Laminated Safety Glass (LSG). 
Monsanto Chemical Co., Plastics Div., 

Springfield 2, Mass. 
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Auto Dealer Changes 


Barish Chrysler-Imperial has 
opened at 5109 Van Nuys Bivd., Van 
Nuys, Calif. Howard Barish is pres- 
ident. 


+ + * 


Dean Sells Chevy Outlets 


Dean has sold his Chev- 
rolet dealerships in Athens and 


Nelsonville, O., to Bob Hess, | 


Charleston, W. Va. Gene Byard, 
Charleston Ford dealer, bought 
Hess’ Lincoln-Mercury outlet. 

> > * 


Reliance Ford Opens 


Reliance Auto Sales, Inc. (Ford) 
has opened on Route No. 8, Etna, 
Pa. 


Cadillac Leasing Plan 


Standard Auto Co. (Cadillac), 
728 8. Fourth, Louisville, has 





formed Standard Auto Accept- 
ance Co. as a subsidiary that will 
lease Cadillacs for periods of a 
year or longer. Standard Auto has 
been a Cadillac distributor 40 
years. 
a a * 
| Loder Adds S-P 


| Loder Bros., Salem, Ore., an Olds- 

|mobile dealership since 1929, has 

|ladded Studebaker- Packard and 
Mercedes-Benz. The firm also han- 

| dles Volvo, 

= * = 


Country Fair Rambler 
Country Fair Rambler has opened 
at 550 W. Broad St., Columbus, O. 
— Conrad is president. 
* > * 
Lied Drops Buick 


Lied Buick Co., Twenty-seventh 
and Harney, Omaha, has given 


New Sendzimir Mill 


produces stainless steel sheets to extremely close 
tolerances in widths up to 48 inches 


This new Sendzimir mill, complete with annealing, 


pickling, skin pass 


and other equipment, was 


designed and engineered for the exclusive produc- 
tion of the highest quality stainless sheet and strip. 





Write for these Technical Data: 
1. Laboratory Corrosion Data. 


2. Data Sheets (please specify 
the grades in which you are 
interested). 





up its franchise. E. F. Lied, presi- 

dent, had been associated with 

General Motors 31 years, 26 as an 

exclusive Buick dealer. He is re- 

taining his Plymouth dealership. 
* * * 


Dauwalters Buy Chevy Deal 


Don and Jeff Dauwalter, opera- 
tors of Dauwalter Motors, Inc., 
Carver, Minn., purchased Williams 
Chevrolet, Chaska, Minn., from Carl 
C. Williams, Lake Minnetonka, 
Minn. The firm now will sell Buick, 
Chevrolet and Opel. 

* + 


* 


Teeters Handling Buick 


Bill Teeters Motors (Cadillac- 
Pontiac), Park Falls, Wis., has 
taken over the Buick franchise 
formerly held by Knotts Motor 


Co., which discontinued business. 
* + + 


Rambler Signs Meisenholder 
Meisenholder Motor Co., Vermil-| 

lion, S. D., has received a Rambler | 

franchise. Jack Meisenholder is the | 


dealer. 
* oe * 


Berkey Heads L-M Deal 

John W. Berkey, formerly with 
Warren Cadillac, Minneapolis, 
heads the new firm of Berkey & 





Thieves took literally a sign on 
a Detroit used-car dealer’s lot 
which reads “Take any car on 
the lot for a trial run.” They did 
just that by driving away with 
three of his best. 





Crary, Inc., Fargo, N, D., which 
purchased Valley Lincoln- 
Mercury, Fargo. Other incorpora- 
tors are John P. Crary, Fargo; 





It is located at the Louisville, O., plant of J & L’s 
Stainless and Strip Division. For complete informa- 


tion on the Division’s flat rolled stainless products, 


write our Detroit sales office today. 


ca 


Nf 


BAR * WIRE * SHEET STRIP| 





tb) 


Jones & Laughlin Steel Corporation - STAINLESS and STRIP DIVISION + Box 4606, Detroit 34 


—_. 


Thomas U. Crary, Devils Lake, 
N. D. and John Whittlesey, 
Fargo. 


* * * 


Wentz, Siewert Split 
Carl Wentz and Erwin Siewert 
have dissolved their partnership in 
Wentz Chevrolet, Napoleon, N. D, 
after 17 years, Wentz heads the 
dealership and Siewert has entereg 
the farm implement business. 
” * * 


Pair Take Over Chevy Deal 


Sheriff Donald M. Krouze and 
Adam Poskie have been granted 
the Chevrolet franchise for the 
Rhinelander (Wis.) area and 
have taken over the Quality 
Chevrolet Co. in that city. 

* * om 


Loechlers Add Olds 


LaCrescent Motor Co. (Chevro- 
let), LaCrescent, Minn., has been 
awarded an Oldsmobile franchise, 
Leo A. Loechler and his son, Don, 


own the dealership. 
+ a + 


Wallisch Takes on Olds 


Bill Wallisch has added Olds- 
mobile to his line at Delano, 
Minn. He also handles Chevro- 
let. 

* = * 


Buick Deal Renamed 


Frank Hawkins Buick Co. is 
the new name assigned to the 
Buick sales and service opera- 
tion of Commercial Automotive 
Service, Inc., Seattle. Frank L. 
Hawkins, who heads Commercial 
Automotive, has been a Buick 
dealer for five years. The firm is 
at Westlake and Denny. 

= * + 


Elsner Gets Fiat Franchise 


Elsner Motor Co. has received a 
| Fiat franchise and has opened en- 
| larged headquarters at 352 High 
St., Salem, Ore. 

* ” * 


Azalea Motors Opens 


Azalea Motors (Ford), has opened 
| at 101-105 South Main St., Summer- 
ville, S. C. Clifton S. Jones is presi- 
| dent. 
| = * = 
Vespa Distributor 
Nathan Hale Motors, Ince. 
| (Chrysler-Plymouth), 481 Meadow, 
Waterbury, Conn., has been named 
Connecticut distributor for the 


| Italian-made Vespa motor scooters. 
* > 


* 

| 

French L-M Bankrupt 

French, Inc. (Lincoln-Mercury), 

|200 N. Rutledge, Springfield, IIL, 
has filed a petition for adjudica- 

| tion of bankruptcy in U. S. District 


Court. 
Letterbox 


(Continued from Page 14) 
answer. I’m convinced that that 
particular story was somehow in- 
volved in an internecine dispute at 
WU and will never turn up or be 
heard from again. 

I know you've been checking it 
from your end. Oh, Mrs. G. is a gold 
mine of information. She has told 
me some fascinating tales about 
split tapes, cut messages, wires to 
Chicago, relays to Detroit, in-person 
messages, re-relayed messages, ex- 
periences of her own, her family 
life, her daughter’s sex life, her 
dog’s mating preferences. I keep 
trying to lead her back to the sub- 
ject through the maze of propa- 
ganda, but how can you get mad! 

I once became particularly stern 
with Mrs. G. and told her that it 
was probably one of the worst bits 
of mishandling I had ever been 
privy to, and she assured me that 
WU was bending all its efforts in 
quest of an explanation for this 
whole “messy affair, because after 
all Mr. Brown, we don’t conduct our 
business this way, you know.” I 
don’t know, but she keeps telling 
me. 

My guess is that automation, 
Franklin’s electricity, Bessemer’s 
steel and the meek have decided to 
take over the earth. This is only the 
beginning of that considerable ef- 
fort. 

I'd honestly like to give you more 
information, but right now it’s not 
available. As soon as WU, under the 
auspices of Mrs. G. untangles the 
web, and if she deems it advisable, 
from her lofty pinnacle of knowl- 
edge to explain it all to me, a mere 
layman, I’ll be pleased to pass along 
whatever I am able to fathom from 
it. 

If this sounds unbalanced, I can 
only say it would take a soul of 
steel to stand up to this thing un- 
bent. But it has been an experience. 
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Strengthen your Economy Pitch 
with Sunoco Custom-Blending! 


No more complaints about engine knock or gasoline costs! 


Here’s a gasoline idea that’s like money from home 
for every new car dealer. 

When you sell a new car, recommend Sunoco’s 
new Custom-Blending. This gasoline system was 
designed to keep car-owners happy. Sunoco Custom- 
Blending offers motorists six different blends of 
gasoline ...six different octane strengths... and 
six different prices...to accurately fit any car 
you sell with the exact octane it needs. 

Here’s what it means to you, pure and simple: 

If the car you sell calls for “regular” but comes 
back with knock, recommend changing to Blue 
Sunoco ‘200’—a high test gasoline higher in octane 
than most “regulars” — yet selling at “regular” 
price. If he still needs slightly more octane, the 


© 1958, SUN OIL COMPANY 


Sunoco dealer can step him up one or two grades 
. without forcing him to pay the big jump to 
“premium” priced gasoline. 

If your cars call for “premium”, only Sunoco 
Custom-Blending can fit each and every one with 
the exact octane it needs. In many cases the exact 
blend a car owner needs will cost less than ordinary 
premiums. 

That means these motorists can save as much 
as 4¢ a gallon over other premiums and still enjoy 
the lively stepping power and quick getaway that 
was built into the car. 

It’s a bright new idea in gasoline.. 
the new car dealer. Study the system. . 
it can help you on the showroom floor! 
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Carpets Keep Pace 
With Changes in Autos | 


‘ 


By Joseph M. Callahan 


Engineering Editor 


es carpeting, which is increasing in visual 
impact and importance every year, is undergoing some | 
fundamental changes. 

These changes are occurring in the carpet material, the 
methods of fabrication, the methods of installation and costs. 


Although it won’t be ap- 15 sliiniliee tn cham ‘nina 
retchability is vitally needed here 
parent to the consumer, the so that the openings between the 


most notable floor-covering carpet tufts will not show when 
innovation on the ’59 models is|/the material turns the sharp cor- 
the preformed carpet being in-| ners in the floor wells. 
stalled in the General Motors cars. In fabricating the floor cover- 
These preformed carpets consist|ing, a piece of carpet is attached 
principally of a thick layer of|to a special machine and formed 
blended nylon or rayon carpeting in the shape of the car floor. A 
which has the “two-way stretch- coat of forming cement and a layer 
ableness” of cotton underwear. of jute or rag thread backing are 





- 










Since 1903... 
PARTNER 
IN PROGRESS 
to the 


AUTOMOTIVE 
INDUSTRY 


it rigidity. couple of years ago. ‘ 
The completely formed carpet Synthetic bodycloth fabrics 
is then installed that stretch (and recover) were 
in the car’s floor developed about two years ago 
where it is fast- and were introduced on some 
ened with ce- Buick models, Stretchable uphol- 
ment at several stery is desirable because it 
points and by makes possible a permanently 
the metal floor tight upholstery job. This fabric 
sills below the apparently worked out satisfac- 
doors. torily since Buick is again using 
Preformed car- it this year. 
pets became a However, some auto makers have 
must for GM cars avoided it on the grounds that it 
this year because $ is hard on some types of coats and 
of the five-to-six- J. M. Callahan /that it does not take some dyes 
inch deep floor wells in the back| well. Experiments with stretch 





|seat areas of the new models. All| yarns are continuing. 


of the back carpets are preformed, Another important change in 
as well as some of the front floor | floor coverings is that the majority 
coverings. of them now are made of tufted 

* * #* | carpets instead of carpeting woven} 


i , a on a loom. 
Swing to ‘Preformed’ Seen The principal advantages of 


THER auto makers are still| tufted carpeting over woven car-| 


using the traditional “cut-and- | peting is that it can be produced 
sew” installation method, although] 11 times faster, resulting in a car- 
most of them are expected to} pet of about equivalent quality at 
switch to the preformed process in|a considerable saving. 
the next year or two. . ae ie 
Good quality preformed carpets Piece-Dyeing Lauded 
could not have been fabricated ex- UFTED carpet also benefits the 


cept for the development of auto makers because it is usu- 





AMBASSADOR -— One of the many outstanding motor cars using 
Perfect Circle piston rings for both original equipment and replacement service. 


Behind the world-wide acceptance of Perfect 
Circle is a history of more than half a century 
of PC engineering leadership—and more. There’s 
a history, too, of unceasing creative research... 
a constant search for the new and the better... 
matchless manufacturing skills...and scores of 
contributions to the forward march of the auto- 
motive industry, year after year. 


Leading manufacturers specify piston rings 
developed in co-operation with Perfect Circle 
engineers. You and your customers benefit with 
Perfect Circle’s achievements in engineering, re- 
search and manufacturing skills when you install 
PC rings. Perfect Circle Corporation, Hagers- 
town, Ind.; The Perfect Circle Co., Ltd., 888 
Don Mills Road, Don Mills, Ontario. 


PERFECT CIRCLE piston nines 





—. 


| 
|'then blown on the carpet to give| stretchable synthetic fabrics a|jally piece-dyed which gives the 


manufacturer much greater flexj. 
bility, a quality receiving increas. 
ing emphasis, especially in view of 
the slow ’58 sales. 

It is possible upon relatively 
short notice to supply great 
amounts of tufted carpet in differ. 
ent colors, and the manufacturer 
can switch the coloring of a batch 
on almost a moment's notice. 


In sharp contrast, once a vel- 
vet carpet is scheduled for a 
certain color, it’s impossible to 
make any last-minute changes, 

| In addition, the fabric mills feel 
|they can produce sharper and 
more brilliant colors with tufted 
carpet. The mills also like piece. 
dyeing because they can carry a4 
smaller inventory of fabric. 

The piece-dyeing of carpet is ac. 
complished by sewing it in an 
jendless belt which is constantly 
rotated by a reel in the dyeing 
| kettle. Loose folds of the carpet 
accumulate on the bottom of the 
kettle and are gradually moved 
through the dye liquor, In most 
other dyeing methods, the mate- 
rial is stationary and the dye is 
circulated. 


* a * 


| Rayon Most Popular 

a7 so dyeing, excess moisture 
+% is removed from the carpet by 
a vacuum extractor, after which 
|the carpet is fed to a dryer for 
removal of additional moisture. 





The carpet then is examined for 
| defects in an operation known as 
“burling.” Any tufts that might 
have come out during the dyeing 
are sewed in and all protruding 
|}ends are removed. 


| At the completion of the dye- 
ing cycle, a small sample of the 

carpet is compared visually to 
| the standard, If the match is not 
| satisfactory, the dye bath is cor- 
rected and the carpet is run 

through again for 20 or 30 min- 
utes. 


The most popular carpeting ma- 
jterial for cars today is heavy 
| denier viscose (rayon) which is 
anchored to the carpeting base 
with a latex coating sprayed on 
the back. 

Nylon carpeting, however, has 
been used in the '57 and '58 Im- 
perial and has been well accepted 
for its wearability, attractiveness 
and cleanability. Waste nylon also 
is used in the carpeting of some 
cars. 


* ie * 





Vinyl Floors for Wagons 
MINOR trend that has been 
£ gaining ground in the past 
couple of years is the use of metal- 
lic carpeting. Three of the 59 cars 

DeSoto’s Adventurer, Pontiac's 
Catalina and Oldsmobile’s 98—have 
metallic carpeting. 

Auto floor covering is another 
arear being eyed by the vinyl 
manufacturers who already are 
doing a tremendous auto busi- 
ness. Vinyl-coated steel flooring 
will soon make its appearance in 
station wagons. 

The immensity of the auto floor 
covering market is indicated by 
the fact that the average sedan 
uses three square yards of cover- 
ing in the front and three square 
yards in the rear—some 30 million 
yards of fabric in a five-million- 
car year. 

While many feel that the inte- 
rior stylists have gone a little 
“wild” in recent automobile in- 
teriors, the people involved feel 
they are showing considerable re- 
straint. 

For instance, Virginia Van 
Brunt, a fashion consultant for 
Ford Motor Co., recently said, “It’s 
all very well for someone not 
associated with the automotive in- 
dustry to say ‘wouldn't it be nice 
to have a carpet with Dorothy 
Draper roses on the floor of a 
plain black car!’ 

“But the automotive stylist has 
to decide whether sufficient pas- 
sengers would be tempted to 
lower their eyes to the floor, 
while driving, to warrant the 
additional cost of 10 square feet 
of roses at her feet. The focal 
point for carpet on the floor of 
@ car and on a wide expanse of 
living room floor is quite differ- 
ent.” 

In this connection, a definite 
trend for ’61 and ’62 car uphol- 
stery and carpeting will be the use 
of quite loud colors which will be 
complimented by more subtle 
shades of the same colors on the 
outside sheet metal. 
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ran Glare-free, single image vision for night driving 
carpe 

of the 

_ Headlights are distinct, yet glare- 

— free with this amazing front-surface Not just two positions, but three! 

E-Z-I mirror. You can judge the 23 
distance of cars behind you more (1) DAYTIME, you get a sharp, soothing yellow-green image. 

at accurately. No guessing, no blinding! (2) NIGHT IN CITY, you filter out low-beam headlight glare. 
rte Safer because it’s optically better— (3) NIGHT ON HIGHWAY, you de-glare “brights” behind you. 
a tes you see only one image in a front- E-Z-I mirrors are standard equipment on top-line Buick 
aha surface mirror. models—available in Buick accessory departments. 

nding 

dye- 

the 

| to 
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eliminate ghost images! 







‘also 
NO BLURRED REFLECTIONS...JUST ONE SHARP, CLEAN IMAGE 
nase 
c CROMIR® OUTSIDE MIRROR 4 
in Better, single image vision 
oor s ce < 
2 for clear or rainy weather . = 
= Cromir’s chromium alloy front surface stays clearer in wet weather 
tle because moisture droplets run off, won’t cling. Cromir provides clean, 
. . sharp, single images with no ghosts, no blurs. It’s guaranteed for as long 
as the first owner keeps the car. Available from manufacturers of 
's outside mirrors. 
2 These mirrors are sold only through new car dealers. 
! LIBBEY - OWENS - FORD 
. 
a Great Name in Glaso 
% 
e | LIBERTY MIRROR DIVISION, Brackenridge, Penna. 





Tune In THE PERRY MASON SHOW, Saturday Nights, CBS-TV Network 
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Young Opens New Dealership— 


Young Chrysler-Plymouth, Inc., has moved into its new $320,000 home in Fort) 
Lauderdale, Fila. The dealership, owned by Cy Young, features a service section that ¢ n € 
can accommodate 36 cars under cover at one time. Over 5,000 persons were invited | which, incidentally, cut our profit 


fo a special show, cosponsored with Saks Fifth Avenue, on opening day. 










| 
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How Nation's Salesmen Meet... 





Practical Problems of Selling 


CF WOULD hardly be considered 
smart salesmanship to close 
a car sale by giving the customer 
his money back, but that bit of 
reverse psychology worked for 
Chubby Griffin, of Vel’s Ford, 
Torrance, Calif. Here’s his story: 
The customer walked in on a 
Saturday and announced that he 
was interested in trading in his 
old car on a new three-quarter 
ton pickup. 
He said that he was leaving for 
a job in Oregon on Monday and 


needed immediate 
Sales delivery. 
I explained 
Case we couldn’t pos- 
Histories _sibly clear his 


credit over the 

weekend but that I would see 

what sort of a deal we could 
make him. 

We worked out what I consid- 

ered an excellent trade for him 


down to a minimum. The custo- 








mer appeared satistied, gave me 
a deposit check and left, agree- 
ing to wait until we had cleared 
his credit on Monday. 

= * * 


I FELT I had a fairly routine 
sale all wrapped up until the 
customer returned on Sunday, 
looking kind of sheepish and em- 
barrassed. 

He wanted his deposit back. 
Naturally, I asked him why. 

After some hesitation, he ex- 
plained that he had beaten our 
deal by $500 and been promised 
immediate delivery. 


I'm not that naive. I knew 
there was no legitimate trade 
that could be made on the 
terms he indicated. But I didn’t 
argue. I returned his money. 
At the same time I attempted 
to explain what I was pretty 
sure would happen when he re- 
turned to the other dealer. 
Well, he wasn’t having any of 

it and he walked right out the 





... another P. A. G. 


reader family! ™ 


Put 4,000,000’ salesmen to work for YOU 





... thru the PETERSEN AUTOMOTIVE GROUP! 


The 4,000,000 readers of the Petersen Automotive Group form a great 
automotive sales potential. This vast consumer audience looks to PAG 


publications for aid in selecting their new cars. 


But more than this, PAG readers — from the station wagon set to sports car 
enthusiasts — are pacesetters in their circie of acquaintances. They talk about 
their cars . . . talk that influences other potential new car buyers. 


Start these enthusiastic 4,000,000 selling for you. Get the facts now 
on the influential Big Three of the Petersen Automotive Group: 


Motor Trend, Motor Life, Hot Rod. It is easier to sell 


if you tell it to PAG readers — first. 


ABC circulation: 1,146,000 World’s Largest Automotive Consumer Audience 


Readership: 4,000,000 * 2-CAR families: 48.3% 7 (Latest Bennett-Chaiken Survey) 
PETERSEN PUBLISHING COMPANY 


5959 HOLLYWOOD BLVD., LOS ANGELES 28, CALIF. @ HOLLYWOOD 2-3261 


DETROIT 


524 Book Building 
Detroit 26, Michigan 
Woodward 3-8660 


NEW YORK 


17 East 48th Street 
New York 17, New York 
Plaza 1-6690 


CHICAGO 





360 North Michigan Avenue 
Chicago 1, Illinois 
FRanklin 2-6067 


|Harold A. Lanphear, 
|Charles R,. Boggess, membership; 
| Thomas A. Clarke, bylaws and reso- 
| lutions; John M. Dunne, social and 


front door. I had a feeling, how- 
ever, that I hadn’t seen the last 
of him. 

Later that day he returned, 
sadder but wiser. 
+ * +. 

b fery-wl had happened was this: 

After the deal had been 
written up and the salesman for 
the low-bidding dealer had the 
man’s check and ownership cer- 
tificate for the downpayment, he 
called in the sales manager to 
“check the figures.” 

The customer told me that the 
sales manager discovered an 
‘error’ in the figures,” says 
Chubby. “They wanted an addi- 
tional $500, and they wouldn't 
deliver the pickup for 30 days. 

I guess the customer got 
pretty sore because he said 
that he grabbed the papers, in- 
cluding his check and owner- 
ship slip, and told them to 
forget the whole deal. 

Then he said that the dealer 
called the police and attempted 
to have him arrested for stealing 
their property. Fortunately, the 
police were sympathetic and told 
the fellow to get out of there 
with his money and not come 
back. 

> 7 * 

LL the customer wanted from 

us was the chance to reopen 
his original deal on the terms 
we had agreed upon. 

I made the sale and everyone 
was happy. Refunding his money 
without argument saved the deal 
for me. And he appreciated my 
frankness, even though he 
learned the hard way that you 
don’t get something for nothing. 

It’s a shame that customers 
have to be subjected to these 
“lowball” practices, but I'm cer- 
tain that I know one man who 
won't be taken in again. 


Committee Heads 
Named by Chief 
Of R.I. Dealers 


PROVIDENCE. — Committee 
chairmen of the Rhode Island Au- 


| tomobile Dealers Assn. have been 


announced by Robert W. Pierce, 


| president. They are: 


Romeo D. Asselin, legislative; 


auditing; 


fund raising; G. Washington 
Frazer, special functions and plan- 


|ning; Leo B. Carey, dealer and 


public relations; Walter E. Winters, 


| safety. 


Twenty new members have been 
admitted. They are: 


Cann Motors, Inc. (Dodge), 
Cranston; Charles Motor Co., Inc. 
(Renault-Hillman), Providence; 
Lincoln Park Garage (Willys), Nor- 
wood; Mayfair Motors, Inc. (Mer- 
cury), Norwood. 

Midtown Auto Sales, Inc. (Ram- 
bler), North Providence; Robert's 
Auto Sales, Inc. (Studebaker- 
Packard), Chepachet; Stadium 
Motor Sales, Inc. (Rambler), Provi- 
dence; Wigwam Sportscenter 
(Borgward), North Providence. 

Cars, Inc. (Rambler - imports), 
Pawtucket; Hamlet Automobile 
Agency, Inc. (Renault-Hillman), 
Woonsocket; Larry Motors, Inc. 
(Dodge), Woonsocket; Ray’s Motor 
Sales (Studebaker-Packard), Woon- 
socket; Sam’s Auto Mart (Simca- 
Jaguar-Isetta), Middletown; 
Arcand’s Servicenter, Inc. (Ram- 
bler), West Warwick; Marley 
Motors, Inc. (Studebaker-Packard- 
Imports), Warwick; Warwick Mo- 
tors, Inc. (DeSoto-Plymouth), War- 
wick. 

Kingstown Motor Co. 
(Studebaker - Packard), North 
Kingstown; Matty’s Ford Sales, 


Inc., Kenyon; Speedcraft Enter- 
prises, Inc. (Volkswagen), Wake- 
field; Ray’s Auto Sales (Hillman- 


Sunbeam), Newport. 





Pelunis Buys Hanks Motors 


A. D. Pelunis, who heads DeSoto- 
Plymouth dealerships in Lakewood 
and Cleveland Heights, O., has pur- 
chased Hanks Motors, Inc. (Olds- 
mobile), 17602 Detroit Ave., Lake- 
wood. 
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L. A. Richardson has been named | located at 
Lawrence, Mass. 


president of Purolator Products 
(Canada), Ltd. 

Richardson, a native of New 
Brunswick, Can- 
ada, has 40 years’ 
experience in the 
filtration equi p- 
ment field. Fol- 
lowing service in 
World War I, he 
was associated 
with Imperial Oil, 
McColl-Frontenac 
and General Mo- 
tors. 

He served as a 
major in the Roy- 
al Canadian Engineers in World 
War Il and formed Purolator’s 
Canada company at Toronto in 1944. 

= + = 


Dayton Takes on Sapp 


As Western Region Chief 


J. A. Sapp has been appointed 
western regional manager for 
Dayton Rubber Co.’s replacement 
and original equipment tire sales. 

Formerly a district tire sales 
manager for an Akron Company, 
Sapp will establish headquarters 
in Los Angeles and work with 
Dayton tire distributors and deal- 
ers in 11 states. 

= > > 


Kaiser Aluminum Appoints 


Detroit Office Manager 

Vincent E. Flaherty, a veteran of 
23 years in the metals industry, has 
. been appointed 
automotive indus- 
try manager for 
Kaiser Aluminum 
& Chemical Sales, 
Inc. 

In his new posi- 
tion, Flaherty will 
be located in 
Detroit and will 
coordinate the 
company’s sales, 
research and 
product develop- 

in the automotive 





L. A. Richardson 


ment activities 


field. Flaherty joined Kaiser Alumi- | 


num in 1947 as assistant chief 
metallurgist at the Trentwood roll- 
ing mill at Spokane, Wash. 


* * > 


Elect 3 Auto Controllers 
Lynn A. Thompson, comptroller, 
and thomas S. Lawton, assistant 
comptroller, both of Chrysler 
Corp. and S. M. Vass, controller, 
M-E-L division, have been elected 
to membership in the Controllers 
Institute of America. 
> > > 


CCC Promotes Warford 
To L. A. Division Boss 


Commercial Credit has promoted 
G. K. Warford to divisional sales 
manager for the Los Angeles terri- 
tory division. 

Warford joined this installment 
sales finance organization in 1931. 
In 1952 he was made divisional 
manager of the San Francisco di- 
vision and in 1957, special factory 
contact representative in Los 


Angeles. 
* > > 


Kenealy Joins Huck 


As Auto Representative 


Appointment of John E. Kenealy 
as engineering representative cover- 
ing the automotive industry in the 
Detroit area has been announced 
by Huck Mfg. Co., Detroit manu- 
facturer of fasteners and related 
installation equipment. 

Prior to joining Huck, Kenealy 
had his own business as a manu- 
facturer’s agent specializing in 
basic components for the automo- 
tive industry. 


General Tire Ups Hurley 
To Plastics Styling Chief 

Appointment of Robert H. Hurley 
as the newly created manager of 
central styling and design for 
General Tire & Rubber Co.’s 
Plastics division has been an- 
Nounced by J. E. Powers, plastics 
vice-president. 

Central styling is responsible for 
the design of all vinyl products 
Produced by the Bolta, Textileather, 
Jeannette and Respro divisions. 
Offices and design studios will be 





| 


| design manager. Wallis E. Stuart} 





the Bolta plant at 


Hurley was assistant to the di- 
rector of the Institute of Con- 
temporary Art, Boston, before 
joining Bolta in 1953 as product| 





Ill, formerly designer for the Jean-| 
nette division, has been appointed | 
chief designer for central styling. 


| 


+ * * 


GM Official Retires 
| Park. 


W. J. Smith, comptroller of the 
Buick-Oldsmobile-Pontiac Assembly 
plant in Atlanta, has retired after| 


wheel assemblies to the mobile 
homes market. 

Landis R. Fields, jr.. was named 
eastern region field representative 
for original equipment sales, suc- 
ceeding Bowersox. 

* * * 


Commercial Credit Names 


Three Branch Managers 

The appointment of three branch 
office managers has been announced 
by Commercial Credit Corp., Balti- | 
more. They are: 

S. R. Shephard in Paterson, N. J.; 
James B. McGrath in Greensboro, 
N. C. and E. R. Eisele in Asbury 
Park, N. J. R. C. Fleming was 
made assistant manager in Asbury 


+ > * 


Ford Service Executive 


30 years with General Motors. He! Retires After 26 Years 


joined GM in 1928 as general ac- 
countant in Detroit. 
* « * 


Trailer Sales Changes 
Made by Goodyear 


In organizational changes involv- 
ing the metal products division of 
Goodyear, Robert O. Bowersox has 
been appointed field representative 
in charge of the sales of rim and 





Tom H. Warren, service depart- 
ment manager for the Ford Des 


Moines district sales office, has 
retired after 26 years’ service with 
Ford Motor Co. 


Warren joined the company in 
1932 as shop foreman in the old 
Des Moines Ford assembly plant. 
Two years later he was named 
Lincoln Des Moines service depart- 
ment manager and became Ford 


THESE NATIONAL ACCOUNTING MACHINES eliminate inaccurate, cumber- 
some, time-consuming columnar journals, thereoy making huge savings. 


“Our C@alional System 
saves us *3,300 a year... 


returns 55% annually on investment.” —Joplin Motor Sales, Inc., 


Joplin, Mo. 


“We recently placed our 
and bookkeeping work 


basis by installing a National Sys- 
tem especially designed for Automo- 
bile Dealers,” writes Mr. Phillips, 
owner of Joplin Motor Sales, Inc. 
“As a result, we have made amazing 
savings in time and money. 
“Previously our monthly records 


distribution 
on a daily 


were not completed until well into 
the next month. With our new Na- 


tional Bookkeeping System, they are 


complete on the fourth 


month at the very latest. This out- 
standing efficiency extends to all 


day of the 


phases of our record-keeping work. 
And our Nationals are so simple to 
operate that training employees to 
use them is no problem at all. 

“By greatly increasing the econ- 
omy and efficiency of our operation, 
our National System saves us more 
than $3,300 a year, returns 55% 
annually on our investment.” 


C Me fiotiee 


owner, Joplin Motor Sales, Inc. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES @ HELPING BUSINESS SAVE MONEY 


service representative in 1936. Dur- 
ing World War II he was engine 
foreman at Ford Willow Run 
(Mich.) plant. He assumed his 
present position in 1946. 

* * o 


Mack Appoints Fouss 


Bus Sales Manager 


Harold R. Fouss has been ap- 
pointed sales manager of the bus 
division, Mack 
Trucks, Ine, 
Plainfield, N. J. 

Fouss will di- 
rect all bus sales 
activity in the 
United States and 
abroad. Active 
for many years 
in the bus indus- 





Mack's 
(Ohio) 


Sidney 


H. R. Fouss 


since its establishment in 1956. 
* * * 


Curtis Industries Promotes 


Klein, Walzer, Coleman 
Three executives have been pro- 
moted by Curtis Industries, Inc. 
They are: 
Louis Klein, from secretary- 
comptroller to treasurer and finance 


c. 
Joplin Motor Sales, Inc. 





try, Fouss has| 
been manager of | 


Division | 


vice-president; Samuel Walzer, cor- 
porate counsel, to secretary, and 
John Coleman, assistant comptroller 
to assistant secretary. 

* > ” 


Hamilton-Skotch Ups Orent 


Norman Orent has been named 
president of Hamilton-Skotch Corp. 
Herbert Piker moved from pres- 
ident to chairman, and Myron Piker 
was named executive vice-president. 

+” * o 


Standard Names Jackson 


Robert E. Jackson has been ap- 
pointed merchandising vice- 
president for Standard Mfg. Corp., 
Chicago. 


* * * 


Crawford Replaces McDougal 


Richard T. Crawford has been 
made acting manager of Ford’s 
|parts depot in Los Angeles. He 





succeeds E. D. McDougal, who has 

|been promoted to depot services 

department manager in Dearborn. 
> * > 


Bank Promotes Hansen 

J. William Hansen has been 
named head of the Southern Cali- 
fornia automobile dealer division 
for the Bank of America, Los 
Angeles. 





H. PHILLIPS, owner, 


MODERN, ATTRACTIVE EXTERIOR of 
Joplin. Motor Sales, Inc., Joplin, Mo. 


Your business, too, can benefit from the 
time- and money-saving features of a 
National System. Nationals pay for 
themselves quickly through savings, 
then continue to return a regular yearly 
profit. Nationaj’s world-wide service 
organization will protect this 
Ask us about the National 

nance Plan. (See the yellow 

pages of your phone book.) 
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THE HOUSTON POST 
SETS NEW 
CIRCULATION RECORD 


Weekday Sunday 


Circulation Average ........... 216,209 225,374 


(For six-month period 
ending March 3!, 1958)* 





One Year Gain ..................... 12,466 11,209 
(From March 31, 1957) 
Five Year Gain .................. 31,748 24,054 


(From March 31, 1953) 

Another all-time high record in weekday 
and Sunday circulation has been set by The 
Houston Post—Texas' largest morning news- 
paper. The Post's growth is no accident. Some 
65 awards for journalistic excellence explain 
why Time Magazine (Feb 21) called The Post 
“the Southwest's most readable daily." Ad- 
vertisers have found that the growing Post 
audience makes any selling campaign more 
effective, more productive. 

W. P. Hobby. Oveta Culp Hobby 


Chairman of the Board President 
*A.B.C. 3-31-58 





you need 


THE HOUSTON POST 


ihe) 


cover the Houston market 





Represented Nationally by MOLONEY, REGAN & SCHMITT 
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KAR-SHOW 
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“Increased Sales 25% 
- - » Cut Maintenance 
Costs 66%," says 


C. E. PITTS 
NIADA President 


and owner of the C. E. Pitts Motor Co., 
Montgomery, Ala., who has a 44-unit Kar- 
Show. “We only have to clean cars weekly 
now, instead of three times a week before 
putting them under our Kar-Show. Since in- 
stalling this open-air showroom our sales 
have increased 25% and we contribute most 
of this to our Kar-Show.” 


design. 


wire— 












By Martin Whitmyer 
Staff Writer 

J. Raymond Bell, former public 
relations executive for Columbia 
Pictures Corp., has been elected 
president of Allied Public Relations, 
Inc. He succeeds C. L. Summers, 
who will remain in a consulting 
capacity. 

Bell was with Columbia Pictures 
for 10 years before he resigned to 
assume his new post. Columbia will 
join Allied’s roster of clients. 


Bell has had more than 25 years 
of experience in the public relations 


| field. He also has been a newspaper- 


|man, attorney, airline public rela- 
|tions director and advertising 
| agency officer. 


| Ford Lauds Salesmen 


Ford Motor Co. in its institutional 
campaign in Automotive News will 


pay tribute to the salesmen of| 


| America in four center-spread ad- 
| vertisements, beginning today (Sept. 
8). 

The Ford campaign, one of the 
largest in the history of trade 
media, began in October, 1956, and 
|has run nearly 100 consecutive 
|weeks to date with a completely 


|new message every week. 
> = = 


_Ad Bureau Lists Papers 


The roster of members of the 
Bureau of Advertising, American 
Newspaper Publishers Assn., the 
newspapers which, the bureau said, 
“together represent the powerhouse 
of our new total selling program,” 
has been released by the organiza- 
tion. Listing almost 1,100 members, 
the roster also describes the pur- 
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Pays For Itself 


In Increased Sales, 
Lower Upkeep Costs 


Case histories of dealers throughout the 
country prove that Kar-Show will defin- 
itely increase the sale of used and new 
cars—by increasing lot traffic, by provid- 
ing an attractive, covered showcase for 
cars, and making it possible to operate 
regardless of the weather! 

Facts prove that Kar-Show will cut in 
half the cost of keeping cars clean. Based 
on NADA figures, this means a savings 
of 30 to 35 cents a day per car. Yet the 
average installed cost of a Kar-Show is 
only 32c a day per car for just two years! 

All-steel bolted construction, easily and 
quickly assembled without special tools. 
Built to last a lifetime. Beautiful, modern 


Get full facts, prices, and information 
on low-cost financing. Write, call, or 


Steel Builders, Inc. Box 5157, Columbus, Ga.—FA -4-2452 


or any of these distributors 
FABRICATED METAL PRODUCTS CO. 
Louisville, Ky. TW 6-1840 


STEEL BUILDERS SOUTHWEST DIV. 
Dalias, Texas EM 8-1831 


ATLANTIC STEEL CO. 
Atlante, Ga. TR 5-3441 


EASTERN STEEL 
Westfield, N. J. AD 3-5607 


‘NORTH CENTRAL STEEL BUILDERS 


Sioux Falls, S. D. 8-2331 


WEST COAST STEEL BUILDERS 
San Francisco, Cal. OR 3-1517 
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Auto Advertising 





poses and the activities of the or- 
ganization as the promotional arm 
of the newspaper industry. 

* 


+ + 
AP Parts Aids Campaign 
Specially prepared newspaper and 
radio advertising program plans are 
being offered to dealers and whole- 
salers of AP mufflers and pipes. 





According to H. C. Stivers, AP 
| Parts Corp. sales manager, the 
| plans were developed in answer to 
|the growing trend of wholesalers 
jand dealers doing more local ad- 





vertising of mufflers. 
= > » 
| New Concept for ‘Voice’ Show | 
A new concept of music pro- 
gramming will mark the “Voice 
of Firestone” when it returns to 
the air on the ABC Television 
Network, Monday, Sept. 8. 
Each program in the 39-week 
series of “half-hour spectaculars” 
will be devoted exclusively to one 
field of music: classical, semi- 
classical or popular. Outstanding 
artists in each field have been 
selected to carry the theme of 
each show. 
> = = 


Commercial Solvents Program 


Commercial Solvents Corp., on- 
behalf of its “Peak” and “Nor’way” 
anti-freezes, will present top com- 
edy stars in a major advertising 
campaign this fall on the NBC 
Radio Network. 

Spanning six weekends in Sep- 
tember and October, Commer- 
cial Solvents will sponsor 150 sep- 
arate five-minute comedy acts on 
NBC Radio's “Monitor” program, 
30 “Monitor” sports features and 
66 other announcements, for a total 
of 246 radio participations. 

> ° > 


Ad Lineage on Upswing 
Sports Cars Illustrated maga- 
zine’s advertising lineage through 
the August issue increased 438 
percent the first eight months of 
1957, is was reported by Arne 
Gittleman, advertising manager. 
The increase represents a gain of 
60 pages of advertising. 
Circulation for the first siz 
| months of 1958 as submitted to 
the ABC is 144,547 as opposed to 
115872 for the same period in 
1957. 


> = > 


Tidewater Radio Campaign 


Tidewater Oil Co. has scheduled 
| 20,000 radio commercial announce- 
|}ments on its highest-octane regular 
and premium grade Flying A gas- 
olines. 

The commercials will be heard 
over 62 radio stations throughout 
Tidewater’s 13-state eastern mar- 
keting area until Sept. 21. 

The radio ads will stress that 
highest-octane Flying A gasolines 
are best for hot-weather driving, 
and will include interviews with 
Dr. Arthur Lewis, Tidewater’s head 
of research at its new Delaware 
Refinery. 


National Carbon Campaign 


A nationwide public relations ef- 
| fort promoting auto service will be | 
launched next month by National 
Carbon Co., a division of Union| 
Carbide Corp., to persuade motor- | 
ists to have their cars winterized | 
early and to make certain cars re- 
ceive complete bumper to bumper 
cold weather protection. 

Newspapers, radio and television 
will tell the story from Labor Day 
to Thanksgiving. 

> - 


Data on Radio Spots 


“Local Radio Programming,” a 
comprehensive report of successful 
programming and its underlying 
principles, has been prepared and 
published by John Blair & Co.,, 
radio representative. 

Printed in book form, the 7,000- 
word report covers stations of all 
types, both network and independ- 
ent. The report covers program- 
ming activities of 476 stations, in- 
cluding 40 stations Blair represents 
and the competing stations in those 
markets. 








* * * 
S-P Retains D’ Arcy 


Harold E. Churchill, Studebaker- 
Packard Corp. president, announced 


—_—., 


the company has retained D’Arcy 
Advertising Co. to handle aj 
corporation advertising, including 
Mercedes-Benz. 

S. A. Skillman, general sales man. 
ager, said J. W. Orr, S-P merchan- 
dising manager, would work with 
the agency in developing the adver. 
tising campaign for the new smal] 
car. D’Arcy will open an office in 


| South Bend, Skillman said. 


The agency team serving the ac. 
count will be headed by Robert M. 
Ganger, chairman, and Frank © 
Weber, vice president. 

= * = 


Geyer Elects 2 to Board 


Geyer Advertising, Inc., New 
York, has announced the election of 
Daniel A. Packard and Ray J, 
Mauer to the board of directors. 


Mauer, assistant creative director 


|and a vice-president, joined Geyer 


in 1955 as director of television and 
radio, while Packard joined the 


jagency in February of this year 


as a vice-president and marketing 


|director, headquartering in the 


agency’s Detroit office. 
* * + 


|Names 


W. J. Murphy has been named 
Southern California representative 
of Standard Oil Co. of California 
public relations department, suc- 
ceeding H. H. Roberts, who retired. 
Murphy joined Standard in 1937 
in the Los Angeles office and was 
named staff asistant to Roberts in 
1940. He subsequently served as 
field representative covering var- 
ious parts of southern California. 

= * aa 


Blackhawk Mfg. Co., Milwaukee, 
has appointed Robert M. Tetzlaff 
to the newly-created post of sales 
promotion manager. He formerly 
was advertising manager at Kiek- 
haefer Corp., Fond du Lac, Wis. 


> * * 


Francis J. Kaus has been elected 
vice-president of marketing activ- 
ities for American Weekly and 
Puck, the Comic Weekly. In other 
appointments for the American 
Weekly, Morten M. Lenrow be- 
comes research director; Herman 
M. Sturm, marketing director; Gil- 
bert Victor, sales promotion man- 
ager, and Joseph H. Salisbury, as- 
sistant research director. For 
Puck, Nicholas Zill, becomes re- 
search director, and Dan Carangi, 
art director. 

> > * 


Norman J. Traynor has joined 
the creative department of Ross 
Roy, Inc., Detroit. He formerly was 
associated with Brooke, Smith, 
French & Dorrance, Inc., Detroit. 

> > > 


Fred V. Davis, formerly manager 
of the Detroit sales office for 
Collier’s, has joined the Detroit ad- 
vertising sales staff of U. 8S. News 
& World Report. 


Geyer Advertising, Inc., has 
elected L. C. MacGlashan and 
Wright Nodine as vice-presidents. 
MacGlashan, who is account man- 
ager on the Automotive division of 
American Motors Corp., joined the 
Geyer agency in 1957, while Nodine 
has been with Geyer since 1952 and 
is an account manager on the 


| Boyle-Midway division of American 


Home Products Corp. and the 
Joseph Burnett division of Ameri- 
can Home Foods. 

> * * 


Charles W. Morris jr. has joined 
the Detroit sales staff of O'Mara & 
Ormsbee, Inc., newspaper repre- 
sentatives. Morris formerly was 
with Dow Chemical Co. 


* a * 


Boris Moroz, a copywriter in 
Foote, Cone & Belding’s Detroit 
office, has been named copy di- 
rector of the Detroit office of the 
agency. He replaces the late Robert 
J. Hakken. 


= * * 


Jacob A. Evans, sales promotion 
director of American Weekly, has 
been appointed associate editor of 
the magazine. Prior to joining the 
magazine in 1957, Evans was an 
account executive at McCann- 
Erickson, Inc., New York. 

+ * *~ 


Edward L. McDonald has joined 
the staff of Grant Advertising’s 
San Francisco office as account 
executive for the Dodge account in 
Northern California. McDonald for- 
merly was with Kaiser Aluminum & 
Chemical Corp. 











BLUE CORAL’S famous TWO-WAY finishing treatment for fine 
cars has been making a “sure-fire” hit with leading manu- 
facturers, progressive dealers and proud car owners for 
over twenty-five years! The BLUE CORAL liquid and the 


BLUE CORAL preservative sealer are a combination of pre- 


cious ingredients, designed to work together in bonding 


surface elements of a car’s finish, preserving its innate lustre 
and protecting it against extreme changes of climate, rain, 
snow and road film. If you aim to build a busy, prosperous 
car service department . . . if you’re setting your sights on 


repeat business . . . recommend periodic BLUE CORAL Ch, fevitiing teal (l 


TREATMENTS to your customers today! 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment 


feral: 


© 1954—H.D.T. COMPANY FACTORS, INC 


WHITE PLAINS, NEW YORK 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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to Date 
Prices of 'S7s added and "49s dropped in November, 1956, Prices of 58s added and '50s dropped in December, 1957. 
Figures alongside bars represent dollars. (Copyright, 1958, by Automotive News) 





Prices marked with an asterisk ae a? $345°. a (ps); Monterey sedan, $1,650°.| Prices are for sale of Aug. 26. Market 
: : : "51 2-dr.. $105. "56 Montclair sedan, $1,385* (ps); coupe,| red hot. All sharp cars brought top dollar. 
indicate a unit equipped with an CHRYSLER — '56 Windsor conv., $1,540* $1,310*; Monterey coupe, $1,215*;| Sold 488 units from 631 consignments. 
automatic transmission or over- (ps); sedan, $1,340°*. sedan, $1,175*, $1,130*; Custom sedan, | BUICK—’57 RM 4-dr., Riviera, $2,360* 
drive, and ; ‘ "55 Windsor sedan, $750°. $1,030*, $880*. (ps); Century station wagon, $2,290* 
, (ps) indicates Pony "52 Windsor sedan, $135*. "54 Monterey 2-dr., $410. (ps); 2-dr. Riviera, $2,080° (ps), $2,- 
steering. DeSOTO—'53 Firedome coupe, $430*. NASH—'56 Ambassador sedan, $1,130*. 025° (ps); 4-dr. Riviera, $1,825* ‘(ps); 
s _ . DODGE—’57 Custom (8) Royal sedan, $1,- | OLDSMOBILE—'57 (88) club coupe, $1,- Super Riviera, $2,000* (ps); Special 
DETROIT 960°; Coronet (8) sedan, £1,495°. 830°; «88) Super 2-dr., $1,730°. conv., $1,950° (ps); Riviera, $1,910* 
"56 Royal (8) 2-dr. Lancer, $1.275* (ps) "56 (88) Super coupe, $1,610* (ps); (88) (ps); 4-dr., $1,720* (ps), $1,575*; 2- 
Aptco Auto Auction. Sale every Wednes- ‘53 Meadowbrook sedan, $250; Coronet coupe, $1,.575*; conv., $1,560° (ps). dr., $1,565°. 
day. Prices are for sale of Aug. 27. sedan, $200°. "55 (98) sedan, $1,115*; (88) coupe, *56 Super Riviera, $1,510*° (ps), $1,350° 
BUICK—’57 Riviera station wagon, $2,-| EDSEL—'5S Pacer 2-dr., $1,980° (ps). $1,075* (ps) (ps); Century Riviera, $1,430° (ps); 
130°; Century sedan, $2,035* (ps), $1,-| FORD—'58 Thunderbird, $3,475*; Country "54 (88) Super sedan, $785*°; coupe, RM Riviera, $1,400* (ps); 4-dr., $1,- 
870° (ps); conv., $1,850°; Special 2- sedan, $2,355*; Fairlane (8) 500 sedan, $685°; (88) 2-dr., $640° 350° (ps), $1,310* (ps); conv., $1,300* 
dr., $1,725°. $2,235°; Custom 300 sedan, $1,610*, "53 (88) Holiday, $605*; sedan $145. (ps). 
"56 Special sedan, $1,175*. $1,285, $1,250. PLYMOUTH—'5S Suburban, $2,375°. ‘55 Special Riviera, $1,290*; Century 
‘65 Super sedan, $1,080°; Special sedan, ‘57 Ranch Wagon, $1,735*, $1,225; Fair- ‘ST Belvedere (8) coupe, $1,670° (ps); station wagon, $1,215*; sedan, $975° 
$1,035* (ps). lane (8) 500 Hardtop, $1,720°, $1,550°; sedan, $1,.490*:; Savoy sedan, $1,450*, (ps): RM 4-dr., $1,130° (ps). 
*S3 Special 2-dr., $425*, $420°. coupe, $1,650° (ps), $1.455*°: Fairlane $1,310°, $1,300*, $1,210°; Plaza sedan, "54 Super 4-dr., $790°; Riviera, $720*. 
CADILLAC — "57 sedan de Ville, $3,005*° sedan, $1,470", $1,340, $1,325; Custom $1,110°, $1,100 CADILLAC—’'58 (60) 4-dr., $5,005*° (ps); 
(ps). 300 sedan, $1.270°*. ‘55 Savoy sedan, $755, $645; station coupe de Ville, $4,330° (ps); coupe, 

H CHEVROLET—'5S Impala (8) sport coupe, ‘56 Thunderbird, $2,080°; Fairlane (8) wagon, $715; Belvedere sedan, $610 $4.245° (ps); 4-dr., $4,175* (ps). 

. $2,365*; Nomad station wagon, §$2,- Victoria, $1.165°. $1.140°. $1,130*; "54 Belvedere Suburban, $640; Plaza "57 (62) coupe de Ville, $3,535° (ps); 

1 625° (ps); Delray 2-dr., $1,655°. sedan, $1,.275*, $1,170*; custom 2-dr., sedan, $390. conv., $3,390° (ps); 4-dr., $3,190° 

"ST Bel Air coupe, $1,750° (ps), $1,745°*, $975*: Main 2-dr., $775 "53 Suburban, $410. (ps); coupe, $3.220* (ps), $3,100* (ps). 

i $1,650° (ps); conv., $1,680°, $1,625°, "55 Country sedan, $1,185*; Ranch| PONTIAC—'S7 Star Chief sedan, $1,855° "56 coupe de Ville, $2,790° (ps). 

H $1,540°; sedan, $1,610°; Nomad sta- Wagon, $715: Fairlane (8) Town (ps). "55 coupe de Ville, $2,160° (ps), $1,950° 
tion wagon, $2.625* (ps); Two-ten sta- Sedan, $940; Custom 2-dr., $745; Main "56 Star Chief sedan, $1,230° (ps); (ps); coupe, $1,990° (ps); conv., $1,- 
tion wagon, $1,725*; sedan, $1,500*, sedan, $590. Chieftain coupe, $1,040 505° (ps). 
$1,450; One-fifty sedan, $1,310. "51 sedan, $355. "55 Star Chief sedan, $940° (ps). "54 (60) 4-dr., $1,460° (ps); coupe, $1,- 

"56 Bei Air station wagon, $1,500*; conv.,| HUDSON—'53 2-dr.. $130. STUDEBAKER—'55 Commander sedan, 200° (ps). | 
$1,225*; sedan, $935; Two-ten station| IMPERIAL—'5S 2-dr., $3,775* (ps). $590°. "53 (62) 4-dr., $710°; conv., $700°. 
Wagon, $1,175*; sedan, $990. ‘S7 2-dr., $2.890°. CHICAGO CHEVROLET—'58 Impala (8) conv., $2,- 


‘SS Bel Air sedan. $945*, $750, $730°. MERCURY — ‘57 station wagon, $2,.280*: 350° (ps): Bel Air (8) 4-dr., Hardtop, 


"63 One-fifty station wagon, $410; Bel | Montclair 2-dr.. $1,800° (ps); coupe, Arena Auto Auction. Sale every Tuesday. $2.205*, $2,.140°; Bel Air (6) 4-dr., 








MASSACHUSETTS MISSOURI __NEW YORK 





$2,125*, $2,080*; Biscayne (8) 4-dr,, 
$2,090* (ps), $2, 040°; — wagon, 
$1,960*; Delray sedan, $1,6 

’57 Corvette, $2,635, $2,500; Sel “Air (8) 
Hardtop, $1,940* (ps), $1,810*, $1,800¢, 
$1,775*, $1,750*; conv., $1, 780* (ps), 
$1, 705*. $1,650, $1,490; Two-ten (8) 
station wagon, $1,860, $1,815; Hard. 
top, $1,450*; sedan, $1,425*, '$1, 400°, 
$1,340, $1,335*; Two-ten (6) Hardtop, 
$1,470; 2-dr., $1,395*; 4-dr., $1,340; 
One-fifty 2-dr., $1,225. 

*56 Bel Air (8) Hardtop, $1,465*, $1,. 
420*, $1,400*, $1,355*; conv., $1,375; 
4-dr., $1,330*%, $1,290*; 2-dr., $1,305* 
(ps). 

"55 station wagon, $1,280* (ps), $1,175; 
Bel Air (8) Hardtop, $1,100*, $1, 060° 
$1,035*; conv., $1,050*; Bel Air (6) 
conv., $1,000*. 

*54 Bel Air Hardtop, $890, $755*; cony., 
$750. 

‘53 Bel Air Hardtop, $590. 

| CHRYSLER—’57 ‘‘300’’ Hardtop, $2,770* 
(ps); Windsor 4-dr., $2,300* (ps); 
Saratoga 4-dr, Hardtop, $2,125* (ps), 

"56 NY St. Regis, $1,450* (ps); Windsor 
4-dr., $1,285* (ps). 

"55 NY Hardtop, $1,405* (ps). 

CONTINENTAL—’58 Mark III, $4,660¢ 
(ps). 

DeSOTO — '57 Firedome 4-dr., $2,005*; 
Firesweep Sportsman, $1,750*. 

55 Firedome Hardtop, $1,050*. 

DODGE—’57 Royal (8) Hardtop, $1,710*; 
Coronet (8) conv., $1,700* (ps); Hard- 
top, $1,635*, $1,300* (ps). 

’55 Coronet (8) conv., $985*; Hardtop, 


$900. 

FORD—’58 Thunderbird, $3,700* (ps), $3,- 
575* (ps), $3,550* (ps); Country sedan, 
$2,385* (ps), $2,375* (ps), $2,225¢ 
(ps), $2,150*; Fairlane (8) 500 Hard- 
top, $2,200* (ps), $2,015*; Ranch 
Wagon, $2,075*; Custom (8) 300 4. 
dr., $1,815*, $1,765. 

’57 Thunderbird, $2,825* (ps), $2,660*, 
$2,535* (ps); Retractable Hardtop, §$2,- 
250° (ps), $2,210*, $2,185* (ps); Fair- 
lane (8) 500 Hardtop, $1,875* (ps), 
$1,800* (ps), $1,790*, $1,630*; sedan, 
$1,490*, $1,425*, $1,390; Country sedan, 
$1,755*, $1,705*, $1,695°, $1,680*, $1,- 
645, $1,640* (ps); Ranch Wagon, $1,- 
500°; Custom (8) 4-dr., $1,450*; 2- 
dr., $1,330. 

’56 Thunderbird, $2,380* (ps), $2,210*%; 
Country sedan, $1,520* (ps); Parklane, 
$1.330*; Fairlane (8) 4-dr., $1,300° 
(ps); Custom (8) station wagon, $1,- 
250°. 

"55 Country Squire, $1,170*; Fairlane 
(8) Crown Victoria, $1,120* (ps), $1,- 
035° (ps), $1,020*; conv., $1,025*. 

"54 Crest (8) Victoria, $640; 4-dr., $520. 

HUDSON—’55 station wagon, $1,030. 

| LINCOLN —’58 Premiere 4-dr. Hardtop, 

$3,655* (ps); Capri Hardtop, $3,450* 

(ps). 

‘57 Premiere Hardtop, $3,045* (ps), $2,- 

| 800* (ps), $2.710* (ps). 

‘56 Premiere Hardtop, $1,965* (ps). 

"54 Capri Hardtop, $800* (ps). 


(Continued on Page 27, Col, 1) 





Rates: Listing (maximum: three lines of type) —$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display (minimum space, 1 inch on 1 
5-inches on 2 columns.) For Display Rates contact Want Ad Dept., Automotive News, Detroit 26, Michigan. 
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The East Coast's Leading ST. LOUIS AUTO NEW YORK CITY'S 


copdeengnpes AUCTION BARN, INC. | Ch£ydine Aulo A 
TANGLEWOOD | _ 2807 Easton Ave. _— 








sail St. Louis, Mo. 
“ACTION AT THIS A P 
Phone Franklin 1-3845 
Every Thursday — 1:00 P.M. 
Insured Checks % Insured Titles SALES EACH TUESDAY 
LENOXDALE, MASS. AND FRIDAY | 
Exit —_ = Mi. Of US-20 We Issue Our Checks and Insure Titles EXCLUSIVELY FOR AUTO DEALERS 
. — a : , oe Owned and Operated by You cre 100% sofe because all titles 
Tel. BILL McCRACKEN and and checks are insured. 





We WH Guy Vow esd Cus | GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


MICHIGAN NEW JERSEY  — | Tel. EVergreen 3-4800 





Lee 1240 % Pittsfield, HI 8-8145 ROY McMANAMA EVERY TUESDAY 12:30 P. M. | 


Auctioneers—David B. Spielman 
John W. Becker 


CROSSROADS OF THE EAST 


yivania 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just '. mile from Detroit City Limits 
MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 


r 


N-A-D-E 


er 


WEDNESDAY, 11 A.M. 


Dealer Auto Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average | 


All Titles and Checks Guaranteed 





NATIONAL AUTO NORTH CAROLINA 


DEALERS EXCHANGE RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles &| 
checks guaranteed. Mon. 10 A. M 





























va ‘OHIO o 
5 = 
RIVAS On M2i—One Half mile west of Grandville, LAFAYETTE—Syracuse Auto Auction, . ° 
Hy 4 (oa ites EVERY TUESDAY—CHECKS INSURED Center of Empire Staie. Check and| Automobile Auction 
At 11:30 A.M, Sharp—Dealers Only Title Protection. (Wed.). SPORTS ARENA 
aA Auctioneer: Col. W. E. “Bill” Nagy TOLEDO, OHIO 
SALE EVERY FRIDAY wears: Codi” Thruway Auto Auction, Inc. | Every TUESDAY 12:00 NOON 
Chenes ARdmere 64728 Rovte 188 Buffalo, New York 








CARS AT 12:30 P.M. 


EVERY TUESDAY 





orth- South- est insured Checks — Insured Titles MONTPELIER AUTO AUCTION CO. 
TRUCKS, SEPT. 19th, 1 A.M. N A East. N We Fast, Accurate Market ads MONTPELIER, OHIO 
end: Tales utomotive News Phone: HObart 4700 Al Clements, Owner Salo Every Monday, 12:30 PAL 
"meen ett, serfatne occa ty on ins | alansan a hhtuti itet “we naven ite 
2 miles. west of Rie. 41 of top Auto Auctions EVERY Hard surface runway - Unicom Radio. Auction| Your Good Will—Our Most Valuable Asset 
is only five minutes away. Cali us, we'll 
UNion 5-2361 Chicago line: REgent 1-6181 || WEEK. pick you ep. On U. S. Route 208A Phone 5-9535 

















MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 


%& Auction Checks Issued 
¥*& Titles Guaranteed 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5240! 





_ TENNESSEE 








JOHNSON AUTO 
AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 








WASHINGTON 





SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 


“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 








WISCONSIN 





MILWAUKEE 


AUTO AUCTION 
Phone: SOuth 1-118! 


4 miles south of city limits on 
U.S. Highway 41 


SALE EVERY WEDNESDAY 
Dual lane selling 
Checks and titles guaranteed and bonded. 


Dyer, Indiana's Round Man, George Lawson, 
wner. 


| 





me SR DOT 


a a a. ae. 










4-dr., 
/agon, 


ir (8) 


, 770° 
(ps); 
(ps), 
ndsor 


660° 


005%; 


110°; 
lard- 


dtop, 


$3,- 
dan, 
225¢ 
lard- 


sé 
60°, 


‘air- 
Ps), 
dan, 
dan, 
$1,- 
$1,- 


10*; 
ane, 
300° 
$1,- 


lane 
$1,- 


Lop, 
50* 


$2,- 


ne it cme ee ee ee time © 





AUTOMOTIVE NEWS, SEPTEMBER 8, 1958 





27 













Town Sedan, $1,090; Victoria, $1,105; 
Custom (8) 2-dr., $975, $895*. 














Fairlane (8) 500 conv., $1,775; Hard- 
top, $1,750* (ps); 2-dr., $1,550*; Cus- 








e e ’55 Fairlane (8) Victoria, $1,015; 4-dr., Model Breakdown tom 300 2-dr., $1,300*, $1,110*. 
Used-Car Auction Prices || 8." S"® =" of Auction Averages | s\*isii sash Maui? iar 
q (8) ctoria, t ’ . ps); 
54 Crest (8) 4-dr., $715*, $710*; 2-dr., 9 club sedan, $1,065*, '$1,025*, $875°*; 
$655* (ps); Custom (8) 4-dr., $730; Sept., 1958 Aug., July, Town sedan, $885*. 
oo ot. $730* (ps). Model To Date 1958 1958 ’55 Custom 4-dr., $760*; 2-dr., $775*, 
" Crest (8) Victoria, $565; conv.,/ 1958.............. $685; station wagon, $750; Main (8) 
(Continued from Page 26) $340*; Custom (8) 4-dr., $505, $495, soe eee i oe 2-dr., $550. . : 
$435, $405; 2-dr., $585, $425* (ps),) soo. - 5 r LINCOLN—'53 Capri 2-dr., $525* (ps) 
MERCURY—’57 Monterey Hardtop, $1,955* 455*; sedan, $1,685. $370. BIB. .cceeece cove 1,174 1,172 1,172 " $500; 4-dr., $425; Cosmopolitan 4-dr., 
(pe), $1,765; 4-dr., $1,790* (ps), $1,- eae? station wagon, $1,665*; sedan, * Crest (8) Victoria, $360; Custom (8)/ 1956.............. 877 917 909 $430*, $420. . - 
55°. ‘ , -dr., $280; Custom (6) 4-dr., $325*. ao sat 
56 Montclair Hardtop, $1,340* (ps);| 55 station wagon, $880. HUDSON—’55 ‘Hornet 4-dr., $590*, serves BBR 571 566 | MEROURY—'57 Monterey conv., $1,875. 
Custom Hardtop, $1,360; Monterey| STUDEBAKER—’57 Silver Hawk Hardtop,| MERCURY—’55 Montclair conv., $755;| 1958.............. 366 354 372 56 Monterey Hardtop, $1,275* (ps); 
Hardtop, $1,045°. Sees et $1,660*. Monterey 2-dr., $990* (ps), $905; 4-dr.,| 1952 258 232 261 ‘65 Meaterey’ 3 on eet nae oe. 
’55 Monterey ar op, ; 4-dr., RS eee Se a ee es” Re ~ar., ; &-cr., . 
$865*; Montclair 4-dr., $875*. DANVILLE. VA ’53 Custom sedan, $330*; Monterey conv., 1951.............. 190 182 182 *54 Monterey Hardtop, $675* (ps). 
Nomina var (4) otidey, 92,300°| _D cam a crouonme— oo, 6 ae ssi conv., $100. 
OLDSMO c_—’ (98) oliday, 3 anville Auto Auction, Sale every; OLDSMOB "54 (88) 2-dr., $955*; 4- NASH—’51 conv., $100. 
(ps), $2,300* (ps); 4-dr., $2,250* (ps); | Thursday, Prices are for sale of Aug. 28. dr., $885. Average § oa Fe OLDSMOBILE a (88) Super 4-dr., $2,- 
(88) Super Holiday, $2,205* (ps), $2,-| Demand growing week by week. Good "53 (88) 2-dr.. $365, $360°. 800° (ps); 2-dr $2 710° ( ) e . 
080*, $2,070%; (88) Holiday, $2,070*| clean cars almost becoming extinct. 52 (88) 2-dr., $255. '54 Special 2-dr., $525 56 (88) Holiday, $1,340* oaty 
(ps); 4-dr., $1,980*. BUICK—’55 Special 2-dr., $1,120*; Cen-| PACKARD—’53 Clipper 2-dr., $320*. "53 aooenns conv $450° (ps); Super 2- ’55 (88) 2-dr 41 140°: 4-dr. $960*; (98) 
'56 (98) Holiday, $1,685° (ps), $1,540*; tury 2-dr., $1,130*;- Super 2-dr., §1,-| PLYMOUTH—'S6 Chieftain 4-dr... $1,135°. ar, $405 * a 4-dr., $1,040° ips). : 
(88) Super Holiday, $1,665* (ps), $1,- 130* (ps). 55 Savoy (6) 4-dr., $655, $550*. ’ =, : , 26 4 ne. *- 
630*, $1,570*; conv., $1,595* ‘(ps);| 54 Special 4-dr., $730°. ‘54 (6) station wagon, $545. a ‘oc miewe-.mmvmm 
(88) Holiday, $1,560 (ps), $1,520*| °53 Special 2-dr., $470*, $395* (ps), 152 (8) 4-dr., $255. CADILLAC—'56 (62) conv., $2,580* (ps). +» GEO, GOON", Fare" 
(ps), $1,505°. CHEVROLET—'58 Impala (8) 2-dr., $2,-| PONTIAC—’55 Chieftain 4-dr., $980. ’55 coupe de Ville, $1,990° (ps). PACKARD—~"'53 4-dr., $205°. 
55 (88) Super Holiday, $1,345* (ps); 490*; Bel Air (8) 2-dr., $1,795*. 53 Chieftain conv., $355; 4-dr., $320*;| CHEVROLET—’57 Bel Air (8) Hardtop,| PLYMOUTH —'58 Belvedere (8) Hardtop, 
4-dr., $1,190*; (98) Holiday, $1,325*;| °57 Bel Air (8) 2-dr., $1,465*; 4-dr., 2-dr.. $370. $1,710, $1,685, $1,590, $1,300°; Two-| __ $2,100*. 
(88) ‘Holiday, $1,315* (ps). $1,405*, $1,390; Two-ten (6) 4-dr., $1,-| "52 Chieftain 2-dr., $335*, $280, $255*; ten 2-dr., $1,265, $1,180, $1,170. "57 Belvedere 4-dr., $1,555*, $1,325°. 
54 (98) Holiday, $950* (ps); 4-dr., 105; Two-ten (8) 4-dr., $1,270,’ $1,- 4-dr., $150. 56 Two-ten 4-dr, station wagon, $1,350*; 55 Belvedere 2-dr., $730; Savoy 4-dr., 
$900* (ps). 175. RAMBLER—’55 (6) 2-dr., $910. 4-dr., $1,000*; Bel Air (8) Hardtop,| ,_ $680*. 
pLYMOUTH—’57 Fury Hardtop, $1,855*; ’56 Bel Air (8) 2-dr., $1,375*. STUDEBAKER—’52 Champion 4-dr., $130. $1,100*; conv., $1,015. 54 Belvedere 2-dr., $425; Plaza 2-dr., 
Belvedere (8) Hardtop, $1,670* (ps);| °55 Bel Air (8) 2-dr., $1,005*; 4-dr., 55 Bel Air (8) Hardtop, $1,065*; sedan,| ,_ $360; Savoy 2-dr., $330. 
4-dr., $1,580* (ps), $1,575*; Savoy (6) | $900; Two-ten (6) 4-dr., $875. DETROIT $860, $820, $640; Two-ten 2-dr., $500*. 53 Belvedere 2-dr., $450°. 
Hardtop, $1,380*%; 4-dr., $1,305*, $1,- 54 Bel Air (6) 2-dr., $655. ™ 54 Bel Air 2-dr., $615*; 4-dr., $600*;| PONTIAC—’S7 Star Chief 4-dr., $1,830°. 
265*; Plaza 2-dr., $1,105; 4-dr., $1,- ’53 Two-ten (6) 2-dr., $475*%, $445*. Motor City Auto Auction, Sale every Two-ten 4-dr., $485; 2-dr., $375, $330. ’55 Chieftain 2-dr., $1,010°. 
095°. "52 (6) sedan, $465, $450, $375, $290,| Monday. Prices are for sale of Aug. 25.| CHRYSLER—’55 Windsor 2-dr., $1,000*. 54 Chieftain Catalina, $765*; sedan, 
'56 Belvedere (8) conv., $2,300* (ps); $220, $215*. Market still steady, Sharp cars at a ’B3 NY 2-dr., $415*. $615°, $410°; Star Chief 4-dr., $570* 
Belvedere (8) 4-dr., $1,165* (ps);| CHRYSLER—’55 Windsor 4-dr., $965*. premium. Sold 148 units from 207 con- | DeSOTO—'54 Firedome 2-dr., $490*. ’ (ps). 
Savoy (6) 4-dr., $930. DODGE—’55 Royal (8) 4-dr., $715*, signments. 53 Firedome 2-dr., $310*. ‘54 Star Chief Catalina, $725. 
55 Belvedere (8) 2-dr., $750*. ’53 Coronet (6) 4-dr., $345*, $320;| BUICK—’58 Special 4-dr., $2,450°. DODGE—’56 Coronet Lancer, $1,120°. 53 2-dr., $365. 
PONTIAC—’57 Chieftain 4-dr, station Meadowbrook (6) 4-dr., $290. '56 Special 2-dr. Riviera, $1,255*, $1,-| °55 Coronet Lancer, $935*. STUDEBAKER—'56 Commander 2-dr., $1,- 
wagon, $2,085*; Catalina, $1,855*, $1,-| FORD—’57 Fairlane (8) 500 2-dr., $1,605*; 215°. ’53 Coronet 4-dr., $245, $225; coupe,| ,_ 130°. 
650°; Star Chief Catalina, $1,975* (ps). Custom (8) 2-dr., $1,195. ’55 Century 2-dr. Riviera, $1,135*, $1,- $265. 55 Commander 4-dr., $660°. 
56 Star Chief Catalina, $1,465*, $1,390*; ’56 Fairlane (8) 2-dr., $1,220*%, $855; 125*; Super 4-dr., $850*, FORD—’57 4-dr. Ranch Wagon, $1,800*; (Continued on Page 38, Col. 1) 


4-dr., $1,300*; Chieftain 4-dr., $1,250*. | 
°65 Chieftain 2-dr., $1,100*, $1,050* (ps); 
Star Chief Catalina, $1,025*; station 
wagon, $985*. 
54 Star Chief Catalina, $735°*. 
RAMBLER—’58 4-dr. station wagon, $2,- 








S-P Announces 
Signing of 40 
New Dealerships 


SOUTH BEND. — Studebaker- 
Packard signed 40 new S-P dealer- 
ships. They are: 

Larry Wright Motors, Monrovia, 
Calif.; Chief Pontiac Co. Pine} 
Bluff, Ark.; Nyack Studebaker and 
Packard, Inc., Nyack, N. Y.; Mit- 
chell Motor Co., Chanute, Kans.; 
Fisher’s Auto Sales, Cortland, N. Y.; 
Kelley Pontiac-Studebaker Co., Mc- 
Alester, Okla.; Willard H. Johnson, 
Belding, Mich.; Blackburn Motor 
Co., Inc., Vicksburg, Miss.; Frank’s 
Sales & Service, Marshfield, Wis.; 
Murphy Pontiac-Cadillac, Prophets- 
town, Ill.; George Ruff Buick Co., 
Tupelo, Miss.; Bishop Motors, Inc., 
New Washington, O. 

Forstrom’s One Stop Co., Inc., 
Fairmont, Minn.; Motor Inn Ga- 
rage, Tellamook, Ore.; Auto Engi- 
neering, Inc., Lexington, Mass.; 
Walton Motor Co., San Carlos, | 
Calif.; Loder Bros. Co., Salem, Ore.; 
Cleveland Motor Co., Montpelier, 
Id.; Tony’s Garage, Scobey, Mont.; 
Al Hansen, Inc., Lansing, Mich.; 
Perry Motors, Lexington, Ky.; Fed- 
eral Motors, Inc., Baltimore; Horst 
Zimmerman Motors, Davenport, Ia.; 
Deitz & Meekins, Inc., Edgartown, 
Mass.; Vissing Buick, Inc., Jeffer- 
sonville, Ind. 

Rush Pontiac, Inc., Talladega, 
Ala.; Central Utah Motor Co., Inc.,| 
Provo, Utah; Tappan Motors, Inc.,| 
North Tarrytown, N. Y.; Mauro} 
Motors, Inc., Morrisville, Pa.; More- 
head Buick Co., Jefferson, Ia.;) 
Monfort Motor Sales, Inc., Shelby- 
ville, Ind.; Alexander Edsel Sales, | 
Inc., Jackson, Tenn.; Niggles Pon- 
tiac, Mt. Vernon, O.; Kirkland 
Motor Co., Winterset, Ia.; East 
Main Motors, Inc., Geneva, O.; Pa- 
petti Motor Sales, Whitinsville, 
Mass.; Greco’s Auto Sales & Serv- 
ice, Gary, Ind.; Quinn Connelley 
Pontiac, Inc., Lubbock, Tex.; Dean 
Wible Motor Co., 228 Harbor St., 
Conneaut, O.; O. B. Davey, Co., 
San Diego, Calif. 


C.I. T. to Acquire 


Insurance Firm 


NEW YORK.—C. I. T. Financial 
Corp. has reached an agreement 
to purchase for $14,500,000 in cash 
all of the stock of the North 
American Accident Insurance Co. 
of Chicago, it is announced by 
Arthur O. Dietz, president of 
CLT. 

North American is a 72-year-old 
Company with admitted assets of 
about $40,000,000. It has approxi- 
mately $150,000,000 of life insurance 
in force, and its writings of health 
and accident insurance are very 
substantial. 

“North American is admitted to 
do business in all states,” Dietz 
Said. “We plan an aggressive de- 
velopment of the company’s busi- 
hess, in the life, health and acci- 
dent insurance fields.” 











ve, MAKE CAR SALES 


NET MORE 


PROFIT 





Once you lick overhead, new and used car 
profits pretty well take care of themselves. 
Pennzoil’s program builds profitable service 
traffic that absorbs overhead by developing 
regular customers who will come back to you 
for all their car maintenance. 

It keeps all phases of your service operation 
busy, increases the number of repair orders and 
the number of items per R. O. The extra profits 
you realize put you in a better position to trade 
—to make money on car sales. 

This program works two ways to increase 
service profits. First, it provides motor oils and 


NOW ! TOP-GRADE 
MOTOR OILS FOR 
EVERY SERVICE 
AND PRICE CLASS! 


Name. 
Firm. 


Address. 


lubricants that support your good service by 
keeping cars in top condition and keeping 
customers satisfied. 

Second, it gives you a customer relations 
system that makes customers want to come in 
for the services they need when they’re needed. 
This is the exclusive Pennzoil Kontax System® 
—4 to 1 favorite over any other with car dealers 
coast to coast—the most painless way yet de- 
veloped to get customers to ask for all the 
services they need. 

Your Pennzoil Distributor has the proof. Call 
him, or mail the coupon now. 


Sales Manager, Kontax System ——— | 
Pennzoil, Oil City, Pa. oS 


Let's see you prove the claims you make for your program. 


Name of system | use now ~ - 


Title. 





City. 


—__Zone. Se 

















ee / A LETTER OF THANKS TO 






Some people seem to think that there aren’t any good 
salesmen left in America. Not us! We know there are, 
and what’s more, we know where to find them— many are 
>< working with our dealers.(*) To them and to all the 
oX< others (may their tribe increase! ), we dedicate this mes- 
>< sage of appreciation. 





People said, ‘“They’re a noisy contraption and they frighten the horses.”’ 


But you sold them. 


As of this morning, 137,990,279 automobiles. And over 52,000,000 
are still running on the American Road today. 





People said, ““The gas odor will spoil the food for sure —besides, the 
iceman comes every day now.” 


But you sold them. 


As of this morning, 66,450,860 mechanical refrigerators. And 94% 
of all American homes now enjoy them, worry-free. 


You’ve sold the New Look, power mowers, frozen soup, portable 
TV, air conditioning, the chemise, bug bombs, ball-point pens and liquid 
detergents. 





People weren’t waiting for the stores to open so they could buy 
these new products. Most times they didn’t even know what the product 
did till you told them. 


Then they resisted at every step . . . said it wouldn’t work, couldn’t 
last, cost too much, times are tough, come back later. 


But you sold them. 


You sold them the hard way —one by one. With conviction and 
enthusiasm, you converted people into customers. 


You turned skeptics into fans. 





You put the world on wheels and put the iceman out of work. 


> 
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You took the ancient art of salesmanship and made it whistle ‘‘Yan- 
kee Doodle.” 


What you say will always be music to our ears: “Fill ’er up?” .. . 


‘Just a small down payment”... “This looks very good on you”... 
‘“‘Here’s my card”... . ““You can take delivery tomorrow” .. . “Tell your 
friends” .. . ‘““Let me show you how it works.” 





Today our entire economy depends on you. It takes your alchemy 
of persuasion, persistence and product-sell to keep the people buying, 
the goods flowing, the plants producing. 


But now they say you’ve lost your touch. “Just a bunch of order- 
takers” ... “‘no hustle”... “‘no calls’ .. . “feet on the desk” . . . “too 
lazy to wait on the customers.” 


Well, we don’t believe this. Sure, there may be a few that don’t 
have the word. There always are. But the great American Salesman 
hasn’t disappeared like the passenger pigeon. 


The top-notch salesmen are still with us—eager, ambitious, aggres- 
sive, ready to help, demonstrate, talk features, overcome objections, 
praise the product and close the deal. 


They’re at work right now in every town in America. Of course, we 
need more of them. We always do, because there are more people to be 
* sold.* Our country has grown and prospered on salesmanship. 


And don’t forget: Selling is more than a career for today —it’s a 
vote of confidence in our future. It’s an opportunity that offers success 
and satisfaction beyond measure, though it calls for courage and plenty 
of honest sweat. 





We salute you—salesmen of America. We’re proud of your accom- 
plishments. We can’t get along without you. 


*There’s room for many more salesmen—good salesmen, that is. 
Have you recommended selling as a career to young men you know? 





FORD MOTOR COMPANY - THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD « THUNDERBIRD +« EDSEL « MERCURY «+ LINCOLN ¢ CONTINENTAL MARK Ill ¢ ENGLISH FORD LINE 
GERMAN FORD LINE « FORD TRUCKS +« TRACTORS + FARM IMPLEMENTS « INDUSTRIAL ENGINES 


FORD FAMILY OF FINE CARS CLEARINGHOUSE NO. 99 OF A SERIES 
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Capitalizing on a Crisis 

OB BARTH, INC. (Mercury), 

Syracuse, lost no time in cap- 
italizing on the Middle East crisis. 
In a newspaper ad captioned, “Tis 
Time To Talk Turkey,” there was 
a photo of George White, sales 
manager, pointing a warning finger 
at readers. 

This was the message: 

“After the shooting started in 
Korea, people rushed in to buy 
goods— particularly automobiles. 
Wholesale prices rose 12 percent in 
six months. Retail prices rose over 
12 percent in six months. Credit 
controls were put into effect by the 
Government. 

“Priority control was established 
for metals and other materials. Un- 
|employment fell from a peak of 





Dodge Dealer's Donation— 
i 

Burr ©. Smith, left, of Smith-Blesma Sales (Dodge-Plymouth), lonia, Mich., has | 4,800,000 to a low of 2,100,000. You 

given each of the city’s 16 ministers their choice of a new Dodge each year ot read the papers and have no con- 

practically no charge. As explained by Smith, “We take their present cor in trade | trol over what headlines may bring. 

on a new Dodge on the same basis as any other deal and each year thereafter we |But a word to the wise is suffici- 


will give them a new cor at the beginning of the new model year. They pay only ent. 
the Federal and State taxes.” | “Now is the time to buy at lowest 


How They're Pushing Sales .. . 


Dealer Ad Ideas 





| prices and longest credit terms in 


|recent years,” the ad concluded. 
| * « 


A Chariot for the Queen 


ODGE Dealer F. D. Sanford 

furnished a convertible for use 
| of the contestants when the Spring- 
| field. (Mass.) Junior Chamber of 
|Commerce sponsored its annual 
|\“Miss Springfield” contest. 


| * *¢ 


| Contest Spurs Ford Traffic 


N AN attempt to increase floor 

traffic, Ford dealers in New Or- 
leans gave away a Ford Six Custom 
300 Tudor and six weekly prizes 
worth $50 each during August. 

Through newspapers, radio, TV 
j}and handbills, the public was in- 
lvited to visit any Ford dealer, fill 
in an entry form and then drive a 
|\Ford Six test car or truck over a 
| prescribed route. 

The contestant who went the 
greatest distance on 1/10 of a gal- 
lon of gasoline was declared the 
winner. The 24 winners of weekly 





With Big Over-the-Highway Operators! 


These superior features make the difference: 

Lighter than any comparable tandem on the market... but a 
real heavyweight when it comes to service. Besides increased 
payloads you get long, trouble-free service and lower operating 
costs. Time-proved, Timken-Detroit Lightweight tandem features 
include: 

Driver Controlled Inter-Axle Differential. Torque is divided 
equally between axles, yet wheels of one axle can turn faster or 
slower than wheels of other axle. This means both axles are 
always doing equal amounts of work. Driving parts and tires last 
longer. 

“In-Line” Propeller Shaft Drive. With straight-through drive, bear- 
ing and gear life is greatly increased because universal joint work- 
ing angles are materially reduced. 

Torsion Flow Axle Shafts. More splines, plus greater root and 
body diameter, add extra strength. 

Hot Forged Rectangular-Shaped Axle Housings. Rectangular 
shape, combined with full strength corner sections, provides the 
greatest strength with minimum weight and size. Welded on bowl 
cover prevents leakage. 

Hypoid Gears. Larger pinions and greater tooth contact give 30% 
more torque capacity, top efficiency and long life . . . plus lower 
maintenance costs. 

Unmatched Parts Interchangeability. Most of the wearing parts— 
gears, bearings, shafts, differentials, brakes—are interchangeable 
with parts from Timken-Detroit standard single axles. Parts are 
readily available and less expensive. ‘ 


TIMKEN 
ae 































prizes competed for the grand 
prize, the 1958 Ford. 


Ba * * 





‘Squirm, You Dealers . . .” 


A ONE-TWO ad punch was 
landed by Kauffman Buick 
Co., Spokane, in commenting on 
the new price-sticker bill. 

The first part of the ad ran a: 
| @ duplication of a handwritter 
letter to Kauffman Buick, say- 

ing: 

“You have had it! Just read 
where the President signed the 
new ‘Monroney Bill; which will 
make you automobile dealers 
squirm. Now you got to put a 
label on your new cars giving the 
full background of the car’s price, 
freight costs, etc. No more pack- 
ing the prices! What do you say 
to that? Sneeringly, Doubt N. 
Thomas.” 

The following day, Kauffmann 
printed its “answer”: 

“Yes, we know of the Monroney 
bill which you heckled me about 
yesterday in the paper. As a mat- 
ter of fact, we are glad to see it! 
We've been in favor of this kind 
of legislation for a long time. 
‘Price packing, as it is called, has 
never been our practice and 
never will be. Our price will re- 
main the same.” 

The ad reproduced the letter on 
a Kauffman letterhead and was 
signed by Clayton D. Kauffman, 
president. 





| 
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His Deals Smell Good 


IN? ONE can say the deals don’t 
smell good at Berl Berry Dodge, 
Kansas City. Berry gave away 100 
atomizers of perfume with a sim- 
ilar number of appraisals. 

Davidson Bros. Motor Co., Kan- 
| sas City, Kans., offered three-year 
warranty with the final stock of '58 
Dodges and Plymouths. 

> > * 


Little Children Lead Them 


A PROMOTION that brought 
many children into the dealer- 
ship—along with their parents—was 
staged by Dameron Motors (DeSoto- 
Plymouth), Detroit. 

Owner Doug Dameron gave away 
a Firemite convertible, %-size De- 
Soto model car. Each prospect who 
took a demonstration ride in a 
DeSoto was given one chance on 
the gasoline-powered Firemite. The 


winner was selected in a drawing. 
> > . 


Clock Turned Back 


wes CITIES PLYMOUTH 
dealers have scheduled sev- 
eral followup ads in their “turn 
back the clock on prices” selling 
campaign. 

Promotion was launched July 30 
in the Minneapolis Tribune with 
a large color ad stressing the 
theme: “Years ahead 1958 Pilym- 
outh at less than 1953 prices!” 

All ads contain a listing of 
Twin Cities Plymouth dealers, 

a 


Salesman Sells 
Truck with Aid 
Of Convertible 


Harry O. Myers, truck salesman 
for Ernest Stanley Dodge, National 
City, Calif., sold a pickup by dem- 
onstrating a convertible. 

Myers said a farmer was shop- 
ping for a new truck to replace one 
which wasn’t working out on his 
tough land even though it was 
equipped with expensive nonskid 
tires. 

“I told him about our nonskid 
differential and he acted inter- 
ested,” Myers said, “but I was in a 
spot because I didn’t have a truck 
outfitted with that kind of differ- 
ential to demonstrate to him.” 

But the firm did have a conver- 
tible with a nonskid differential. So 
Myers used the convertible to prove 
that it would drive through the mud 
better with regular tires than the 
truck with special tires. 

The truck stalled three times, 
said Myers, while the convertible 
sailed through as though it were 
on a highway. 

“I sold the truck,” Myers added. 


Maggio Joins CARS 

FORT LAUDERDALE, Fia.—H. 
D. Maggio, H. D. Maggio, Inc. 
(Dodge-DeSoto-Plymouth), Chicago, 
has signed with CARS Rental Sys- 
tem, Inc. He will hold the exclusive 
Chrysler Corp. dealer CARS fran- 
chise in renting and leasing cars 
and trucks in Chicago. 













outdoor 

says everything 

D-X Boron has 
to sell! 
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MOTOR FUEL 





: ~~ *, 


“ * . ha ee tae — 
Geri (ra eau ) 4 ; Z ee Cpa 


) el 


Poster designed by Pottse-Woodbury, Inc. 


“Since 1925, Outdoor Advertising has been a mainstay 
of our ever increasing advertising program. We know 
Mr. Clarence EF Niessen, from experience that it is one of the most economical 
Adintsticinte end Delce Pormnntinn Maeane. ways to reach the masses. But the main reason we use 
St Miatnen 0th Coens ote: Outdoor is to reach people when they are most 
: receptive to our selling message...when they 
are in their cars ready to buy gasoline or oil.” 





8S out of 10 people remember OUTDOOR Advertising!" 


Standardized Outdoor Advertising, 24 and 30-sheet Posters —and Painted Bulletins. 





OUTDOOR ADVERTISING INCORPORATED | 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 


' 
60 EAST 42ND STREET, NEW YORK 17, NEW YORK - ATLANTA - BOSTON - CHICAGO - DALLAS - DETROIT - HOUSTON - LOS ANGELES - PHILADELPHIA - ST. LOUIS - SAN FRANCISCO - SEATTLE ~ 
*Urban Poster Readers —Starch Continuing Study of Outdoor Advertising 








What's New... 


In Parts and Accessory Distribution 


Micro-Lube Reports Sales 
Up 700 Percent in 6 Months 


DALLAS. — Micro-Lube Sales 
experienced a 700 percent increase 
in sales during the first six 
months of 1958 compared with 
the corresponding period in 1957, 
according to Jim Moriarty, gen- 
eral sales manager. 

In the six months, Moriarty 
continued, Micro-Lube also ex- 
panded its operation from five to 
15 states. Distribution in all states 
is the firm’s goal, he added. 

= + * 


Bowes Is Granted Patent 


On Tire-Repair Sections 
INDIANAPOLIS.—A patent has 
been issued to Bowes “Seal Fast” 
Corp. for its new nylon-cord rein- 
forced tubeless-tire repair sections, 





AUTOMOTIVE NEWS, SEPTEMBER 8, 1958 


| according to Charles E. Bowes, 


president. 

The tubeless-tire sections are 
round. Cord plies within the repair 
section are laid together in an X 
fashion (rather than a direct cross) 
to flex with the tire cord and give 
a perfect air seal, Bowes said. The 
small section measures 3% inches 
in diameter, the medium section 5 
inches, and the large section 6% 
inches. They can be used on both 
passenger cars and trucks, he said. 

aa * > 


Jobber Group, 17 Members 


Face Adverse FTC Ruling 
WASHINGTON. —A Federal 
Trade Commission hearing exam- 
iner has issued an order which 
would require Metropolitan Auto- 
motive Wholesalers Cooperative, 
Inc., 11.Park Place, New York, and 
its 17 jobber members to stop in- 





manufacturers for automotive 
parts. 

This is not a final decision of 
the Commission and may be ap- 
pealed, stayed, or docketed for re- 
view. Ruling on an FTC complaint 
brought on Dec. 20, 1949, Examiner | 


mans discriminatory prices from 





Earl J. Kolb found that the cooper- 
ative was “in reality a bookkeeping 
device” for the collection of rebates, | 
discounts, and allowances received 
| from sellers for purchases made by 
its jobber members. 

- * + 


Ballou & Wright Names Lee | 


| 

Sales Manager in Oregon 
PORTLAND, Ore.—E. P. Lee has | 
been promoted to sales manager of 
| the Oregon operation of Ballou & 
|\Wright, automotive wholesaling 
‘firm. He takes over duties handled 


since 1916 by Walter Finke, B & W 
vice-president. 

Richard J. Cada, manager of the 
firm’s Klamath Falls store, succeeds 
Lee as senior salesman and man- 
ager of the Klamath Falls territory. 
Cada is replaced by Rex Young. 

+ * + 


Jobbers View New Home 


Of S. & S. Sales in Nashville 
NASHVILLE.—S. & S. Sales Co., 


| which operates a warehouse auto- 
|mobile parts distribution business, 
|held open house for jobbers in 
| Middle Tennessee, Northern 


Ala- 
bama and Southern Kentucky in 
the firm’s new 12,000-square-foot 
office-warehouse at 1209 Laurel St. 

Owned by W. H, Sullivan and J. 
T. Smith, the company was for- 
merly at Broadway and Seven- 
teenth. 

* + * 


Coats Sales Force Briefed 


On Tire-Changer Advances 


FORT DODGE, Ia.—aA three-day 
sales meeting to bring sales repre- 
sentatives up to date on new engi- 
neering developments on present 
and future tire-changing equipment 
was held by Coats Co. 


James Semprini, general manager, 








If satisfied ee 
customers 
are yourfp 






.-- recommeénd this one 


SOCONY MOBIL OIL COMPAN 
MAGNOLIA PETROLEUM CO., GEN' 
















INC., and Affiliates: 
[iL PETROLEUM CORP. 





e Can double engine life . . 
sub-zero cold. 


of gasoline. 


forjevery new car! 


Mobiloil Special can help you make new 
car customers permanent customers. 

It’s the year-’round oil that’s right for all 
cars...a “must” for new cars! 


. inSammer heat, 


e In effect, increase the octane rating 


e Help control engine knock, pre-ignition 


ping, spark plug fouling. 
e Increase gas mileage, engine power. 


Outsells all other 
year-round oils by far! 








Another reason you're Miles Ahead with Mobil 





said 32 members of the sales or- 
ganization discussed new features 
of the company’s All-Star and 
Three-Star tire changers as well as 
other allied equipment, including 
manual and automatic truck-tire 
changers. 
* * 


NSPA Issues Calendar 


CHICAGO. — Wholesaler mem- 
bers of the National Standard 
Parts Assn. are receiving for 
the seventh consecutive year the 
“NSPA Wholesaler Key Line Cal- 
endar.” It is a promotional guide 
covering the 24 classes of automo- 
tive products which represent 70 
percent of a wholesaler’s total vol- 
ume. It helps the wholesaler plan 
his sales and advertising activities, 
starting with the opening of the 
fall selling season, The calendar 
runs through Aug. 31, 1959. 


= * + 
Dayton Rubber Establishes 


Detroit Office, Warehouse 


DAYTON, O.—Dayton Rubber Co. 
has established a Detroit district 
office and warehouse at 5505 Con- 
cord, Harry T. Goodenburger, tire- 
sales vice-president, announced. 
Mel Santmyers has been named 
district manager. 

The new operation has complete 
recapping and warehousing facil- 
ities to serve all Dayton retail and 
dealer outlets in Michigan, he said. 


* ® * 


California Wholesalers 


Move Executive Offices 


SANTA BARBARA. — Executive 
offices of the California Automo- 
tive Wholesalers Assn. have been 
moved from Los Angeles to 13% 
E. Canon Perdido, Santa Barbara. 

Al Zimmerman, association pres- 
ident, said the move was designed 
to “place operations in a more cen- 


tral location.” 
= o > 


Retread Program Launched 


MANSFIELD, O. — Pennsylvania 
Tire Co. has introduced a “Profit 
Promoter” program “to denote 
quality and help the independent 
retreader increase his sales and 
profits.” 


Jobber Group, 
28 Members Hit 
By FTC Order 


WASHINGTON.—The Federal 
Trade Commission has ordered 28 
Southeastern jobber members of 
Warehouse Distributors, Inc., At- 
lanta, to stop inducing and accept- 
ing illegal price discrimination from 
their suppliers of automotive parts 
and supplies. 

The FTC said the organization 
was formed and is operated by the 
jobbers as a buying group but is 
only a device through which they 
are billed and pay for purchases. 
The jobbers use their combined 
buying power to demand and get 
price advantages, the FTC said. 

The FTC said the organization 
and firms had agreed to the order. 
The firms are: 

Alexander-Seewald Co., Inc., At- 
lanta; Automotive Supply Co., Blue- 
field, W. Va.; Auto Specialty Co., 
Inc., Danville, Va.; Auto Spring & 
Bearing Co., Inc., Roanoke, Va.; 
Black & Co., Inc., Knoxville, Tenn.; 
A. C. Broyles jr., Broyles Rubber 
Oil Co., Greeneville, Tenn. 

Butler Supply Co., Inc., Macon, 
Ga.; C & B Parts Service, Inc., 
Columbus, Ga.; Consolidated Auto- 
motive Co., Jacksonville, Fla.; Craig 
Motor Service Co., Fairmont, W. 
Va.; General Automotive Supply 
Co., Inc., Norfolk, Va.; Hart’s Auto- 
motive Parts Co., Chattanooga, 
Tenn.; Billie Bruce Jones, Bruce 
Jones Co., Albany, Ga. 

Motor Bearings & Parts Co. of 
Raleigh, Inc., Raleigh, N. C.; Motor 
Car Supply Co., Charleston, W. Va.; 
Motor & Electric Supply Co., Inc., 
Bowling Green, Ky.; Parts Co., 
Columbia, S. C.; Parts Service Co., 
Montgomery, Ala.; Phelps-Roberts 
Corp., Washington. 

Richmond Auto Parts Co., Inc., 
Richmond, Va.; Scurry & Nixson, 
Inc., Greenville, S. C.; Southern 
Bearings & Parts Co., Inc., Char- 
lotte, N. C.; Southern Parts & 
Bearing Co., Inc., Lynchburg, Va.; 
Spartan Automotive, Inc., Spartan- 
burg, S. C. 

H. Steenken & Co., Charleston, 
S. C.; United Service Co. and Wom- 
well Automotive Parts Co., Inc., 
Lexington, Ky., and Valley Dis- 
tributors, Inc., Winchester, Va. 


















HERE’S PROOF THAT... 


America wants the 
extra safety...extra value 
of nylon cord tires 


e Almost 4 out of 10 replacement tires sold today are nylon. 
e In just one year, the sale of nylon cord tires went up 65%. 


e Recognizing nylon’s popularity, 12 out of 18 auto manufacturers 
are offering nylon as optional equipment. 


e Above all, new-car buyers want nylon. A recent Dun & Bradstreet 
survey shows that 6 out of 10 say they will buy nylon cord tires 
if you take the trouble to offer them. 


Build customer satisfaction by offering nylon cord tires with every car you sell. 


Powerful Du Pont advertis- 
ing will dramatize the safety 
of nyloncord tirestotheread- 
ers of nine of the nation’s 
leading magazines this year. > 


BETTER THINGS FOR BETTER LIVING 
«+-THROUGH CHEMISTRY 


RES. U.S. paT.OFF 


THE SAFEST, STRONGEST TIRES ARE MADE WITH Re & LON 














Los Angeles Pontiac D 





AUTOMOTIVE NEWS, SEPTEMBER 8, 1958 
Sales Conditions in Various Areas... 


Auto Market Reports 


Ea 
te 9% 


ealers Elect Council— 


- 





Pittsburgh 


New-car sales in the Pittsburgh 
area decreased less than seasonally 
in the week ended Aug. 23, accord- 
ing to the Bureau of Business Re- 
search of the University of Pitts- 
burgh. 

The bureau’s seasonally adjusted 
index of general business activity 
stood at 92.2 percent of the 1947-49 
average during the week. It had 
been 88.2 a month earlier and 91.2 
in the comparable week of June. 

The steel-ingot rate edged up to 
a two-month high, 53 percent of 
practical capacity. — (Leon M. 
Leffingwell.) 


* * * 


Vancouver, B. C. 


Total new-car registrations for 
July in Vancouver, B. C., amounted 


Members of the Pontiac Los Angeles zone dealer council are, standing, from left,|to 1,572, down almost 22 percent 
E. R. Rothe, Burbank; R. J. Cutrie, South Gate, chairman; E. R. Severin National City;|; from 2,012 in the corresponding 
T. L. King, Pontiac Los Angeles zone manacer; J. O. Barber, Bakersfield; R. R. Longpre, | month last week. 





Monrovia. Bottom row: Pat Clark, Las Vegas, Nev.; J. B. McConica, Ventura;| Foreign-car sales, however, con-| Fibres, Inc. which was closed| 
A. E. England, Hollywood; J. P. Lamerdin, Compton, and Vern Walton, Casa Grande. | tinued to climb. In July, 1957, they | Aug. 1. 
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° ANTIFREEZE © OIL 

° INSURANCE ¢ GASOLINE 
* ACCESSORIES © BATTERIES 
° FINANCING ° TIRES 


PROSPECTS for ‘58s & ‘59s 


*Total Passenger Car Licenses Issued in Muskegon County in 1957 









THE MUSK 


NATIONA 


REPRESENTATIVES: A. H. 


A Booth Michigan Newspaper 


accounted for 22.5 percent of sales, 
compared with 31.3 percent in the 
1958 month. 

The seven-month total of foreign- 
car registrations was also ahead, at 
26.6 percent against 20.4 percent in 
the same period last year. 

Combined sales of all cars from 
January to July amounted to 12,250, 
down slightly from 12,598 in the 
first seven months of 1957. 

General Motors products con- 
tined to lead the market in duly 


Ivan Clark Mfg. Names 


Kendall Factory Manager 


GRAND RAPIDS, Mich.—Tom 
Kendall has been appointed factory 
manager of Ivan Clark Mfg. Co., 
Lyons, wholly owned subsidiary of 
American Auto-Felt Corp. 

Kendall had been factory pro- 
duction manager of the Findlay 
(O.) plant of National Automotive 








NEVER before have there been as many cars 
in Muskegon as in 1958 .. . it’s a multi- 
million dollar lode in just automobiles and 
kindred products that lies ready for the 
prospector who seeks added fortune. 


There’s real sales significance in 53,347* 
passenger cars .. . it truly reflects the rich 
stake aggressive prospectors for rich markets 
may lay claim to with adequate schedules in 
The Muskegon Chronicle. Circulation in the 
Muskegon City Zone is a hefty 99% ...a 
total area circulation of 44,000! 


Plan now to strike it rich by prospecting 
in the big and growing Muskegon Market. 


EGON CHRONI 


CLE 





with 36.8 percent. Ford cornered 
16.4 percent of sales and Chrysler, 
13.5 percent. 

Best-selling 10 makes in July, 
with percentage of market, were: 
Chevrolet, 19.5; Pontiac, 10.7; Ford, 
10.0; Volkswagen, 7.9; Plymouth, 
7.2; British Ford, 5.6; Meteor, 5.2; 
Dodge, 5.2; Austin 3.9, and Vaux- 
hall, 3.5. 

Truck sales for July totalled 218, 
down from 313 in the corresponding 
month last year, while the seven- 
month total was 1,426, against 2,091 
in the 1957 period—(F. H. Fuller- 


ton.) 
= = = 


Providence 


A total of 1,052 new cars were 
registered in the Providence area 
in July, compared with 976 in June, 
according to the Rhode Island Auto- 
mobile Dealers Assn. 

By makes, registrations were: 
Ford, 268; Chevrolet, 250; Plym- 
outh, 114; Rambler, 80; Oldsmo- 
bile, 61; Buick, 40; Pontiac, 32; 
Cadillac, 31; Volkswagen, 23; 
Dodge, 19; Mercury, 17; Chrysler, 
14; Lincoln, 7; DeSoto, 6; Stude- 
baker, 4; Imperial, 2; Nash, 2; 
Edsel, 1; Willys, 1, and miscel- 
laneous, 80. 

New-truck registrations num- 
bered 83 in July, compared with 94 
in June. The breakdown showed 
Ford, 28; Chevrolet, 23; Interna- 
tional, 13; Dodge, 6; GMC, 3; Willys, 
3; Divco, 2; Mack, 2; Volkswagen, 
2, and miscellaneous, 1.—(Thomas 


L. Forbes.) 


'S-P Establishes 
‘Subsidiary for 
Mercedes Sales 


SOUTH BEN D.—Studebaker- 


| Packard Corp. has formed a wholly- 
|owned subsidiary, Mercedes-Benz 


Sales, Inc., President Harold E. 
Churchill, Studebaker-Packard 
president, announced last week. He 
said the new subsidiary is head- 
quartered in the corporation’s cen- 
tral office here. 

Churchill is chairman of the 
board and L. A. Fleener is pres- 
ident of the new subsidiary. Fleener 
has been general manager of 
Mercedes-Benz operations since 
S-P acquired distribution and man- 
ufacturing rights in April, 1957. 

Fleener was with General Motors 
for 14 years before joining White 
Motor Co. in 1940. He spent 15 
Ay with White before going to 
S-P in 1955. 

Fleener said Mercedes-Benz sales 
and service will continue to be han- 
died through S-P’s existing field 
organization. 

“The new subsidiary is a logical 
outgrowth of the expanding Mer- 
cedes-Benz market in the U. §&.,” 
said Churchill. “The new subsidiary 
will devote all its time and effort 
to further exploit and expand the 
sales of Mercedes-Benz motor cars.” 

Fleener also announced a new 
sales campaign for Mercedes-Benz, 
called “Rally Round the World.” 
This will include mass driveaways 
of Mercedes-Benz motor cars at 
various points in foreign countries. 


'Soft-Pedal Color’ 


Eases Buyer Confusion, 


Dealer Believes 


DEARBORN.—“Deal in what the 
customer wants in model and 
equipment, and try not to let color 
choice be dominant,” says L. N. 
Clark, general manager of Stan- 
ford Auto, Inc. (Dodge-Plymouth). 

“When you start showing color 
and upholstery, you only add to the 
confusion in the customer’s mind,” 
says Clark. “Keep away from color 
and persuade him to choose be- 
tween two specific models you have 
in stock. Then agree on the equip- 
ment desired. 

“The average person can be 
swayed on color. If you can get him 
to commit himself on car and 
equipment first, you usually can 
get him to take one of the units 
you have on hand.” 

The next step, according to Clark, 
is to price the car right, offer a 
little concession here and there, and 
you usually can make the deal. 





service equipment 
that looks 
the part... 


ALEMITE 


PORTABLE LUBRICATION EQUIPMENT 


Attracts more lube jobs . . . gives better, faster lube service! Mod- 

ae , ern Alemite Portable Lubrication Equipment adds profit-building 

Alemite Visi-Drum Equipment efficiency to your service department . . . helps increase service 
sales with its gleaming, eye-appealing appearance! 


Beautiful, easy-to-clean matching steel units include Chassis Lu- 
bricator, air-operated or manual Gear Lube Dispenser, hand-oper- 
ated Automatic Transmission Fluid Dispenser, and Waste Oil 
Drain. Air-operated units have sealed air motors— guaranteed for 
; 27 months! Durable white and gray baked enamel finish. 
e High-pressure Chassis 


Lubricator illustrated Feather-touch portability! Roll units where you want them—when 
you want them—on fast, quiet, big ball-bearing swivel casters. 


“Adjustashot” control valve on high-pressure Chassis Lubricator, 
illustrated above, permits full flow or measured shots. Flexible 
rubber follower plate removes all lubricant from drum. 


ALEMITE 


5 ll ne ' =" Ask your Alemite representative 
‘ for complete information today! 


Dept. AP-98, 1826 Diversey Parkway, Chicago 14, Illinois 


Powered by 
Famous Super “H” Pump 


Exclusive “Pressurtrol” gives instant, ac- 
curate control of pump pressure—no air 
regulator needed! 

instant power! Tremendous reserve 
power (70 to 1 ratio) handles tough lu- 
bricants, even at lower temperatures. 
Fast delivery! No waiting! The Super 
“H” forces lubricant into bearing at top 
speed. Cuts time by one-third! 

High pressure! Maintains 6000 to 7000 
pounds working pressure at control 
valve. No pressure drop! 











Used-Car Notes 


LOUISVILLE. — West Broadway | 
Motors, Inc., sought a Circuit Court | 
order to prohibit a neighboring | 
dealer from using the slogan: | 
“City’s Cleanest Cars.” The firm| 
also asked $10,000 damages from | 
Hank Darnell Motors. 

West Broadway claimed it was| 
the first. to use the slogan and| 


company’s Volkswagens, Renaults 
and new and used cars. News- 


paper ads carry “Digger Spe- 
cials.” 
> * + 


IADA in Philadelphia 


Moves to Larger Quarters 
PHILADELPHIA.—The Philadel-| 


said Darnell adopted it to get an| phia Independent Automobile Deal- 
“unfair and unearned” share of|ers Assn. has moved to larger) 
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to Oklahoma and reopen his lot 
in August. 
* * od 


Independent Deal Opened 


By Stimpson, Robertson 

CHARLOTTE, N. C.—Stimpson & 
Robertson Motor Co., which will | 
handle all makes of new and used | 
cars and trucks, has opened at 737) 
West Trade St. Joseph W. Stimpson 
and W. Lee Robertson are the) 
owners, 

Stimpson and Robertson had been 
with Courtesy Motor Co. 

= * + 


Pocatello (Id.) Dealers 








Tey: 
>» 


’ 





; priced 
of the 
low-price three! 





West Broadway’s business. 
* * + 


‘Digger’ Plugs Memphis Deal 
From 6 Feet Underground 


MEMPHIS. — Digger O'Dell, 
who is buried six feet under the 
concrete surface of the used-car 


lot, has drawn as many as 10,000 | 


persons in a day to Bluff City | 
Buick, according to Norman G. | 
Smith, used-car manager and | 
vice-president. 

For the stunt, Digger arrived 
May 10 by ambulance, He’s try- | 
ing to stay down 60 days. Mean- 
while, through a direct line to a 
local radio station, he gives about | 
25 daily commercials pushing the | 


Agree to Close Sundays 
POCATELLO, Id.— Used-car 
| dealers here have signed a one-year 
|agreement to remain closed on 
Dealer Closes Shop | Sundays. ; 
H Wh | A spokesman said the move was 
To Harvest eat | made to give dealers and their em- 
COLDWATER, Kans. — Dallas | ployes a chance to spend more time 
La Bonte closed his used-car lot | with their families. The agreement 


| headquarters at 515 W. Allegheny 
| Ave. Mrs. Anne Perry will continue 


| as executive secretary. 
+ “* * 





here temporarily to help harvest 
the state’s near-record wheat 
crop. 

“Business has been slow, so I 
decided to close up for a while,” 
he said. He bought a combine, | 
two big trucks with grain cribs 
and a school bus to haul his | 
family. He said he expects to | 
follow the harvest from Kansas | 


ie 
nf 


expires Aug. 1, 1959. 


* * * 


U. C. Dealer Must Obtain 


License, La. Court Rules 
NEW ORLEANS.—The Louisi- 
ana Supreme Court ruled that 
Jules Bistes, independent used- 
car dealer who owns “The Wheel- 
ing Frenchman,” must obtain a 


On your mark...get set for the Fall Change-over Season by 
stocking up now on Quaker State Light Motor Oil. It makes 
sales rise when the temperature drops! Get a head start on 


the season’s profits by placing your order now. 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsyivania Grade Crud 





An Ad in Motion— 


A new technique producing the visual effect of a car in motion has been utilized 
by General Outdoor Advertising in this painted bulletin for Ford in St. Louis. The 
Ford car in the frame appears to be traveling along a country road, thanks to the 
left-to-right motion of the background scene, which is painted on a rotating canvas 


panel. aed seein _ eee 


license as a motor-vehicle dealer 
before selling or advertising cars. 
The suit was brought by the 
state motor vehicle commission. 
* * * * 


Two Join Blake’s Used-Car Lot in Akron 


ORLEANS, Vt.—Two new part-|Is Opened by Lloyd Oliver 
ners have been taken into Blake’s} AKRON.—Opening of Lloyd Oli- 
Auto Service, Inc., a used-car| ver Auto Sales, 888 E, Market St., 
dealership here, according to Har-|has been announced by Lloyd Oli- 
| ver, who has been in the auto bus- 
| iness here for 25 years. 
| He said his lot will handle one- 
|}owner autos, and that his service 
department is equipped with the 
| latest tools and machinery. 

= ae = 


Weekly Auction Scheduled 


At Toledo Sports Arena 


TOLEDO.—A_ used-car auction 
for dealers will be held at the 
Sports Arena each Tuesday at 1 
p. m., according to Andy Mulligan, 
arena general manager. 

The auctions are staged by Vince 
Miller jr., of Miller Motor Sales, 
Fremont, O. 


Mem phis F irm 
Will Let Cars 
‘Sell Themselves’ 


MEMPHIS.—Model Auto Center 
has opened here with a new concept 
in used-car marketing. It is: “Let 
the cars sell themselves.” 

James M. Melton, general man- 
ager, said each car will be marked 
with the selling price, downpay- 
ment, monthly payment and other 
pertinent information. 

In addition, he said, Model Auto 
Center will offer used cars with 
a 30-day unconditional guarantee 
against mechanical failure of the 
engine, brakes, transmission, differ- 
ential, steering, starter and gener- 
ator. 

Also, late-model cars will be 
equipped with a new, guaranteed 
dry-charge battery. A current City 
inspection sticker will be obtained 
before the car is delivered to the 
new owner. 


| ley R. Blake, president. The new 
j}associates are Donald I. Martin, 
| vice-president, and Roderick W. 

Gallup, treasurer. 
| * 





* * * 
Stratton-Hammett Opens 


BALDWIN, Ark.—Stratton-Ham- 
mett Motor Co. has opened for bus- 
iness on Highway 20 here. Owners 
are Billy Stratton and Cecil Ham- 


mett. 
* 


7 ” 
Lot for Walker 
ALEXANDRIA, La. — Walker 
Oldsmobile Co. has opened its up- 
town used-car lot at 1616 MacArthur 
Drive. 


CIT Acquires 
Picker X-Ray 


NEW YORK—CIT Financial 
Corp. is acquiring Picker X-Ray 
Corp., manufacturer and distributor 
of X-ray equipment. Harvey Picker, 
president of Picker X-ray, and 
Arthur O. Dietz, president of CIT, 
said the firm will continue as an 
autonomous organization. 

CIT also is acquiring the con- 
trolling interests held by the Picker 
family in various subsidiaries en- 
gaged in the manufacturing and 
marketing of radiation equipment. 

It was announced that Picker 
shareholders will receive 341,063 
shares of CIT common stock the 
value of which, based on recent 
market quotations, is approximately 
equivalent to the adjusted book 
value of the Picker stock being 
acquired by CIT. Picker was 
founded in 1915 by James. Picker, 
now board chairman. 





e Oil Association 
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every Ong. 


(so use EVERY ANGLE and win at selling cars!) 


Most “lucky” salesmen don’t leave much 
to luck. 

They find just the right angles to soften up 
each prospect—and play ’em all the way to 
the pay-off. 

Of course, the only way to find the right 
angles is to try them all, each time—the 
newest—the most glamorous—and the basic 
comfort features, more timely now than 
ever. 

You’re always on safe ground with AIRFOAM 





—greatest selling word in cushioning. It 
suggests everything that’s finest to most 
everyone you meet—and it takes AIRFOAM 
to complete the picture of a truly modern 
car. 

So—no matter how many angles you play— 
don’t miss the one that turns into the home- 
stretch. It’s AIRFOAM—so many times the 
winner that only “unlucky” salesmen take 
it for granted! Goodyear, Engineered 
Products Dept., Akron 16, Ohio. 


l CmM"_— 
MADE ONLY BY Goo 


THE WORLD'S FINEST, MOST MODERN CUSHIONING 












Extra 
Trade-in 
Bonus 
For Dealers! 


In addition to helping you sell cars now, 
AIRFOAM will increase your profits come 
trade-in time. How? By retaining its shape 
and protecting upholstery so cars come back 
to you in more salable condition. What bet- 
ter way to assure more rescoles—AT BETTER 
PRICES—than by selling AirnFOAM now? 









Airfoam—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 


DFJVYEAR 
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Used-Car Auction Prices 





(Continued from Page 27) 


°54 Commander 2-dr., $250. | 
MISCELLANEOUS—’56 Chevrolet pickup, | 
$625. | 
BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale| 
every Wednesday. Prices are for sale of| 
Aug. 27. 

Market held firm with °57 and ’°58 
cars taking a slight dip. Sharp cars were | 
bringing strong prices with foreign cars | 
and trucks stili in great demand, Sold | 
78 percent of 386 cars offered. 


BUIOK—’57 Special conv., $1,775* (ps);| 
Super Riviera, $1,725* (ps). 
"56 Century Riviera, $1,440* (ps); RM 


Riviera, $1,390* (ps); Special Riviera, 
$1,335*, $1,310°, $1,300* (ps), $1,290° 
(ps), $900. 

"55 Century Riviera, $1,170* (ps), $1,- 
100° (ps), $910*; Super Riviera, $1,- 
165* (ps), $935* (ps); Special Riviera, 
$1,125*, $1,050* (ps). | 

"54 RM Riviera, $670* (ps), $650* (ps); | 
Super 4-dr., $580*; Special conv.,| 
$625°; 2-dr., $390*. 

CADILLAC — '57 (62) Hardtop, $3,250*| 





(ps). 
"55 Eldorado 2-dr., $1,885* (ps); coupe 
de Ville, $1,805* (ps). 
"54 (62) 4-dr., $1,490* (ps), $1,300* 


(ps). 
"53 (62) 4-dr., $700* (ps). 
"52 coupe de Ville, $575*. 


ILET—’58 Impala (8) conv., $2,-| 


FORD—’58 Fairlane (8) conv., 
"57 Country sedan, $1,690*, $1,600*, $1,- 


200°; Biscayne (8) 4-dr., $1,865° (ps); 
Yeoman station wagon, $1,660. 

’57 Bel Air (8) Hardtop, $1,700*, $1,- 
685*; 2-dr., $1,595*, $1,500*; Two-ten 
(8) Hardtop, $1,650* (ps); 4-dr., $1,- 
325°; 2-dr., $1,305*, $1,270; One-fifty 
4-dr., $990. 

56 Bel Air (8) conv., $1,400*, $1,365*; 
Hardtop, $1,300*; Two-ten 4-dr., $1,- 


51 4-dr., $110. 


$1,100* 
$480*. 


(ps). 
’54 Firedome 4-dr., 
’47 conv., $150*. 


DODGE—’56 Coronet Hardtop, $1,285*, $1,- 


260°, $1,075*. 
*55 Coronet 2-dr., $770*. 
"54 4-dr., $375. 
’53 4-dr., $265*, $175°, $160°*. 
$2,210°. 


550°; Fairlane (8) 2-dr., $2,000* (ps); 
conv., $1,525* (ps); 4-dr., $1,500*; 
Ranch Wagon, $1,535*; Custom 4-dr., 


070*; 2-dr., $1,000, $850; One-fifty 
2-dr., $780. 

"55 Bel Air 4-dr., $1,055*; 2-dr., $1,- 
040, $1,015*, $950*, $845, $800; Two- 
ten 4-dr., $880, $760; 2-dr., $675; 
One-fifty 2-dr., $835*. | 

’54 Bel Air Hardtop, $585* (ps); conv., | 
$565*; 2-dr., $575, $230; Two-ten 4- 
dr., $575, $550; “Delray, $615*. 

CHRYSLER—'’57 Windsor 4-dr., $1,650* 
(ps). 
"52 Windsor Hardtop, $175* (ps). 


$1,440°, $1,250*; 2-dr., $1,295, $1,150. 
’56 Fairlane (8) conv., $1,280*%, $1,245° 


(ps), $1,160*; Victoria, $1,345*, $1,- 
260°, $1,200*, $1,175* (ps); 4-dr., $1,- 
200°; Custom Ranch Wagon, $1,225° 
(ps), $1,090, $1,085; 2-dr., $1,210*, 
$800; 4-dr., $980, $875. 

’55 Fairlane 4-dr., $1,025* (ps); Vic- 
toria, $860*; Custom 2-dr., $635. 
IMPERIAL — ’57 Hardtop, $2,635* (ps), 

$2,200* (ps). 
MERCURY—’58 Monterey Hardtop, $2,- 
350* (ps), $2,340. 
‘56 Monterey 4-dr., $1,500*; 2-dr., $1,- 


025*; Montclair Hardtop, $1,215*; Cus- 
tom station wagon, $1,290* (ps). 


'55 4-dr., station wagon, $1,120*; Mon- 
terey Hardtop, $1,135* (ps), $900*; 
Montclair 4-dr., $880*; 2-dr., $825* 
(ps). 

NASH—’54 4-dr., $315. 
’53 Hardtop, $425; 2-dr., $150. 
OLDSMOBILE—’56 (88) Hardtop, $1,550* 
(ps), $1,495*°, $1,420° (ps), $1,345° 
(ps). 

’55 (98) Hardtop, $1,280*° (ps). 

’53 (98) 4-dr., $515*; (88) 2-dr., $375°*, 
$370°. 

"51 (98) 4-dr., $240*. 

"50 (88) station wagon, $275*; 2-dr., 
$150*. 


| PLYMOUTH—’58 Plaza 4-dr., $1,590*. 


DeSOTO— 57 Firedome 4-dr., $1,710* (ps). | 
’55 Firedome 4-dr., 


’57 Suburban, $1,810* (ps); Belvedere 
Hardtop, $1,600* (ps); 4-dr., $1,560*, 
$1,525*; Savoy 4-dr., $1,340*, 

‘56 Suburban, $1,130; Plaza 2-dr., $970, 
2 at $725. 

55 Plaza 2-dr., $925°*; Savoy 4-dr., 
$890°. 

PONTIAC—’57 Star Chief conv., $1,825* 


(ps). 
’55 Chieftain station wagon, $975*; 2- 
dr., $775. 


$950. 
*53 Champion 2-dr., $390. 


FARGO, N. D. 


Tri-State Auction Co. Sale every Thurs- 
day. Prices are for sale of Aug. 

Market holding steady. Could use more 
clean cars. Sold 72 cars from 127 offer- 


ings. 
BUICK—’57 Century Riviera, $2,050°*. 
"56 Special 2-dr., $915*. 
"53 Special sedan, $450. 
"51 4-dr., $250. 
CADILLAC—’54 (62) 4-dr., $1,365*° (ps). 
CHEVROLET—’58 Biscayne (8) 2-dr., $1,- 


665. 

"57 Bel Air (8) station wagon, $1,785*; 
Two-ten 4-dr., $1,375*; 2-dr., $1,100*. 
56 Bel Air sedan, $1,275*; Two-ten (8) 
station wagon, $1,230; 4-dr., $1,165*. 
"55 Bel Air Hardtop, $1,035; sport coupe, 
$1,060; 4-dr., $1,055*; Two-ten sedan, 
$935°, $840°, $835, $660°. 
’54 Two-ten 4-dr., $600; Bel Air 4-dr., 

$590. 
DODGE — ’'57 Coronet (8) 4-dr., $1,590° 
(ps). 
’55 Royal conv., $815. 


"54 Meadowbrook sedan, $520. 
*53 Coronet 4-dr., $255*. 
FORD—’'58 Custom (6) 300 4-dr., $1,720. 


‘57 9 pass. station wagon, $1,790* (ps), 
$1,750*, $1,700*; Fairlane (8) 500 4- 
dr., $1,555* (ps); Hardtop, $1,545*; 
Custom sedan, $1,250. 


"56 Fairlane (8) Victoria, $1,140*; 4- 
dr., $1,150*. 

"55 Custom 4-dr., $850; 2-dr., $795*, 
$585*; Main 2-dr., $560. 

"54 Ranch Wagon, $745; Main 2-dr., 


$475. 
*53 Custom 4-dr., $530. 
"52 4-dr., $205*. 


54 Chieftain 4-dr., $615*; 2-dr., $450°.| LINCOLN—’'52 sedan, $240°. 


’53 Catalina, $450°; 2-dr.. $295°. 
RAMBLER—’55 Custom 4-dr., $1,030. 


STUDEBAKER — ‘55 Champion Hardtop, 


MERCURY—’'57 Monterey Hardtop, 
690°, $1,500. 
"51 sedan, $125°. 


$1,- 








Introducing... 


the “Child-Proof’’ 


BUS SEAT 


Every bus owner and operator knows that bus seats 
take a beating. Superior examined all existing types, 
and analyzed every possible source of seating trouble 
—and then proceeded to correct it! Result—the most 
modern, trouble-free, strongest seat in school transpor- 
tation today! The new Superior seat is almost “child- 
proof”! Superior Coach Corporation, Plants in Lima, 


by Superior 


Ohio, Kosciusko, Mississippi. 


SUPERIOR 





A Superior “First.” A brand new idea in seating 
construction—seat frame of 1”, 16-gauge square- 
tubing, 60 per cent stronger than conventional 
round tubing of the same size. Stronger, too, be- 
cause it permits larger, stronger welded joints. 


too... 
service problems. 


A Superior “First.” Rust-resistant Armco “Alu- 
minized” steel seat back—the strength of steel, the 
attractive appearance and surface qualities of alu- 
minum. Embossed to resist marring and scratching, 
it never needs painting. Seat back assembly is new, 
no unsightly screws, rivets, lugs to create 


A Superior “First.” Heavy steel toe pan in the 
kick area reduces seat wear and maintenance. It is 


welded to the seat frame itself. 


wear, prolong life. 


A Superior “First.” New Superior seats are 
“interchangeable.” Damaged or badly used seats 
can be switched from side to side, to equalize 


“Posturized” Seats. Larger frame, larger, more 


comfortable cushions provide armchair riding qual- 
ities, promote proper seating posture for young 


Superior passengers. 


Revolutionary Super-Zinc Kote Steel * Complete Side Fluted Body Panels * Heater Fresh-Air Scoop ¢ Right-Hand Heater and Door Defroster ¢ 
3 Windshields * No Windshield Distortion Area * Flush-Mounted Windshields * 16-Gauge Front Cowl Panel * Longer Entrance Grab Rail ¢ Nylon 
Sleeve on Door Control * Improved Decency Panel * Stronger Passenger Seat * Durable “Zinc-Grip” on Framework © Exclusive Superior 
Oval Roof Lamps + Rub-Bub Step Plate ¢ Improved Rear Exit Door * Buzzer Warning Switch * Ball-Bearing Door Control ° Health 

‘ Defrosting © Super-Rigid Steel * Epoxy Resin-Base Primer * Two Rows of Dome Lights * Bottom-Mounted Wind- 
shield Wipers * Abrasive Safety Tread Step Edgings * Heavy-Duty Box-Type Rear Bumper ¢ Lifetime Pins, Piano Hinges on All Doors ¢ 16 
Welded Roof Reinforcing Members * Intermediate Roof Bows * Floor Sill Mounted Seats * Cirguit Breakers—No Fuses * Safety Exit Door 


Monitor Heating, 





OLDSMOBILE — °57 (88) $1,970° 
(ps). 
"56 (88) 4-dr., $1,310* (ps). 
’55 (88) Holiday, $1,165, $1,135° 
$1,125*; sedan, $1,010* (ps). 
’54 (88) Super 4-dr., $760*. 
PLYMOUTH—’'56 Savoy 4-dr., $890*, $825*. 
’55 Belvedere sedan, $690*, $530. 
"51 2-dr., $140. 
PONTIAC—’ 57 station wagon, $1,890° (ps). 
’56 Chieftain conv., $1,620* (ps). 
RAMBLER— 57 4-dr., $1,275. 

’56 Cross Country, $1,440*. 
MISCELLANEOUS—’55 Ford F-250, $759; 
%-ton, $710; GMC 2-ton, $845. 
°53 Studebaker 2-ton, $365. 

’651 Ford 2-ton, $400. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale 
of Aug. 25. 

Average cars continued to back off 
in price, while a few very low mileage 
cream puffs sold as high as ever. Sold 
162 cars from 214 consi; 5 
BUICK—’57 Super Riviera, $1,950* (ps); 

Special 2-dr., $1,750* (ps). 

’56 Century station wagon, $1,500* (ps); 

Riviera, $1,360* (ps); RM Riviera, $1,- 


4-dr., 


(pe), 


500° (ps); Special conv., $1,300*%; 4- 
dr.. $1,010; Super Riviera, $1,035. 
"55 Super 4-dr., $1,060* (ps); Century 

Riviera, $985*, $950*, $910*. 
"54 Super Riviera, $700* (ps); Special 
Riviera, $470*. 
"53 Super 4-dr., $430°; Special conv., 
$310, $225°. 
CADILLAC—’58 (62) coupe de Ville, $4,- 
500° (ps). 


"57 (62) sedan de Ville, $3,375* (ps); 4- 
dr., $3,200° (ps). 
"56 Eldorado conv., $2,700* (ps); coupe, 


$2,305* (ps). 

"55 (62) coupe, $2,050° (ps); 4-dr., $1,- 
685° (ps); (60) Special 4-dr., $2,020° 
(ps). 

"51 (62) 4-dr., $330°; (60) Special 4- 
dr., $350°. 


’47 Limousine 4-dr., $120*. 
CHEVROLET—'58 Delray (6) 
700. 

"57 Bel Air (8) 4-dr., $1,600*: Two-ten 
(8) 4-dr. station wagon, $1,725*; Two- 
ten (6) 2-dr.. $1,330°; 4-dr., $1,235, 
$1,200, $1,160. 

"56 Nomad station wagon, $1,550*; Bel 
Alr (8) 4-dr., $1,280°, $1,170°; Bel 
Alr (6) 2-dr., $1,150; Two-ten (8) 
4-dr., $860. 

"55 Bel Air (8) conv., $1,200° (ps); 
sport coupe, $1,135°; 4-dr., $950; Bel 
Alr (6) 2-dr., $850; Delray (6) coupe, 


(Continued on Page 39, Col. 1) 


Used Imported 
Cars 


Manheim, Pa. 


Alfa—'49 2-dr., $825. 
Fiat—'58 4-dr., $1,475, $1,440. 
English Ford—’58 station wagon, 
sedan, $985. 
Hiliman—'57 4-dr., $1,070. 
*56 station wagon, $835. 
Jaguar—'58, $3,285. 
"55 conv... $1,510. 
MG—’'57 Roadster, $1,760. 
"55 2-dr., $1,175. 
Renault—'58 sedan, $1,400. 
Triumph—'56 Roadster, $1,405. 
Volkswagen—'58 bus, $1,815; 2-dr., 
$1,575. 
"57 2-dr., $1.200, $1,125. 
"56 conv., $1,085. 
"55 bus, $1,060. 


coupe, $1,- 


$1,300; 


$1,650, 


Chicago 
BMW—'57, $475. 
Jaguar—'57 conv., $2,550°. 
MG—'57 Roadster, $1,750, 
"52 conv., . 
Panhard—'58 4-dr., $920. 
Volkswagen — ‘57 Karmann-Ghia, 
$1,525, $1,450. 
"56 sedan, $1,120. 


Buffalo 


Volkswagen—'58 2-dr., $1,400. 
Zephyr—'54 4-dr., $460. 


Portland, Ore. 


MG—’'56 Roadster, $1,600. 

Opel—'54 2-dr., . 

Renault—'56 4-dr., $630. 

Rover—’51 4-dr., $190. 

Volkswagen—'56 2-dr., $1,275. 
"55 2-dr., $1,010. 


West Palm Beach, Fla. 


Hiliman—'57 4-dr., $935, $875. 
"56 station wagon, $635. 
Jaguar—'52 Roadster, $850. 
Renault—'57 4-dr., $940. 
Sitmea—'58 4-dr., $1,100. 
Triumph—'52 sedan, $275. 


Seattle 


Austin—’'54 4-dr., $355. 
Metropolitan—’'55 conv., $595. 
MG—'57 Roadster, $1,770. 
Volkswagen—'58 Sunroof, 
$1,680. 

’57 bus, $1,700. 

"56 2-dr., $1,170, $1,105. 

’55 2-dr., $1,075. 


Valdosta, Ga. 


Morris—’58 sedan, $1,075. 
Volkswagen—'57 2-dr., $1,410. 


$1,700. 


$2,010, 


$1,680; 2-dr., 


Warehouse Point, Conn. 


Hillman—'53 conv., $325. 
Renault—’'57 Dauphine, $930, $900. 
Simea—’57 4-dr., $880. 
Volkswagen—’'57 2-dr., $1,400. 


Bordentown, N. J. 


Hillman—'55 station wagon, $600. 
Renault—’57 4-dr., $725. 
Simea—’58 4-dr., $1,550. 
Talbot—'53 4-dr., $410. 
Taunus—’58, $1,700. 


Volkswagen—’57 2-dr., $1,735. 


Albany 

Morris—’58 conv., $1,500. 

MG—'58 Roadster, $1,950, 
57 Roadster, $1,640, $1,595. 
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Used-Car Auction Prices 





(Continued from Page 38) 


$725. DODGE—’53 Coronet (8) 2-dr., $210. 
’53 Two-ten 2-dr., $290. *52 Coronet 4-dr., $195. 
’52 coupe, $170*. FORD—’55 Custom (8) 2-dr., $480*, 


CHRYSLER—’56 NY 4-dr., $1,400* (ps). "52 Ranch Wagon, $450. 


| 
| 


'54 Windsor 4-dr., $270*. °48 Main (6) 4-dr., $400; 2-dr., $345. 
'52 NY 4-dr., $100*. HUDSON—’54 Hornet 4-dr., $175. 
DeSOTO—’53 Firedome coupe, $130. *52 Hornet 4-dr., $165. 
DODGE—'55 Royal (8) coupe, $820. IMPERIAL—’57 4-dr., $2,310* (ps). 
'54 Coronet 4-dr., $410* (ps). MERCURY—’57 Monterey 4-dr., $1,460. 
FORD—’'58 Thunderbird, $3,600* (ps), $3.-| ’55 Monterey Hardtop, $830; Custom 2- 
500* (ps); Custom (6) 300 4-dr., $1,-| dr., $620. 
660; 2-dr.. $1,440°. | °53 Monterey station wagon, $495°*. 
'57 Skyliner, $2,050* (ps); Country "51 4-dr., $170, $125*; conv., $200. 
sedan, $1,710*; Country Squire, $1,750* | PACKARD—’53 ‘300°’ 4-dr., $250°*. 
(ps); Ranch Wagon, $1,275; Fairlane} PLYMOUTH—’56 Plaza (6) 4-dr., $750. | 
(8) 500 Victoria, $1,500* (ps), $1,300*;| ‘55 Belvedere station wagon, $1,045*; 
Custom (8) 300 4-dr., $1,350*; Custom Plaza (6) 2-dr., $515. 
(6) 2-dr., $1,200*; Main (6) 2-dr., $1,-| _ °51 2-dr., $110. 
275*. | PONTIAC—'51 station wagon, $140. 
'56 Thunderbird, $2,000*: Ranch Wagon, | RAMBLER—’56 4-dr., $1,000*. 
$1,000; Fairlane (6) Town Sedan, $980; | STUDEBAKER —’55 Commander 4-dr., | 





Custom (8) sedan, $970, $920* (ps); | $415. 
Victoria, $1,060 "51 2-dr., $100. 
'55 Country Squire, $1,225; Fairlane (8) | MISCELLANEOUS—’55 Ford %-ton pick- 
sedan, $900*, 760*; Custom (8) 2-)| up, $620 
dr., $760*; 4-dr., $700*; Ranch Wagon,| ‘°54 Ford %-ton pickup, $490. 
$725. | °52 International van, $435. 
*54 Crest conv., $610*; 4-dr., $700; Cus- "51 Ford van, $365. 
tom (8) conv., $500; 2-dr., $370. | °41 Chevrolet %-ton pickup, $170. 
53 Custom (8) 4-dr., $425, $280; 2-dr., 
$235; Custom (6) 4-dr., $460, 110°; 
Main (8) 2-dr., $280 ° DYER, IND. 
'52 Victoria, $330; 2-dr., $300°*. Len Pollak’s Dyer Auto Auction. Sale 
"51 2-dr., $180; 4-dr., $120; Victoria, j every Friday. Prices are for sale of Aug. 29. | 
$170°. Sold 167 cars from 243 consignments. 
LINCOLN—’55 Capri 4-dr., $900* (ps). BUICK—’57 Century Riviera, $1,900* (ps); 
"52 Capri 4-dr., $145* (ps). : Special Riviera, $1,900* (ps). 
MERCURY—’57 Commuter station wagon, 56 Super Riviera, $1,525* (ps); Special 
$1,775* (ps); Montclair Hardtop, $1,- Riviera, $1,285*. 
760°. | "54 Special conv., $650°; Century Riviera, | 
'55 Montclair coupe, $1.060*;: Monterey $555° 
station wagon, $1,110* (ps) | *°53 Super Riviera, $365* (ps); Special 
‘54 Monterey coupe, $750*; 2-dr., $590; | 2-dr., $150. 
station wagon, $500 | °52 Special 4-dr., $135°. | 
'52 Monterey coupe, $370 "51 RM 4-dr., $325°; station wagon, 
NASH—'54 Statesman 2-dr., $400°. $150°. 
'53 Ambassador coupe, $250 CADILLAC—'57 sedan de Ville, $3,560* 
OLDSMOBILE—’57 (88) Super 4-dr., $2,- (ps). 
000* (ps). "55 (62) 4-dr., $1,645° (ps). 
"56 (88) Holiday, $1,275°. "53 (62) conv., $675* (ps). 
'55 (88) Super Holiday, $1,290* (ps),| ‘52 (62) 4-dr., $515* (ps). 
$1,220* (ps), $1,210* (ps); 2-dr., $1,-| _ "51 (62) coupe, $345°. 
100* (ps); (98) 4-dr., $1,050* (ps), CHEVROLET—'58 Impala (8) coupe, $2,- 
$980° (ps) 400° (ps), $2,185; Bel Air (8) 4-dr., 
"54 (88) 4-dr., $885*: 2-dr.. $810°. Hardtop, $2,235°. 
‘53 (98) 4-dr.. $625*, $530° (ps). "57 Bel Air (8) Hardtop, $1,750* (ps); 
PACKARD—’55 Patrician 4-dr., $880* (ps).| ,_ Coupe, $1,740° (ps). 
PLYMOUTH — ‘57 (8) Suburban, $1,320; 56 4-dr., station wagon, $1,380; Bel Air 
Plaza (6) 2-dr., $1,090. (8) coupe, $1,350° (ps), $1,250*: Two- 
"56 Savoy (6) 4-dr., $985*; Savoy (8) 4-/ ten (8) station wagon, $1,335; 2-dr., 
dr., $950°; Plaza (6) 2-dr., $800. __ $850 
‘55 Belvedere (6) sport coupe, $1,030*; | 55 Bel Air (8) coupe, $975°; 4-dr., 
4-dr., $1,010°; Plaza station wagon, $920°; Bel Air (6) 4-dr.. $870, $760: 
790, $780, $750; 2-dr., $530; Savoy| ,_ Two-ten 2-dr., $850. 
(8) 2-dr.. $600 54 Onefifty station wagon, $615; Two- 
'S4 Plaza station wagon, $480: 4-dr., een 4-dr., $390. 
$380 53 station wagon, $520; Two-ten 4-dr., 
‘53 Cranbrook 4-dr., $280, $210, $450°; coupe, $430; Bel Air coupe, | 
PONTIAC—'57 Star Chief Catalina, $1,750°. $405°. 


‘56 Star Chief Catalina, $1,385° (ps); 
Chieftain station wagon, $1,300°; Cata- | 





lina, $1,290°, $1,250, $1,110°, $995*°. | a 
"55 Chieftain station wagon, $1,010*; 2-| m 
dr., $530. | z - Oo ests 
"54 Chieftain 4-dr., $475*, $400°. a ° 
"53 Chieftain Catalina, $200. it y D d M k 
"52 Chieftain Catalina, $150*. ecl € 4 a es 


RAMBLER—'52 station wagon, $205. 


MISCELLANEOUS — ‘54 Dodge tae Count 


Will B 
panel, $375 | y I uy 
"53 Chevrolet %-ton pickup, L 
pickup, $500 Jae of a tte pur- 
* chases of new vehicles Los 
a y 
oe renee ‘> | Angeles County may be based on 
nsdburg uto uc on, e every ans i i 
Thursday. Prices are for sale of Aug. 28. the ae contributing factor for 
Prices remaining steady with autumn various makes of cars, according 
weather approaching. Sold 65 cars from|to Supervisor Warren M. Dorn. 
79 consignments. 
(ps). Dorn made the statement as the 


BUICK—'56 Super conv., $1,200* . 
‘55 Century Riviera, $1,090*, $1,050*| Air Pollution Control District began 
. "7 . } s s 
ee be eyaoe” #7000" (Ps)-| testing the smog-forming charac- 
‘53 Super Riviera, $245°. teristics of various makes of auto- 
= Special ¢-4e.. = | mobiles in use by the county. 
7 uper Riviera, $155°. . 
CADILLAC—'49 (62) 4-dr., $200*. J The tests are being carried out 
CHEVROLET—'57 Bel Air (8) conv., $1,-|im accordance with an order by 
m0? ;  Twoten (6) 4-dr., $1,250; 2-|the Board of Supervisors. Dorn, 
‘56 Two-ten 2-dr.. $1,000. | who initiated the resolution, stipu- 
*S4 Bel Air Hardtop, $720°. | lated that the program be reported 


‘= ee Air fdr... eases; rwo-ten 2-dr..,on before the National Air Pollu- 

; » «-ar., ° ‘ 

‘52 4-dr., $225°. $i75*; 2-dr, gisse,| tion Control Conference in Wash- 
$105, ington, Nov. 17-19. 

'S1 4-dr., $220. invi 

48 2dr. $165. Wallace Linville, head of the 


APCD’s automobile exhaust testing 
laboratory, is conducting the tests. 


CHRYSLER—'36 4-dr., $160. 
DeSOTO—'53 Powermaster sedan, $400. 





Highways of the Future— 


Elevated superhighways with monorails suspended beneath them may carry inter- 
city motorists and commuters in the year 2000 on a single rifle-straight “transporta- 
tion core in the sky." This concept will be introduced as an operating model in one 
of the General Motors exhibits at the Brussels Universal and International Exhibition 
of 1958. The superhighway-monorail system as envisoned by GM stylists is tri-level. 
The top two levels are fthree-lane, electronically controlled highways, one carrying 
vehicle traffic in each direction. Beneath the lower highway is suspended a two-way 
monorail commuter train system. 


| 
j 
j 


| 








| OLDSMOBILE 


"51 coupe, $255, $145*. 
"50 4-dr., $120*. 
CHRYSLER—’57 NY coupe, $2,340* 
Windsor 4-dr., $1,210. 
'53 NY 4-dr., $280* (ps). 
DODGE—’55 Royal (8) conv., $815* (ps). 

"54 Coronet 4-dr., $445°*. 

"53 Meadowbrook 4-dr., $165. 
*52 2-dr., station wagon, $100. 
FORD—’58 Custom (8) 300 2-dr., 
’57 Country Squire, $2,085* (ps); Fair- 
lane (8) 500 Victoria, $1,725* (ps), | 
$1,600", $1,590* (ps); conv., $1,605; 
4-dr., $1,450°; Custom (8) 4-dr., $1,-| 
200*; 2-dr., $1,100. | 

56 Fairlane (8) Victoria, $1,300*, $1,-/ 
145* (ps); 2-dr., $930, $855; Custom| 
(8) 2-dr., $800. 

’55 Fairlane (8) Victoria, $975, $800; | 
2-dr., $795*. 

54 Country sedan, 
2-dr., $465. 

"53 Custom (8) 4-dr., $340*, 
$200, $185; 2-dr., $225; Crest 
toria, $325*; Ranch Wagon, 

"52 Crest Victoria, $280, $205*; conv., 
$200; Custom (8) 2-dr., $240. 

*51 Custom (8) coupe, $160. 

’"5O 2-dr., $150. 

LINCOLN—’'55 Capri coupe, $1,190* (ps). 
MERCURY—’56 Monterey Hardtop, $1,250* 
(ps); Custom 2-dr., $1,005*. | 

’54 Monterey coupe, $675*. 

"51 4-dr., $195°*. 

NASH—’54 Ambassador 4-dr., 
~58 (88) 


(ps); 


$1,740. | 


$525; Custom (8) 
$330, $285, 
(8) Vic- 
$310. 


$275*. 


Super 4-dr., $2,- 


(ps). | 


150* 
"57 
"56 
"53 


"52 


(ps). 

(88) Super Holiday, 

(98) Holiday, $1,525* 

(88) 4-dr., $350* 

(88) Holiday, $100*. 

PLYMOUTH ’65 station wagon, $735; 

Plaza (6) 4-dr., $565, $450°*. | 
"53 station wagon, $275*, $245; 2-dr., 
$150; coupe, $110. 
*52 4-dr., $225. 

PONTIAC—’57 Chieftain 2-dr., $1,325°. 
"56 Star Chief Catalina, $1,280* (ps). 
"55 Chieftain 4-dr., $800°; Catalina, 

$795°. 
"54 Star 
wagon, $400*. 

RAMBLER—’58 Custom 4-dr., 
"57 Custom 4-dr., $1,450. 

"56 4-dr., $1,050°. | 
'55 station wagon, $925. | 


$2,2 
(ps). 


50° 


Chief 4-dr. $590°; station 


$2,195. 


"51 conv., $180. 
"50 conv., $140. 
STUDEBAKER — ‘'55 Commander 4-dr., 
$690°. 


’53 Champion 2-dr., $250. 
WILLYS—’'48 station wagon, $165. 
MISCELLANEOUS—'56 Ford panel, 

'55 Chevrolet %-ton, $800, $685. 

’53 Chevrolet %-ton, $235. 


OMAHA 


Richard Abel Auto Auction. Sale every | 
Thursday. Prices are for sale of Aug. 28. 
Market very active. 


$500. 


BUICK—’56 Super Riviera, $1,245*; Cen- 
tury Riviera, $1,225°. 
‘55 Super Riviera, $1,050° (ps), $975°; | 
4-dr., $900°; Special Riviera, $990°. 
'S4 Super Riviera, $715° (ps). 
53 RM 4-dr., $425° (ps). 
'S52 Super 4-dr., $155° (ps). 
CADILLAC—'56 (62) 4-dr., $2,150° (ps). 
"S51 (62) 4-dr., $650°. 
CHEVROLET—'58 Delray sedan, $1,475°*. | 
‘57 Two-ten sedan, $1,465*, $1,315, $1,- 
250°: One-fifty (8) 4-dr., $1,255; One-| 
fifty (6) 2-dr., $1,090. 
'56 Two-ten sedan, $1,270, $1,255°. 
'55 Bel Air (8) 4-dr., $900. 
54 Bel Air (8) Hardtop, $890°. 
’53 Two-ten 4-dr., $335°. 
'50 sedan, $175*, $135°. 
*49 2-dr., $140. 
CHRYSLER—'55 Windsor 4-dr., $1,190°. 
DODGE—'56 Coronet 4-dr., $1,100°. 
'53 Coronet (8) 4-dr., $370°; Hardtop, | 
$355°. 
EDSEL—’58 Ranger Hardtop, $2,020° (ps). | 
FORD—'58 Thunderbird, $3,380°; Retract- 


able Hardtop, $2,550° (ps) | 


'S7T Retractable Hardtop, $2,200° (ps); 
Fairlane (8) Victoria, $1,815° (ps); 
Custom (8) Ranch Wagon, $1,485°;| 
2-dr., $1,285. . | 

'56 Country sedan, $1,385*; Ranch Wag- 
on, $1,145*°; Custom 4-dr., $1,115", 


$865. | 
’55 Fairlane (8) Victoria, $1,125*; Coun- 


(ps). | 





try sedan, $1,050, $960°; Custom (8) 
2-dr., $700. 
HUDSON—'53 Hornet 4-dr., $230°. j 
KAISER—'53 4-dr., $395°. 
LINCOLN ‘53 Cosmopolitan Hardtop, | 
30°. | 
MERCURY—’57 Montclair Hardtop, $1,- 
860° 


'56 Custom Phaeton, $1,290*; Monterey 


sedan, $1,175° (ps). 
'54 Monterey Hardtop, $670°. 


’53 Custom Hardtop, $430°, $370°. 
"52 Custom coupe, ‘ 
NASH—'56 Ambassador 4-dr., $1,150°. 
OLDSMOBILE—'56 (88) 2-dr., $1,205°. 


’55 (88) Super sedan, $1,335* (ps); (98) 


4-dr., $1,315° (ps); (88) sedan, $1,- 
310° (ps). | 
’54 (88) Super 4-dr., $1,050° (ps); (88) 
4-dr., $685°. 
*51 (88) Super 4-dr., $155*, $105°. 
PACKARD—’53 4-dr., $310. 


PLYMOUTH—’57 Savoy (8) 4-dr., $1,420°; 
Savoy (6) 4-dr., $1,085°, $1,165. 
*56 Savoy (8) 4-dr., $970; coupe, $825*. 
RAMBLER—’55 station wagon, $1,150°. 
STUDEBAKER — '54 Commander station 

wagon, $470°. 
53 Champion sedan, $375. 
MISCELLANEOUS—’52 Chevrolet pickup, | 


$380. 
"50 Dodge pickup, $290. 
*48 Chevrolet pickup, $210. 


WAREHOUSE POINT, CONN. | 


Southern Auto Sales, Inc. Sale every) 
Wednesday. Prices are for sale of Aug. 27. 
’59s are just around the corner. To make} 
it a profitable year, stay with the market. 
Avail yourself of our facilities. Sold 99 
cars from 153 consignments. | 
BUICK—’'57 Special 2-dr., $1,500°. 

’55 Century Riviera, $1,150* (ps); Super 





Riviera, $980*, $935* (ps). 
"54 Super Riviera, $630* (ps). 
’53 RM conv., $350°. 
*52 Super Riviera, $185*; 
$165*, $140°. 
CADILLAC—’'55 (62) 4-dr., $1,625* (ps). 


Special 4-dr., 


"54 (62) conv., $1,360*° (ps). 

"50 (62) 4-dr., $320*. 

*48 (62) 2-dr., $120°. 

CHEVROLET — '57 Two-ten (8) station 

wagon, $1,600* (police); 2-dr., $1,325. 

*56 Corvette, $2,280; Two-ten (8) 2-dr., 
$1,000 (police); Two-ten (6) 2-dr., 
$850*. 


’55 Two-ten 4-dr., $780°. 

’°53 Bel Air Hardtop, $525; Two-ten 
conv., $425; 2-dr., , $255. 

"52 4-dr., $305, $250°, $245, $140, 

*S1 2-dr., $135*, $125, $105. 

"50 2-dr., $150, $110. 


(Continued on Page 42, Col, 1) 
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ae Zy ANODIZED! 
Anodized aluminum from Alcoa”! 


Plenty of punch in that word, too. It means tough, 
strong automotive trim that doesn't pit, peel or 
corrode. Prospects perk up when you tell them about 
anodized trim of Alcoa® Aluminum. It’s nationally 
advertised! 


ALCOA ALUMINU 
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COMPLETE line for all applications 
TULSA,POWER TAKE-OFFS 


The complete line of Tulsa Power Take-Offs means 
one brand — one inventory — of highest quality, 
top performance power take-offs. Our ten series — 
and the many models within these series — provides 
a power take-off for all types of work and for most 
transmission applications. Application information 
for all trucks is revised annually—or more often when 
necessary — and is available when new truck models 
are released. For a complete line — with maximum 
interchangeability — it's Tulsa Power Take-Offs! 


Tulsa Winch 


DIVISION OF VICKERS. INCORPORATED © TULSA, OKLAHOMA 


SAVE $1880.00 MONTHLY 


IN A PRODUCTIVE 10 MECHANIC SERVICE OPERATION 
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On the Financial Front 


Goodyear Tire & Rubber Co. re- 
ported second-quarter sales up 10.2 
percent and indicated net earnings 
up 51 percent compared with the) 
first quarter of this year. 

Second-quarter sales totalled 
$339,751,605, compared with $308,279,- 
703 in the first quarter this year 
and $367,857,311 in the correspond- 
ing quarter last year. Indicated net 
earnings in the second quarter were 
$16,399,301, up from $10,857,506 in 
the first quarter. Indicated net earn- 


ings in the second quarter last year | $11,578,367 for the corresponding | 1957, Net sales increased to $35,-| 
period of 1957, and earnings to $17,- | 272,158 from $29,224,971 in the first} 


‘were $18,678,530. 
The semiannual report showed 


consolidated net sales of $648,031,- 
308, compared with $721,035,882 in 
the first half of 1957. Consolidated 
net income for the first six months 
amounted to $27,256,807, compared 
with $35,943,585 last year. 


+ * * 
3M Reports Sharp Increase 
In 2nd-Quarter Sales, Profits 


Marked improvements during the 
second quarter brought six-month 
sales to $176,261,592, compared with 


| 


420,083 for the second quarter of 
1957. 

Net earnings in the first half 
amounted to $2,316,837, compared 
with $5,369,595 in the first half of 
1957. Net sales in these respective 
periods were $64,497,129 and $90,- 
855,820. 


according to Minnesota Mining & 
Mfg. Co. 

Sales in the three months ending 
June 30 totalled $91,054,230, com- 
pared with $92,102,939, and earnings 
amounted to $9,747,291, compared 
with the record $10,000,799 for the 
corresponding period last year. 
First-quarter sales totalled $85,207,- 
362 and earnings were $7,899,374. 


* * * 


aa = > 
General Contract Earns 


| $1.4 Million in First Half 


° Operating earnings of General 
Second-Quarter Earnings | Contract Corp. totalled $1,439,232 in 


Quadruple, McLouth Says | the first half of 1958, compared with 


McLouth Steel Corp. reported | $1,448,307 in the first half of 1957. 
earnings in the second quarter of| Total resources of GCC’s banks, 
1958 rose to $1,862,800, from $454,037| finance, loan and insurance compa- 
in the first three months, Second-| nies were $368 million, up from $361 
quarter earnings compared with| Million at the end of 1957. 
$1,937,782 in the like quarter of a 

Hastings Mfg. 


Hastings Mfg. Co. reports net 


646,665, compared with $19,692,980, | quarter, but were under the $42,-! carnings of $183,900 after taxes 


Qlirer aha, 


PRODUGTION 
Ji 


GREY IRON@GASTINGS 


ONE OF THE NATION'S 
LARGEST AND-MOST MODERN 
PRODUCTION FOUNDRIES 


ESTABLISHED 


iR-Eods 


THE WHELAND COMPANY 


FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 


in the first six months of 1958, 
equal to 17.4 cents per share, In 
the comparable 1957 period, the 
company had a net loss of $125,- 
287 due to the sale of its jobbing 
foundry business in Muskegon, 
Mich., which resulted in a non- 
recurring business loss amounting 
to $539,622. 


Sheller Reports Loss 


Of $163,832 in Half 

Consolidated net sales of Sheller 
Mfg. Corp. for the six months 
ended June 30, 1958 amounted to 
$12,852,521 as against $22,375,385 for 
the corresponding period of the 
preceding year. Because of a sec- 
ond quarter operating loss, there 
was a loss, before tax credit, of 
$341,712 for the 1958 first half, as 
compared with a pre-tax profit of 
$2,412,163 for the corresponding 
months of 1957. 

Net loss for the six months ended 
June 30, 1958, after tax credit, was 
$163,832, equivalent to 17 cents per 
share on the 953,280 shares of com- 
mon stock currently outstanding. 


| ‘This compares with a 1957 first-half 


net incom2, after taxes, of $1,152,- 
963, or $1.21 per share, calculated 


on the same basis. 


* * + 


Tidewater Notes Sharp Dip 


In Consolidated Net Income 


Tidewater Oil Co. reported con- 
solidated net income for the first 
six months of 1958 amounted to 
$279,000, compared with $21,569,000 
for the similar 1957 period. 

First-half revenue totalled $266,- 
366,000, compared with $312,885,000 
in the corresponding period a year 
ago, Tidewater said. 


GAC Report 


ports Drop 


In Six-Month Net 


General Acceptance Corp., Allen- 
town, Pa., reported that its business 
volume in the first six months of 
1958 totalled $91,123,783, compared 
with $96,164,065 in the like period a 
year ago. 

Net income in the first half 
amounted to $695,656, said F. R. 
Wills, GAC president, compared 
with $1,128,873 in the similar period 
of 1957. 

“Business during the balance of 
the year is expected to show im- 
proved results, recovering much of 
the decline in the first six months, 
Wills said in his report to stock- 


holders. 
> > 


Sales, Earnings Dip 
For Sealed Power 


Sealed Power Corp., Muskegon, 
Mich., reported earnings of $243,- 
000 on sales of $8,993,000 for the 
first six months of 1958. In the 
corresponding period last year, 
the firm earned $672,000 on sales 
of $11,356,000. 

Paul C. Johnson attributed the 
sales dip to reduced automotive 
production. Replacement sales 
show a moderate improvement 
over 1957, he said. 

Johnson predicted an upswing 
with the introduction of the °59 
automobiles and added: “With 
improved general economic con- 
ditions and favorable customer 
acceptance of the new models, 
this trend could continue on into 


the next year.” 
7 . > 


First-Half Income Down, 


General Finance Reports 


General Finance Corp. reported 
net income after taxes for the six 
months ended June 30, amounted to 
$1,477,000, compared with $1,549,000 
for the simialr period in 1957. 

Total retail volume for the six- 
month period amounted to $48,951,- 
000, a drop of 21 percent from $62,- 
078,000 for the similar period last 
year, but greater than the $47,480,000 
for the like period in 1956. 

+ * + 


U. S. Rubber Nets 
$8.7 Million in Half 


United States Rubber Co. reported 
a net profit for the first six months 
of $8,696,611, compared with $18,- 
140,234 in the corresponding period 
of last year. 

Net sales for the first half came 
to $403,100,995, compared with $451,- 
298,696 in the first half of 1957. 

Net profit for the second quarter 
was $4,805,912, compared with $3,- 
890,699 in the first quarter. 





see @rediowoart 


ANY WAY YOU LOOK AT IT, you get a clear 
view of the news in The Inquirer. Fresh make- 
up, new format and dramatic type changes 
provide a readable, eye-catching first page. 
And these important improvements are appar- 


ent on every page. Significant news and vital 
information, clearly presented, earn for The 
Inquirer highest readership in Delaware Valley, 
according to recent studies. And this readership 
extends to your advertising, too. 


The Philadelphia Prguirer 


Constructively Serving Delaware Valley, U. S. A. 
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NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
ROBERT T. DEVLIN, JR. EDWARD J. LYNCH RICHARD I. KRUG FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
342 M nm Ave. 20 N. W: Drive Penobscot Bidg. 155 Montgomery St. 3460 Wilshire Boulevard 
Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 


county Retail Trading Area. . . 
home of 5,200,000 people... 
Philadelphia is the hub. 
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AUTOMOTIVE NEWS, SEPTEMBER 8, 1958 


(ps). 
’51 coupe, $190*. 
a. © DeSOTO — ‘56 Fireflite Hardtop, $1,610* 
(ps). 
Used-Car Auction Prices jj ::"tscsone snoruman, g1270° 0. 
’53 Firedome sportsman, $400*. 
'52 Firedome 4-dr., $320* (ps). 
DODGE—’57 Royal (8) sport coupe, $1,- 
700*. 
(Continued from Page 39) '56 Coronet 2-dr., $955*. 
’53 Coronet station wagon, $690. 
’ Y 4-dr., $1,100° (ps). '55 (62) 4-dr., $1,590° (ps). "52 coupe, $245°. 
ET Winaser "aie $550° (ps). ’53 (62) conv., $850* (ps). "51 4-dr., $205, $155, $125. “ , 
DeSOTO—’53 Custom 4-dr., $385°. CHEVROLET—’58 Impala (8) sport coupe,| FORD — '58 Thunderbird, $3,655 A el 
DODGE—’54 Meadowbrook 4-dr., $320 $2,425*; Bel Air (8) 4-dr., $2,170°; Country sedan, $2,350 fP8); ee 
*51 Coronet Hardtop, $175°*. Delray 4-dr., $1,975*; 2-dr., $1,760. (8) 500 Hardtop, $2,295 (ps) ’ 
FORD—’58 Custom (6) 300 2-dr., $1,675. '5S7 Bel Air (8) sport coupe, $1,945*; 7 (ps); Custom (6) 2-dr., $1, S eee, 
’57 Fairlane (8) 500 conv., $1,700* (ps); conv., $1,890*, $1,785*; Hardtop, §$1,- 57 Country sedan, $1,980*, $1, 3 


Fairlane (8) 500 Victoria, $1,810*; 4- 
dr., $1,670* (ps); coupe, $1,495*; Fair- 
lane (6) coupe, $1,305*; 4-dr., $1,545°; 


920* (ps), $1,895°, $1,850°; 4-dr., $1,- 
780° (ps), $1,750° (ps); 2-dr., $1,730°; 
Two-ten 2-dr., $1,440, $1,425. 


9 pass. Country sedan, $1,110 (police); 
Custom 300 4-dr., $1,375*, $1,090. 


’56 Ranch Wagon, $1,090; Custom (8) 


2-dr., $935; Main (6) 2-dr., $770, $690. 56 Bel Air 4-dr., $1,445*; Hardtop, — 300 2-dr., $1,295*, $1,260, $1,- 
, ountry sedan, $1,025; Fairlane (8) $1,185* (ps); Two-ten (6) coupe, §$1,- 4 . ; 
"2 on v., "5940"; Victoria, $825° (ps), 310°; 4-dr., $1,205*, $1,050*, 56 Country sedan, $1,320*, $1,300°; —. 
$760*; Ranch Wagon, $900*, $825. ‘55 Bel Air sport coupe, $1,395* (ps), lane (8) Victoria, $1,295 (ps); = r., 
’54 Custom 2-dr., $585*, $450°. $1,140*; 2-dr., $1,110*; One-fifty 4-dr., — $1 oe), $1,195* (ps); Custom 
: Custom 2-dr., $365*; 4-dr., $280°*. $620. far. ‘ . : 
82 Custom 4-dr., $420, $255, $110; Main ‘53 Two-ten 2-dr., $445, $390°. —_ $2,000*; Country sedan, 
: i 55°; ‘ . ; 
on ade ee eee “00 a as a oe '54 Crest 4-dr., $820*, $725*; Victoria, 
MERCURY — '58 Parklane conv., $2,460*° "650 4-dr., $220°. > io Custom 2-dr., $670; 4- 


(ps) 


: CHRYSLER—'57 Windsor sport coupe, $1,- 
56 Custom Hardtop, $1,080. 


Custom 4-dr., 
950° (ps), $1,950°. : . 


’52 station wagon, $500*; 
$275*; Main 2-dr., $230. 





’55 Custom 2-dr., $300. 54 NY 4-dr., §850° (ps). J oe —o 
'54 Custom 4-dr., $525°. 63 NY 4-dr., $480*, $440*; 2-dr., $325° —— $255°; 2-dr., $255°; 4-dr., 
‘53 Monterey oe wagon, se. ~ - gh tte tame 
NASH—'51 Ambassador 2-dr., , ° 2dr. § b ~~ 
OLDSMOBILE—'56 (88) Holiday, 2 at $1,- Pontiac A int s MERC URY 81 Monterey Hardtop, $1,925°, 
350°; 2-dr., $1,300. ppo ‘56 Custom coupe, $1,180*, $1,110°. 


"53 (88) 4-dr., $360°. 


dr., $3 : . . + | °55 Montclair coupe, $1,290* (ps); Mon- 
PACKARD — "55 Carribean conv. 450°) Distribution Chief | “tere coue, “sis; ‘conv. $1,010" 
; " pas ey : : | (ps); Custom coupe, $815°*. 
PLOT ese” | PONTIAC.—George S. Beem has| ‘53 Monterey 4-dr., $468. 
‘56 Bavoy 4-dr., sri : been appointed director of car dis-| 3a tO eee OT gsos 
"56 Belvedere 2-dr., $740. tribution for Pontiac, acc 4 _ s °; 
ses Retvesere S65. G00. ee , according to| OLDSMOBILE—'57 (88) Holiday, $1,950*; 


(88) Super 4-dr., $1,875*. 
"55 (98) Holiday, $1,545* (ps); 
dr., $1,155*. 
"52 (98) Holiday, $420° (ps). 
"50 4-dr., $175°. 
PACKARD—'55 Panama coupe, $255°*. 
"51 4-dr., $165°. 
PLYMOUTH—'57 Belvedere (8) coupe, $1,- 


Frank V. Bridge, general sales| 
manager. He suc- 
ceeds E. R. Pet- 
tengill, who has 
become assistant 
general sales 


"62 4-dr., $135. 

PONTIAC—’'56 Star Chief Hardtop, $1,015°. 
*55 Chieftain 4-dr., $870. | 
'53 Chieftain 2-dr., $380°. | 
'52 Chieftain 4-dr., $120. 

RAMBLER—' 54 Hardtop, $460. | 
'53 Hardtop, $375. | 


(88) 2- 








— ‘56 Commander 4-dr., manager. 775* (ps); 4-dr., $1.770*. $1,690° (ps): 
; : -dr., $1,390*, $1,200°; Pi 
55 Commander oe., $415. aaa — the fon hee ‘si = $ aan 

"53 Champion 4-dr., $225. sion’s ome ° a s : : 1.300*: Sa 
WILLYS—'53 Aero Lark 2-dr., $140. | office in Pontiac = . wagon, $1, ; voy 
a eg ge ae followi | °SS Belvedere 2-dr., $905*; 4-dr., $820°; 

stake, $710; Ford \%-ton pickup, $550./ ° ow ng 13) Plasa (6) 2-dr., $085. , 
"62 GMC %-ton pickup, $405. years’ experience, +54 Belvedere 4-dr., $595*; Suburban, 
as product dis-| — $510. 
SEATTLE tributor with| "53 coupe, $445, $410, $365°, $340. 


"S52 Suburban, $395. 
PONTIAC—'57 Safari, $1.995*. 
"54 Star Chief conv., $800* (ps); coupe, 
$645° 


G. 8. Beem General Motors’ 
Buick-Oldsmobile-Pontiac Assembly 
division in Atlanta. 


South Seattle Auto Auction. Sale every 
Wednesday. Prices are for sale of Aug. 27. 
Sold 172 cars from 307 consignments. 


BUICK — ‘56 Century Riviera, $1,495*; 'S3 Chieftain 4-dr., $405*, $385°. 
Super Riviera, $1,475° (ps). A graduate of General Motors’ «5; station wagon, $395°. 
"54 RM conv., $885* (ps); coupe, $685*| Institute in Flint, Beem has served) RAMBLER—’57 (6) station wagon, $1,830°*. 
. 


(ps); Century 4-dr., $855 

"S52 Special 2-dr.. $185. . 
"S51 Super coupe, $240°; RM coupe, $115*. 
CADILLAC—'57T (62) conv., $3,770° (ps). 


‘55 Cross Country, $1,160°, 
‘51 conv., $270°. 
STUDEBAKER — ‘53 Land Cruiser 4-dr., 
$445". 


GM with Cadillac, Motors Insurance $1,115°. 


Corporation, Eastern Aircraft, and 
B-O-P. 








Automobile Dealers! 


Now a COMPLETE line of economy cars... 













BMW (Isetta) “600” WINS CALTEX TROPHY VICTORY 


CALTEX Economy Run at Hockenheim, Germany 


725 miles at 60 mph continuous run ¢ 45 miles per gallon 


The Economy Run consisted of a continuous 12-hour-run and 6 BMW “600” at the start 
and 6 at the goal, no break downs. BMW (ISETTA) “600” closed with first prize. 


Complete Line Under $1400 pio, | st co mista 
us. pistrisutors FADEX COMMERCIAL CORP. Established 1939 


e ALL AIR COOLED ENGINES 
EXECUTIVE OFFICES = NEW YORK SPARE PARTS CENTER WESTERN DISTRICT OFFICE AND PARTS CENTER 


487 Park Avenue 421 East 91st Street 319 Van Norman Road 

New York 22, N. Y. New York 28, N. Y. P.O. Box 442 

Plaza 1-7200 TRafalgar 6-7010 Montebello, California 
RAYmond 3-1348 





"52 4-dr., $165°. 
WILLYS—’53 station wagon, $620*. 
’51 station wagon, $400* 
MISCELLANEOUS—’ 56 
$845*. 
‘5S Ford %-ton pickup, $745. 
‘52 Ford %-ton pickup, $475. 
*51 Chevrolet %-ton pickup, $480. 
’46 Ford wrecker, $330. 
'40 Dodge 1%-ton, $200. 


VALDOSTA, GA. 


Tom Hewitt Auto Auctiori. Sale every 
Friday. Prices are for sale of Aug. 29. 
There was plenty of clean cars here that 
sold for the high dollar. 


Ford Courier, 


BUICK—’57 Super Riviera, $2,180*° (ps); 
Special 2-dr., $1,500°. 
’56 Special Riviera, $1,325*; 2-dr., $1,-| 
300*. 


"54 conv., $680*. | 
CADILLAC—’56 (62) Hardtop, $2,325°. 

55 (62) 4-dr., $1,575* (ps). 
CHEVROLET—’58 Bel Air (8) 4-dr., $2,- 


030* (ps); Biscayne 4-dr., $1,800*. 
’57 Bel Air Hardtop, $1.720*, $1,700*; | 
conv., $1,550*° (ps); 2-dr., 


$1,400°. 

56 Bel Air Hardtop, $1,470*, $1,185*; 
station wagon, $1,000°. 

’'55 Two-ten Delray, $800; 4-dr., $725; 
2-dr., $690; Bel Air sedan, $600, $455. 


’54 Bel Air 2-dr., $555; Two-ten 4-dr., 
$525°. 
’53 Bel Air 2-dr.. $425; Two-ten 4-dr., 


$400*; 2-dr., $285. 
*52 2-dr., $290. 
"51 4-dr., $240. 
"50 sedan, $125. 


CHRYSLER—'55 Windsor 4-dr., $830*. 
"54 NY sedan, $450*. 
DeSOTO—’57 Firedome 4-dr., $1,640°*. 


‘56 Firedome 4-dr., $1,250*. 
DODGE—’58 Royal Hardtop, $2,440*. 


’57 Royal 2-dr., $1,600°, 
"55 Royal 4-dr., $920° (ps). 
"52 2-dr., $105. 
EDSEL—’58 Pacer conv., $1,970* (ps); 4- 
dr., $1,900°. 
FORD—'57 Thunderbird, $2,650*°; Fairlane 
(8) 500 Hardtop, $1,660*, $1,500; 


Ranch Wagon, $1,350; Custom 300 4- 
dr., $1,300°; 2-dr., $1,200. 

"56 Fairlane (8) conv., $1,365*; Hardtop, 
$1,355* (ps); Town Sedan, $1,040*; 
Custom 4-dr., $1,075°. 


"55 Custom 4-dr., $820; Fairlane 4-dr., 
785. 

"54 Ranch Wagon, $660; Main sedan, 
$360. 


"53 2-dr., $190°. 
"52 Victoria. $365. 
"51 4-dr., $305; 2-dr., $140. | 
"50 4-dr., $165. 
LINCOLN—'55 Capri 4-dr., $840° (ps). i 
MERCURY—'5S station wagon, $2,700°. | 
"57 Monterey 2-dr., $1,495*. j 
"55 Monterey 4-dr., $725°. } 
"54 Monterey 4-dr., $600*. j 
"51 4-dr., $325. 
OLDSMOBILE—'5S (88) Holiday, $2,700*. 
‘ST Fiesta station wagon, $2,450°*. 
"56 (88) Holiday, $1,.540°; coupe, $1,260°. | 
"55 (88) 2-dr.. $650°. 
PLYMOUTH—'58 2-dr. station wagon, $1! 
| 
| 





730. 
"53 sedan, $325. 
"52 2-dr., $175. 
PONTIAC—'56 Chieftain Hardtop, $1,285°*, | 
$1,210°. | 
"55 Chieftain 4-dr., $900°. 
"54 Star Chief 2-dr., $450°. | 
RAMBLER—'56 4-dr. station wagon, $1,-/ 
355°. | 
WILLVS—'51 Jeep, $130. 
MISCELLANEOUS — ‘58 Chevrolet %-ton 
pickup, $1,150. 
‘56 Ford %-ton pickup, $800. 
"52 Ford pickup, $350. 
"51 Chevrolet %-ton pickup, $310. 
* * . 


— Auctions in Brief — 


WEST PALM BEACH, FLA. 

West Palm Beach Auto Auction. Sale! 

every Thursday (Aug. 28). Good clean cars 

are taking care of themselves in the auc- 

tion ring. Strong on clean '53 to '56 models. 

Soft on ‘57 and ‘58s. 
> 


NEW YORK 

Skyline Auto Auction. Sale every Tues- 
day (Aug. 26). Market ts very steady on 
good clean units. Below average units mov- 
ing, but strictly at a price. Consignment | 
light here this week. Sold 87 cars from! 
114 consignments. 
. 





FLINT 
Flint Auto Auction. Sale every Wednesday | 
(Aug. 27). Market still holding at previous 
levels with some fluctuation on "58 models. 
Still a scarcity of cars in this area. Sold 
148 cars from 214 consignments. 
>. . . 


BUFFALO 
Thruway Auto Auction. Sale every Tues- 
7 ae 26). Sold 68 percent of 192 units 
offered. 


. 
JENISON, MICH. 

Grand Rapids Auction. Sale every Mon- 
day (Aug. 25). Market definitely softer. 
Buying more on selective basis. No one 
seems to want to load their lot at present 
market, Sold 114 cars from 173 consign- 
ments. 

>. > . 


PA. 
Manheim Auto Auction. Sale every Friday 
(Aug. 29). Sold 78 percent of 575 con- 
signments. 


Use of Rubber 
Dips for Month 


NEW YORK.—Consumption of 
new rubber in the U. S. during July 
amounted to 98,182 long tons, com- 
pared with 107,413 long tons in 
June. The Rubber Manufacturers 
Assn. said the decrease reflects 


partially the plant shutdowns for 
vacations. 





34,417 long tons of natural rubber. 
The June figures were 69,806 long 
tons of synthetic and 37,607 long 
tons of natural. 

Production of synthetic rubber 
was 77,085 long tons in July, com- 
| pared with 74,050 long tons in 
June. Reclaimed rubber consump- 
tion was estimated at 19,000 long 





| 12” x 18” flags in 6 colors from 75¢ to $1.30 


| 60-day guarantee. 





The July total consisted of 63,765 | 
long tons of synthetic rubber and || 








tons in July, compared with 20,652 
in June. 


FORD AND 

CHEVROLET 

DEALERS: 
WE NEED 


1958 CARS 


@ Relieve Your Inventory! 
@ Step Up Sales Volumel 
@ Plan on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cers Are Located 


In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 





SAVE ON 
LL 


AS LOW AS 75¢ PER 30-FT. SET 
Buy pennants direct from the manufacturer and 
save both time and money. 30-ft. set of twelve 


per set, including only pennants made with full 


FREE CAR LOT DISPLAY CATALOG 


Shows wide variety of ovtdoor display items 
manvfactured and sold direct by Proatt— 
pennants, banners, posters, vertical and mobile 
displays, and letter-banners. Write for your 
copy. 


For lower prices, faster delivery and 
gvoronteed quality, buy direct from . . . 


The Pratt Poster Co. 


PRINTCRAFT BUILDING © INDIANAPOLIS 4, IND. 


Should Deposits 
Be Refunded ? 


You'll find the 
answer to this 
and countless 
other questions 
in Martin H. 
Bury’s remark- 
able new book, 
“The Automo- 
bile Dealer.” 
The book is al- 
ready in its sec- 
ond printing 
and has been hailed as the “bible” 
of its field. Use coupon to order 
now. If, after 10 days, you are not 
convinced that this book belongs 
on your shelf for permanent ref- 
erence, return it and we will re- 
fund your money! Order now, 
before it slips your mind! 












| PHILPENN PUBLISHING COMPANY 
1750 N. Broad St., Philadelphia 21, Pa. 


Send copy (copies) of the new book, 
“The Automobile Dealer 


( | enclose check covering books at 
$5.20 each 





0 Send books C.O.D., plus postage 


Street. 
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great and 


irs 
urge 


The isolated facts are, in themselves, cold and hard, black and 
white. It is only when you gather and sort them, when fact builds 
on fact, that you begin to feel the swelling surge of The Saturday 
Evening Post. 


@ 38 per cent of all ad pages in mass-weekly magazines during the 
first six months of 1958 went into the Post. The Post is the only 
magazine in its field to increase its share of market this year. 


@ The Post dominates the mass-weekly field in advertising pages 
on automotive products... home building... travel and resort... 
insurance ... all foundations of the economy. In food advertising, 
the Post shows a solid 13 per cent gain in revenue for the first 
six months of 1958 — the orily magazine in its field to show a gain. 


e New advertisers are streaming in—32 in the third quarter, 27 
more (so far) in the fourth quarter. 


© The fourth quarter is off to a bang-up start. October advertising 
space now on the books is a healthy 8.4 per cent ahead of this time 
last year. 


e Advertisers are putting more multi-page spectacular units and 
industry promotions in the Post than in any other magazine. 


© Post circulation is at an all-time high. In the last two years alone, 
the Post has added 5,000,000 more readers—a gain 1,000,000 
greater than that of the other large weekly. 


eIn a major media research breakthrough, Alfred Politz proved 
your ad page in the Post is exposed to Post-Influentials more than 
29,000,000 times. 

Fact builds on fact. And those 
above are not all of them. The 
tide is running stronger, flowing, 
faster, rising higher today than 
ever before in Post history. 


The Saturday kvening 


POST 
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roof sed., $2,019; 2-dr. sunroof sed. (auto-; VSS Italia hardtop, $3,085. (Heater stand- VAUXHALL — Victor — 4-dr. sed., $1,- 

































































matic clutch), $2,119. Granturisme 750—/ ard on all models.) 957.50; 4-dr, 2-seat stat, wag., $2,370. 
2-dr. sed., $2,568. (Heater standard on all SUNBEAM—Rapier—2-dr. hardtop, $2,-| (Heater standard on both models.) 
models. ) 499; conv., $2,649. VOLKSWAGEN—2-dr, sed., $1,545; 2- 


SIMCA—Aronde Series — Deluxe 4-dr. TAUNUS — Standard—4-dr. sed., $2,-| dr. sunroof, $1,625; conv., $2,045; Kombi 
sed., $1,645; Elysee 4-dr. sed., $1,745; | 108.50; 2-dr. sed., $2,016.50; Combi-wagon, | (8-pass.), $2,020; stat. wag., $2,120; de- 
Montihery 4-dr, sed., $1,810; Grand/| $2,225. Deluxe—4-dr. sed., $2,254.50; 2-dr.| luxe stat. wag., $2,576; deluxe camper, 
Large 2-dr, hardtop, $1,980; Grand Large| sed., $2,162.50; Combi-wagon, $2,371. $2,737. Karmann Ghia—cpe., $2,445; conv., 
Special, $2,030; Chatelaine 2-dr, stat, wag., TEMPO — Matador — 12-passenger stat. | $2,725. (Heater standard on all models.) 
$1,875; Plein Ciel sport cpe. $2,795; | wag., $2,575; 9-pass. stat. wag., $2,495; VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. 
Oceane conv., $2,995, Vedette V % Series—| 6-pass, stat. wag., $2,425, (Heater stand-| wag., $2,490. (Heater standard on both 
Trianon 4-dr, sed., $1,999; Versailles Sune ae re ° ‘ ‘ $2 oe anene sane Obs. oot, a 

. .| sed., $2,199. (Heater standard on lein PET — Crown 4-dr. sed., 222. RG—S a -ar. * _ 

The following ee eee c=: ooo dua} “Fredo nae Ciel and Oceane.) (Los Angeles port-of-entry price.) 688; deluxe 4-dr. sed., $1,799; coupe, $2,- 
a “a. tx | cat, wag. (ie), 20 "| sg RmOBA—O-440 Getune cod., $1,600; &-| | EREUREE 4-2. oot. 91,000; Str. chat. | 100; spare agg Oy Sg hg 

r ° z : 445 deluxe sed., $1,787; SS-450 sports| wag., $1,899. TR-3 (sports cars)—sof . -ar. - wag., ’ ; 4-dr. . “7 
and import duty. They do SS ae ae ee sommes ete: “ton. conv., $2,395; VSS Italia conv., $2,985;| $2,675; hardtop, $2,835. $2,085. 

‘emergency freight charges, * . , ’ ’ a ' 
portation fees, state and local taxes or | sed. (automatic transmission and power 
optional equipment, Se. $5,835. 3.4 he jaan ton. 

wi rive and disk brakes), $4, 50; (auto- 

(Copyright, 1958, by Automotive News) matic transmission and disk brakes), $4,- 
ALFA ROMEO—Glulietta—Spider, $3,-| 642.50. XK-150—cpe., $4,475; cpe. (auto- 
298; Super Spider, $3,686; Sprint Cpe.,| matic transmission), $4,725; conv., $4,595; 
$3,784; Veloce Cpe., $4,194. 1900 Series) conv. (automatic transmission), $4,845; 
Super Sprint Cpe., $5,883. 2000 Series—| roadster, $4,495; roadster (overdrive), $4,- 
4-dr. = $4,994; Spider roadster conv.,/ 660; roadster (automatic transmission), 


Port-of-Entry Prices 
On Imported Cars 


Current Prices on U 





$4,98 $4,745; ‘‘S’’ roadster (overdrive), $5,095. - | stat, wag., $4,030; 4-dr. 3-seat stat. wag., | $4,118. Station Wagons—2-dr. 2-seat Com- 
ARNOLT-BRISTOL— (Prices = te LANCIA—GC 2500; epe. or conv:, $6,575. utes pay ey "yA “Seteme $4,172. Ss Sait ean hardtop, $4071: muter, $3,035; 4-dr. 2-seat Commuter, 
Chicago)—Competition, $3,995; Bolide, $4.-| LLOYD —4-pass. sed., $1,295; 4-pass.| exeise tax amounts and suggested dealer | conv., $4,369. (TorqueFlite standard on | $3,105; 4-dr, 3-seat Commuter, $3,201; 2-dr. 
245; Deluxe, $4,995. 1 conv., $1,395; 4-pass, stat. wag., $1,345; delivery-and-handling charges. Not in- | Fireflite and Adventurer. Power brakes | 2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
ASTON-MARTIN —DB2 Mark I Cpe.,/¢-pass, stat. wag., $1,545; 6-pass, stat. cluded are variable items passed on to | standard on Adventurer.) ger, $3,635; 4-dr. 2-seat Colony Park, 
$7,550; conv., $8,190 1,.| “88 (long wheelbase), $1,645. the retail buyer, such as State and local DODGE — Coronet Six —4-dr. sed., $2,-| $3,775. (Multi-Drive Merc-O-Matic, power 
AUSTIN—A-35| Deluxe 2-dr. sed., $1,- LLOYD—600 Series—2-dr. sed., $1,395;| taxes, transportation charges and op- | 529.50; 2-dr. sed., $2,448.75; 2-dr, hardtop, | steering, power brakes standard on Park 
557; Piadhe 4-dr. sed., $2,214. =. gamest sed., $1,445; conv., $1,510;| tional equipment $2,571.50. Coronet V-8—4-dr. sed., $2,637; | Lane; Mere-O-Matie standard on Montclair, 
! -dr, 4-passenger stat. wag., $1,445; 2-dr. ‘ 2-dr. sed,, $2,556.25; 4-dr. hardtop, $2,764; | Voyager and Colony Park.) 
AUSTIN-HEALEY — Sprite — roadster,|4-passenger sunroof stat, wag., $1,500; (Copyright, 1958, by Automotive News) 2-dr. naraten. $2,679; conv., ec 50. OLDSMOBILE — Series 88 — 4-dr, sed., 





— so a rs Deluxe | 2-dr. 6-passenger stat, wag., $1,665; 2-dr.| BUICK—Special—4-dr. sed., $2,700; 2-dr. | Royai—4-dr. sed., $2,797; 4-dr. hardtop, | $2,837; 2-dr. sed., $2,772; 4-dr. hardtop, 
conv., $3,389. ¢ ter ndard on De-|¢.nassenger sunroof stat. wag., $1,730;|sed., $2,636; 4-dr. hardtop, $2,820; 2-dr.| $9915.05: 2-ar, bastion ' 92061. Custom | $2,971; 2-dr. hardtop, $2,893; conv., $3,- 
mane.) oanamre 2-dr, 6-passenger stat. wag. (long wheel-| hardtop, $2,744; conv., $3,041; 4-dr. 2-seat | Royai-4-dr, sed., $3,030; 4-dr, hardtop,| 221; 4-dr. 2-seat stat. wag., $3,284; 4-dr. 
AUTO UNION—*‘1000" cpe, deluxe, $2,-| base), $1,770; 2-dr. 6-passenger sunroof | stat. wag., $3,145; 4-dr. 2-seat hardtop | $3 142; 2-dr. hardtop, $3,071; conv., $3,298. | 2-seat hardtop stat. wag., $3,395. Super 88 


495. (Heater standard.) stat. wag. (long wheelbase), $1,850. stat. wag., $3,261. Century—4-dr. sed., $3,-| Regal Lancer—2-dr.. hardto’ $3,245.25. | —4-dr. sed., $3,112; 4-dr, hardtop, $3,339; 
BENTLEY—Series S — Standard Steel} mERCEDES-BENZ—180 4-dr. sed., $3,-| 316; 4-dr. hardtop, $3,436; 2-dr. hardtop, | station Wagons—2-dr. amt Suburban, | 2-dr. hardtop, $3,262; conv., $3,529; 4-dr. 
- Saloon, $13,450. (Automatic transmission, | 249; 1g0-D 4-dr. sed. (diesel engin e),| $3,368; conv., $3,680; 4-dr, 2-seat hardtop | 9970 25: 4-dr., 2-seat Sierra, $3,034.75:| 2-seat hardtop stat. wag., $3,623. Series 98 


power steering, power brakes standard.) | $3,517; 190 4-dr sed., $3,431; 190-SL road-| stat. wag., $3.831. Super—4-dr. hardtop,/4_4- 3-seat Sierra 176.25; 4-dr. 2-seat| —4-dr. sed., $3,824; 4-dr. hardtop, $4,096; 

Other models are custom-built and Vary! ster, $5,020; 190-SL cpe., $5,232 (with| $3,789; 2-dr. hardtop, $3,644. Roadmaster 75 | Custom Sierra, satis 25, 4-dr, 3-seat Cus-| 2-dr. hardtop, $4,020; conv., $4,300. Jet- 

considerably in price. removable hard or soft top, $5,416); 219| —4-dr. hardtop, $4,667; 2-dr. hardtop, $4,-| tom Sierra, $3,354.25. away Hydra-Matic, power steering, power 
BERKELEY — 328-c.c. roadster, $1,595) 4-dr sed., $3,823; 220-S 4-dr. sed., $4,283;| 557; conv., $4,680. Limited—4-dr. hardtop, EDSEL—Ranger—4-dr. sed., $2,592; 2-| brakes standard on Series 98.) 

in New York ($1,695 in Los Angeles. West| 220-S conv., $7,641; 300-0 4-dr. sed., $7,-| $5,112; 2-dr. hardtop, $5,002; conv., $5,125. dr, sed., $2,519; 4-dr, hardtop, $2.678; PACKARD — 4-dr. sed., $3,212; 2-dr. 


Coast is principal entry point). 559; 300-SL cpe., $8,905; 300-D 4-dr.| (Variable-pitch Dynafiow standard ‘on Cen- 2-dr. hardtop, $2,593. Pacer—4-dr. sed.,| hardtop, $3,262; 4-dr, 2-seat stat. wag., 
BMW — Model 502/3.2 — $6,198; Model| hardtop, $10,418: 300-SL roadster, $10,928;/tury and Super; Flight-piteh Dynfiow | ¢5 735. jae. bande, $2,863; 2-dr. hard-| $3,384. Hawk — 2-dr. hardtop, $3,995. 

503/8, $9,292. 300-SO conv. or roadster, $12,272. (Power) standard on Roadmaster 75 and Limited./t4, 2.805: conv., $3,028, Corsair—4-dr. | (Flightomatic and power brakes are stand- 
BMW ISETTA 300— sunroof, $1,048;| brakes standard on 219 sed.; sutomatic| Powering steering standard on Super, Road- hardtop, $3,425; 2-dr. hardtop, $3,346.| ard on all models.) 


cabriolet, $1,098. BMW (lIsetta) 600—5- | transmission standard on 300-0 sed. and| master 75 and Limited. Power Citation—4-dr. hardtop, $3,615; 2- ar — PLYMOUTH— (Prices are for six-cylinder 


Pass. sed., $1,398; sunroof sed., $1,487.| 300-D hardtop.) standard on Roadmaster 75 and Limited.) | top $3,535; conv., $3,801, Station W: nodels. For V-8s, add $107.) Plaza—4-dr. 
(Heater standard on all modeis.) METROPOLITAN — 2-dr, hardtop, $1.-| CADILLAC — Series 62 — 4-dr. hardtop, | Roundup —2-dr. '2-seat, $2,876. Villager sed., $2,169; 2-dr, sed., $2,117.50; bus. cpe., 
BORGWARD—Isabelia—2-dr. sed., $2,-| 626.10; conv., $1,650.10, | $4,891; 4-dr. extended-deck hardtop. $5,-/4-dr. 2-seat, $2,933; 4-dr. 3-seat, $2,990.| 52,028.25. Savoy—4-dr. sed., $2,304.75; 2- 
495; stat. wag., $2,685; Touring Sport, MG—MG “A’’—roadster (disk wheels),| 079; 2-dr. hardtop, $4,784; conv., $5,454; | Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3-| ur. sed., $2,254.25; 4-dr. hardtop, $2,- 
$2,845; Touring Sport Coupe, $3,750. $2,462; roadster (wire wheels), $2,546;| Sedan de Ville 4-dr. hardtop, $5,497; Coupe| seat, $3,247. (Automatic transmission | 399.50; 2-dr. hardtop, $2,328.50. Belvedere 
ae CITROEN 20V 4-dr, sunroof sed., $1,-|cpe. (disk wheels), $2,695; cpe. (wire| de Ville 2-dr. hardtop, $5,251. Eldorado— | standard on Corsair and Citation.) —4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 
298 (centrifugal clutch), ID-19—4-dr, sed.,| wheels), $2,785. Magnette—4-dr. sed., $2,-| Seville 2-dr. hardtop, $7,500; Biarritz conv., FORD — (Prices are for six-cylinder | t-dr. hardtop, $2,527.50; 2-dr. hardtop, $2,- 
$2,795 (air suspension), DS-19—4-dr. sed.,| 740. (Heater standard on Magnette.) $7,500; Brougham 4-dr. hardtop, $13,074.| models, For V-8s add: $107 for station | 456.50; conv, (V-8 std.), $2,762. Fury— 


$3,295. (Air suspension, heater, power) MORGAN—'‘‘Plus Four” cpe., $2,855. Sixty Special—4-dr. hardtop, $6,232. Series| wagons, Fairlane sedans and Fairlane 500|2-dr. hardtop (V-8 std.), $3,066.50, Sta- 
brakes, power s' . mutomatic clutch) MORRIS—4-dr. sed., $1,794; 4-dr. De-| 75—8-pass. sed., $8,460; 8-pass. limousine, sedans ona hardtops; $123 for Fairlane| tion Wagons (Suburbans)—2-dr. 2-seat De- 
standard on DS-19). luxe sed., $1,860; 2-dr. sed., $1,705; 2-dr.| $8,675. (Hydra-Matice, power steering, | hardtops: $137 for Custom 300.) Custem| uxe, $2,431.50; 4-dr. 2-seat Deluxe, $2, 
DATSUN—4-dr. sed., $1,799. Deluxe sed., $1,761; Tourer (conv.), $1,-| power brakes standard on all models.) 300—4-dr. sed., $2,109; 2-dr. sed., $2,055; | 485.50; 2-dr. 2-seat Custom, $2,553.25; 
DKW—4-dr. sed., $2.395: 2-dr. sed., $1,-| 689; Deluxe Tourer (conv.), $1,745; stat. CHEVROLET — ‘Prices are for six-/| business sed., $1,967. Fairlame—4-dr. sed.,|4-dr. 2-seat Custom, $2,607; 4-dr. 3-seat 
; 2-dr. hardtop, $2,195; stat. wag., $2,-| wag., $1,912; Deluxe stat. wag., $1, 967. | cylinder models. For V-88, add $107.) Del- | $2,275; 2-dr. sed,, $2,221; 4-dr. hardtop, | Custom, $2,747; 4-dr. 2-seat Sport, §2,- 
(Heater standard on all models.) (Heater standard on Deluxe models.) ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; | $2,418.73; 2-dr. hardtop, anne 12. Fair-| 759.75; 4-dr. 3-seat Sport, $2,899.75. 
FACEL-VEGA — 2-dr. hardtop, $9,750; NSU PRINZ—2-dr. sed., $1,398. (Heater|2-dr. util. sed., $2,013, Biseayne — 4-dr. | lane 500-—4-dr. sed., $2,427.72; 2-dr, sed., PONTIAC—Chieftain—4-dr, sed., $2,638; 
Excellence 4-dr. hardtop, $12,800. (Aute-| standard.) sed., $2,290; 2-dr. sed., $2,236. Bel Alr— | $2,373.72; 4-dr. hardtop, $2,498.72; 2-dr.|2-dr. sed., $2,573; 4-dr. hardtop, $2,792; 
matic transmission, power brakes, power) OPEL — Rekord — 2-dr. sed., $1,957.50.|4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. | hardtop, $2,434.72; conv., $2,649.88; re-|2-dr. hardtop, $2,707; conv., $3,019; 4-dr. 
windows, radio, heater are standard. ) Caravan—2-dr, stat. wag., $2,370. (Heater) hardtop, $2,511; 2-dr. hardtop, $2,447; 2-dr.| tractable hardtop (V-8 standard), $3,-| 2-seat stat. wag., $3,019; 4-dr. 3-seat stat 
PERRARI—‘‘250 Granturismo”’—Coupe, | standard on both models.) Impala hardtop, $2,586; Impala conv., $2,-| 162.69. Station Wagons — 2-dr. '2-seat| wag., $3,088. Super Chief—4-dr. sed., $2, 
ee 2-dr. Berlinetta (light car), $12,- PANHARD — 4-dr. deluxe sed., $1,995. | 734. Station Wagons—2-dr. 2-seat Yeoman, | Ranch Wagon, $2,396.76; 2-dr. 2-seat Del| 834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
Conv., $14,000. “250 California’’—j| (Heater standard.) $2,413; 4-dr. 2-seat Yeoman. $2,467; 4-dr.| Rio Ranch Wagon, $2,503.24; 4-dr. 2-seat | $2,880. Star Chief—4-dr. sed., $3,071; 4- 
Conv, $12,600. PEUGEOT — 403 —4-dr. sunroof sed..| 2-seat Brookwood, $2,571; 4-dr. 3-seat| Ranch Wagon, $2,450.76; 4-dr, 2-seat| dr. hardtop, $3,210; 2-dr. hardtop, $3,122; 
FIAT—s00 Series—2-dr. sunroof, $1,- | $2,175. | Brookwood, $2,678; 4-dr. 2-seat Nomad,| Country Sedan, $2,557.24; 4-dr. 3-seat/4-dr. 2-seat stat. wag., $3,350. Bonneville 








095. 600 Series—4-dr. stat. wag. $1,595;| PORSCHE — Speedster — 70 horsepower, | $2,728. Corvette — hardtop cpe. or conv.| Country Sedan, $2,664.24; 4-dr., 3-seat| —2-dr. hardtop, $3,481; conv., $3,586. 
2-dr. sed., $1,295; conv., $1,360. 1100| $3,215: 88 horsepower, $3,615; 115-125 (V-8 std.), $3,631. Country Squire, $2,793.90. Thunderbird RAMBLER — American — Deluxe 2-dr. 
4 sed., $1,683; 4-dr. = = ee Sse: — ~ ails: CHRYSLER — Windsor —4-dr. sed., $3,- = . standard )—2-door hardtop, $3,630.85; sed., $1,789; Super 2-dr. sed., te 

. Sertes—Gran Luce . ee power, rsepower 129; 4-dr. hardt 279; 2-dr. hardtop, 913.85. Deluxe Six—4-dr. sed., 047. Super —_ 
$2,253; Spyder conv., $2,498. 115-125 horsepower (Carrera), $5,665. — = ae = * 






















PERIAL — Imperial — 4-ar. sed., $4,-| 4-dr,. sed., $2,212; 4-dr. hardtop, $2,287; 
945; 4-dr. hardtop, $4,945; 2-dr. hardtop, 4-dr, 2-seat stat. wag., $2,506. Custom Six 
$4,838.50. Crown—4-dr. sed., $5,632; 4-dr.| —4-dr. sed., $2,327; 4-dr. 2-seat stat. 
hardtop, $5,632; 2-dr. hardtop, $5,388;| wag., $2,621. Rebel V-8—Super — 4-dr. 
conv., $5,758.50. LeRaron—4-dr. sed., $5,-| sed., $2,342; 4-dr. 2-seat stat. wag., $2, 
968.50; 4-dr. hardtop, $5,968.50. (Toerque-| 636. Custom — 4-dr. sed., $2,457; ‘sar. 
Fiite, power steering, power brakes stand-| hardtop, $2,532; 4-dr. 2-seat stat. wag., 
ard on all models.) $2,751. Ambassador — Super — 4-dr. sed., 
LINCOLN—Capri—4-dr. sed., $4,951; 4- | $2,587; 4-dr. 2-seat stat. wag., $2,881. Cus- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. | tem—4-dr. sed., $2,732; 4-dr, hardtop, $2,- 
Premiere—4-dr. sed., $5,565; 4-dr. hardtop, | 822; 4-dr. 2-seat stat. wag., $3,026; 4-dr 
$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, | 2-seat hardtop stat. wag., $3,116. 
power steering, power brakes standard on STUDEBAKER—Scoteman 6—4-dr., sed., 


(England)—Angila—standard 2-| Hardtep—70 horsepower, $3,830; 88 horse- 

@r.. sed., $1,442; deluxe 2-dr. sed., $1,-| power, $4,280; 115 horsepower (Carrera), 

539. Prefect—standard 4-dr. sed., $1,495; | $5,830. Comvertibie—70 horsepower, $3,915; 

deluxe 4-dr. sed., $1,639. Escort—2-dr.| 88 horsepower, $4,365; 115 horsepower 
stat. wagon., £1,629. Squire — 2-dr., stat.| (Carrera), $5,915. 

wag., $1,739. Consul—4-dr. sed., $2,012; RENAULT —4CV 4-dr. sed.. $1,345; 

conv., $2,351; 4-dr. stat. wag., $2,750.| Dauphine 4-dr. sed., , & 645. (Heater stand- 

. Sed., $2,193; conv., $2,552;| ard on both models conv., $5,603. (TorqueFlite and 
. stat. wag., $2,923. Zodine—4-dr. sed., RILEY—1.5 os. $2, 316. (Heater stand-| ing standard on Saratoga, New Yorker and 


$3,214; 4-dr. 2-seat stat, wag., $3,616; 4- 
$3,803. Saratoga— 
ber conv., $2,843; 4-dr. stat. wag.,| ard.) 300-D. Power brakes standard on 300-D.) 


dr, 3-seat stat. wag., $3) 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
d., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
power steer- 


Bus, $2,411. ROVER—90 4-dr. sed., $3,295; 1058 4- CONTINENTAL—4-dr. sed., $6,072; 4- 
GOGGOMOBIL.—400 sed., $1,160; Florida|dr. sed., $3,625 (overdrive); 105R 4-dr.|/ dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 


Sunroof deluxe, $1,280; Biep-In Van, $1,-| sed., $3,765 (automatic transmission and/conv., $6,283. (Turbe-Drive, power steer- | all models.) | $1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat. 
460; Coupe de Ville, $1,560 (Heater stand-| overdrive); 105R deluxe 4-dr. sed., $3,865) ing, power brakes standard on all models.) MERCURY—Medalist—4-dr. sed. $2,617; | wag., $2,055. Champion 6-—4-dr. sed., 
ard on all models.) (automatic transmission and overdrive). DeSOTO — Firesweep — 4-dr. sed., $2,-|2-dr. sed., $2,547. Monterey—4-dr. sed., | $2,253; 2-dr. sed., $2,189. Commander V-8 

GOLIATH—1100 Series — Standard busi-| (Heater standard on al! models.) 818.50; 4-dr. hardtop, $2,953; 2-dr. hard-| $2,721; 2-dr. sed., $2,652; 4-dr. hardtop, | —4-dr. sed., $2,378; 2-dr. hardtop, $2,493; 
ness sed., $1,995; Custom 2-dr. sed., $2,- ROLLS-ROYCE—Silver Cloud—Standard| top, $2,889.50; conv., $3,218.50: 4-dr. 2-| $2,840; 2-dr. hardtop, a; conv., $3,-/| 4-dr. 2-seat’ Provincial stat. wag., $2,644. 
088.80; Custom conv., $2,395; Custom 2-dr. | Steel Saloon, $13,750. (Automatic trans-| seat stat. wag., $3,266; 4-dr. 3-seat stat.| 081. Montelair—4-dr. sed., $3,236; 4-dr.| President V-8—Classic 4-dr. sed., $2,639; 


stat. wag., $2,287.80; " Empress Deluxe 2-dr.| mission, power steering, power brakes 

sed., $2,481.14; Tiger sport cpe., $2,834.98. | standard.) Other models are custom-built 

(Heater standard on Empress, Tiger and|and vary considerably in price, 

Custom models.) SAAB—*93B""—2-dr. sed., $1,895; 2-dr. 
MILLMAN—4-dr. Special sed., $1.699;| sed. (automatic clutch), 


wag., $3,408. Firedome—4-dr. sed., $3,085; 
4-dr. hardtop, ary 2-dr, hardtop, $3,- 
177.50; conv., $3,488. Firefiite — 4-dr. 
sed., $3,582.50: 4-dr. Sesion $3,731; 2-dr. 
hardtop, $3,675; conv., 


hardtop, $3,365; 2-dr. hardtop, $3,284; /| 2-dr. hardtop, $2,695. Hawks—Silver Hawk 
conv., $3,536; Turnpike Cruiser 4-dr.|6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
hardtop, $3.577; Turnpike Cruiser 2-dr.| 352; Golden Hawk V-8 2-dr. hardtop, 
hardtop, $3,495. Park Lane—4-dr. hard-| $3,252. (Overdrive standard on Golden 
top, $3,944; 2-dr. hardtop, $3,867; conv.,| Hawk. Heater standard on Scotsman.) 


$1,995; 2-dr. sun- $3,972; 4-dr. 2-seat 
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‘Jeep’ vehicles lead the field —71% of all commercial 4-wheel 
drive vehicles produced in the United States are ‘Jeep’ vehicles. 
The demand for ‘Jeeps’ is big and getting bigger all the time. 
This is an opportunity for you. This is your chance to... 


| MAKE MGRE PROFIT 


3 . , 
; ‘ - 
with the .§@ep Franchise 
, Compare your present profits with the profits you can make... and Make more profit on your present investment. If you’re an automo- 
; keep...as a ‘Jeep’ dealer. ‘Jeep’ dealers report average retained tive or truck dealer, you can add the ‘Jeep’ franchise to your present 


gross profits of $447.74 per sale—after washout! This kind of line with practically no increase in overhead! ‘Jeep’ vehicles will 
profit can be yours—with the ‘Jeep’ Dealer Franchise. expand your market to a wide range of new prospects in business, 
public service, agriculture and related fields. Along with high re- 
tained profit on ‘Jeep’ vehicles, you'll make extra profits on parts, 
service and ‘Jeep’-Approved equipment. When a ‘Jeep’ owner has a 
new job to do, he returns to his ‘Jeep’ dealer for special equipment. 


Retain higher gross profits. As a ‘Jeep’ dealer, you will not be com- 
peting with every other dealer in town on trade-in overallowances 
and discounts. For many jobs in agriculture, industry, public service 
and business, only ‘Jeep’ 4-wheel drive vehicles have the extra trac- 


tion to get the job done better and faster. In addition, 40.2% of all Get all the facts. Learn how the ‘Jeep’ franchise can increase your 
reported ‘Jeep’ sales are clean deals, and the constant demand for profits, either added to your present line—or as your exclusive 
trade-in ‘Jeeps’ regularly brings prices well above book value. line. Just fill out and mail this coupon. 
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4-WHEEL DRIVE VEHICLES Wills Motors, Inc, Tolode 1, Obie " 
KEEP AMERICA ON THE MOVE Yes, without obligation, I’m interested in learning the detailed facts about the i 
® 


‘Jeep’ family franchise. 
eRe 34 pattahroeretin gS to scpist pariagomt rs 
I gai ir aes a ca a ee nr eee 
KAISER 


ae WILLYS CrP YATE 
Tune in “MAVERICK” MOTORS BUSINESS —_—S&@POSSITION 


every Sunday night! ...one of the growing Kasser industries a 
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tories, Inc., have formed Federal| sion of Rockwell-Standard. 

Electronic Products, Inc., at 1380) Oe Se 

Pompton Ave. here. 
The firm will manufacture gun | 















































General Carbonic Sold | Co. 


CHICAGO. — Cardox Corp. has ° ° 
purchased a controlling interest in Arvin Boosts Production 


General Carboni , Cl i i 
Lite Adds Studebaker-Packard— abt eee eee ee eee ee 





























automobiles. C. D. Little sr. signs the sales agreement as H. P. Cherry, standing, from 











Little, secretary and treasurer, look on. Little has been in business for 40 years, aj] NEW YORK.—Rockwell-Standard | visions. 


















































































































__, LININGS 


lick HEAT and WEAR brake problems 
for your customers... 


build a bigger brake service business for you! 


New improved Raybestos Linings can bring you your 
share of the booming brake service business. Thanks to 









































new materials and manufacturing processes, these linings USE THE 

; a POINT 
give your customers the six vital performance charac- 
teristics they need: greater heat resistance, greater fade BRAKE 
resistance, increased braking power, longer life, really quiet CHECK 


operation, positive safety. 

Available bonded or riveted for every make and model 
car, Raybestos Brake Linings work equally well for both 
power and manually operated brakes. So take advantage 
of this opportunity to build a bigger brake service 
business. Always put Raybestos linings on your cus- 
tomers’ cars. 


includes adjustment 

1. Pull front wheels, inspect linings 

2. Check brake drums 

3. Inspect front wheel bearings 

4. Clean brake assembly 

5. Check hydraulic system 

6. Adjust brakes or recommend reline 

7. Road test brakes 

You get paid for every car you check 
Ask your Raybostos jobber for full details today 



















































FLASH! Don't fail to see the new film “Brakes for 
1958” at the Raybestos Brake Service Clinic 


A technical color sound motion picture showing details on 
¢ 1958 brake changes e New self-adjusting brakes 
© Effect of 14 in. wheels on brakes © Center-plane brakes 
Write to Raybestos Division of Raybestos-Manhattan, Inc., 
Bridgeport 2, Conn., for a showing 

















































AMERICA’S BIGGEST SELLING FRICTION MATERIAL 


RAYBESTOS DIVISION of Raybestos-Manhattan, Inc., Bridgeport, Conn. 


RAYBESTOS-MANHATTAN, INC., Brake Linings ¢ Brake Blocks ¢ Brake 
Fluid « Clutch Facings © Industrial Rubber «© Engineered Plastics 
Sintered Metal Products « Rubber Covered Equipment « Asbestos Textiles 
Laundry Pads and Covers « Mechanical Packings © Abrasive and Diamond 
Wheels « Industrial Adhesives ¢ Bowling Balls 









































CEDAR GROVE, N. J.—Allen R.;Spring & Axle Co. The Blood 
Dutcher and Eric Pohle, formerly| Brothers Machine division will be 
with Allen B, Du Mont Labora-| known as the universal joint divi- 


Textileather Names Rep 


mounts for TV and industrial tubes,| _TOLEDO.— Fred Russell Sales 
such as radar, oscilloscope, storage | C°., 818 Exchange Bank Bldg., Ex- 
and pickup tubes. The company|Change Park, Dallas, has been 
also provides an engineering con-|n@med Southwestern U. S. sales 
sultation service. | representative of the Textileather 

* * *# | division of General Tire & Rubber 


Cardox is a subsidiary of Marmon-| CoL_UMBUS, Ind—aArvin Indus- 
Little's Pontiac Co., Inc., Smithfield, N. C., has added Studebaker and Packard | Herrington Co., Inc., Indianapolis. | tries, Inc., has announced produc- 


Rockwell Fi R J tion increases in its automotive 
left, S-P district sales manager; Thorne Reynolds, Little's sales manager, and Douglas ockwe irms mena and electronics and appliance di- 


Pontiac dealer for six. Corp. is the new name of Rockwell Production of vinyl-metal lami- 





nates for auto parts, radio and 
television cabinets and other cased 
products is on a two-shift basis; 
radio output has been doubled, and 
electric heater production has been 


stepped up. 
+ > * 


VW Leasing Offered 
KANSAS CITY.—Foreign Car 
Center, 3953 Broadway, advertises 
that it has Volkswagens available 
for leasing to business and profes- 
sional people. 


* * > 
Production Official Retires 
After 27 Years at Plymouth 


DETROIT.—Harry Sullivan, who 
spent 27 of his 39 years in the auto 
business with Plymouth, has re- 
tired as the division’s general pro- 
duction manager. He was praised 
by Carl Demrick, plant manager, 
for his ability to get people to work 
with him to get a job done. 

Sullivan said, “I've found that 
explaining to people what we are 
trying to do and letting them know 
their part in it is the secret of get- 
ting along with them.” He sees 
continued emphasis on automa- 
tion, but added, “It will always be 
people that play the big role in 
making anything.” 

. i 


Data-Processing Consultants 


CHICAGO, — Curran, Bayliss & 
Glasgow, Inc., has been formed 
here to offer management con- 
sulting services in the area of data 
processing methods and procedures. 

* . > 


McClure Heads U. C. Group 


TUCSON, Ariz—Frank McClure 
has been elected president of the 
Tucson New Car Dealers’ Used Car 
Managers Assn. Charles Hindsley is 
vice-president and Ed Comets, sec- 
retary. 


> ” * 
Firm Moves Detroit Office 
COLUMBUS, O. — Columbus 
Coated Fabrics Corp. announced 
its Detroit office has been moved 
from 1016 Fisher Building to 1606-07 
Fisher Building. James C. B. Hand- 


ley is office director. 
” 


Rockwell Changes Name 


Of Detroit Axle Division 


DETROIT.—The former Timken- 
Detroit axle division of Rockwell- 
Standard Corp. is now the trans- 
mission and axle division. 

The management pointed out the 
old name represented only one of 
the products of the division. The 
division also manufactures trans- 
missions, torque converters and 
special power transmission units. 

* 7 > 


After 31 Years, Fire Truck 


Gets Its 1,000-Mile Check 


DETROIT.—Mechanics at Norton- 
Ramsey Chevrolet Co., Seminole, 
Okla., were flabbergasted when 
they were told to give a 1927 Chev- 
rolet fire truck its 1,000-mile 
checkup. The vehicle’s odometer 
read 980 miles. 

In 1927 Sinclair Oil & Gas Co. 
bought the fire truck for use at its 
plant near Seminole. The truck, 
which had never been through a fire 
of any consequence, was pronounced 
in perfect condition and received 
only the usual oil change. 

* * > 


Narda Ultrasonics Acquires 
Building to Expand Output 

MINEOLA, N. Y.—Narda Ultra- 
sonics Corp. has acquired a 16,500- 
square-foot, one-story building in 
Westbury, L, L, to expand produc- 
tion. Paul M. Platzman, Narda sales 
vice-president, said the Westbury 
plant will house all production and 
assembly operations for “Son- 
Blaster” ultrasonic equipment, re- 
search and development labora- 
tories, machine shops, mechanical 
erection department, customer ap- 
plications laboratory and physical 
and chemical process division. 

* ” > 


Cummins Diesel Slates 


New Plant Expansion 


COLUMBUS, Ind,—Cummins En- 
gine Co., Inc., announced plans for 
construction of a major addition to 
its manufacturing plant, with con- 
struction to start late in 1958. 

The new facilities, to cost in ex- 
cess of $6 million including equip- 
ment, will provide about 300,000 
Square feet of additional floor space. 
It will include new engine test cells, 
additional space for the assembly 
of marine engines, diesel-electric 
generating sets, power units and 
export boxing areas and shipping 
docks. The new facilities will also 
include an additional power house. 
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650 Madison Avenue, New York 22, N.Y. 
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No Risk! No Investment! No Franchise Fee! 

— 

— Service Leasing Corporation, a C.I.T. subsidiary, now lets you offer your 

st fleet prospects the low-cost Service Leasing Plan, without investing a 

and penny of your capital. You sell the prospects on leasing. We do the rest. 

a Now you can cash in on the growing trend To help you locate and sign up leasing 

ren to leasing, without any expense, risk or in- prospects, Service Leasing Corporation pro- 

» vestment. Through the Service Leasing Plan vides, without charge, all the sales aids and 

o you get all the advantages of a fleet leasing assistance you need. 

are operation without setting up your own com- Take advantage of this unique opportunity 

- pany, without investing cash, without paying to cash in on the fast-growing trend to leas- 

| any franchise fees, without tax, legal or ad- ing. Write today for complete details of the 

ra ministrative problems, and without risk! Service Leasing Plan, the simplest, most eco- 

tos Where you can’t sell a prospect his fleet re- nomical, most risk-free plan available to 

les ’ 

my quirements, you can now sell him on leasing! automobile dealers. Just fill in, clip and mail 

re- Service Leasing handles all details. coupon. Do it today! | 

P- 
an 

- SERVICE | G50 Madson Avene | 

te ; New York 22, N. Y. 

a LEASING Send further details on Service Leasing Plan to: 

p- 

| 

: CORPORATION | “™ | 
| | 
| | 
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FILTER MERCHANDISER—A merchandis- 
ing device that is said to make it pos- 
sible for service station operators, within 
10 seconds, to check the operating effi- 
ciency of a customer's dry-type air filter, 
has been introduced by Purolator Prod- 
vets, Inc., Rahway, N. J. Known as the 
Purolator Filtair-Chek, this merchandiser 
also makes it possible for motorists to 
see for themselves how dirty their air 
filter element is. It has been designed not 
only to increase dealer sales but to con- 
vince customers that a new refill is essen- 
tial after at least every 10,000 miles of 
driving, according to Purolator. 

* * * 





WINDOW LIFT—A self-contained power 
window-lift for converting hand operated 
windows to power operation on both new 
and used cars, has been announced by 
AMT Corp., 200 Briggs Bidg., Birmingham, 
Mich. The Windo-Lift is said to permit 
both front windows to be raised and low- 
ered through dual control switches located 
on the driver's side. A single-switch con- 
trol unit on the passenger side provides 
independent control of the right-hand 
front window. Windo-Lifts ore available 
for six or 12-volt electrical systems. 

e <¢€.% 





Piece 


The 


One 
Car/pets. front floor cover, contoured to 
reach from door-to-door in cars, has been 
announced by H. B. Egan Mfg. Co., P.O. 


FLOOR COVER 


Box 1406, Muskogee, Okla. Made of 

lightweight flexible rubber, the cover has 

the same engineered underside design 

and reinforcement for heel rest as all 

Car/pets and is available in six colors: 

Red, bive, green, tan, black and white. 
ek 


mane 
SQUEEGEE+sweer 
x 


Pa, 


* 
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SNOW BRUSH—A snow brush, called 
the Squeegee Sweep, has been announced 
by Mork Mfg. Co., Owosso, Mich. One 
end features a polyethylene brush. On 
the back edge of the brush is a seven- 
inch blade which doubles as a scoop for 
snow. Scraper end is 34 inches in width. 
The unit can be separated in the middle 


for storage. ee tg 
Carbon-Monoxide Tester 
Offered by OxyCatalyst 

A- dual-purpose carbon-monoxide 


tester which reportedly makes it 
possible to detect CO concentra- 
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NEW PRODUCTS 


tions in the engine exhaust stream 
as well as in room atmosphere is 
being marketed by Oxy-Catalyst, 
Inc., Wayne, Pa. 

The direct-reading unit shows 
at a glance whether carbon mon- 
oxide is above or below safe con- 
centration levels and also indicates 
the approximate percentage con- 
centration, No color-matching or 
reference to comparator scales is 
required, the company said. 





STEEL CABINETS Multiple-purpose 
steel cabinets—that serve as shelf storage, 


area partition and counter-top — have 
been developed by the Columbia- 
Hallowell Division, of Standard Pressed 


Stee! Co., Jenkintown, Pa. The office units 
ore available in two-tone combinations of 
12 basic colors. Each consists of a 
counter-height cabinet with storage 
shelves covered with suitable counter-top 
material. The basic cabinet is 36 inches 
wide, 12 inches deep. It has two shelves 
adjustable on two-inch centers, Sliding 
steel doors, rolling on nylon glides, pro- 
vide access to storage from one side. 
Different door and storage space details 
are available @s extras. 





PUNCTURE COMPOUND —A puncture- 
proofing compound for automobile tires 
thet carries a written guarantee to 
puncture-proof tires has been marketed 
The product is Security Auto Tire Safety 
Seal. Injected into both tubeless and 
tube-type tires, it seals as the tire rolls, 


sealing flats due to punctures, slow leaks, | 


and rim leaks and does not affect bal- 
anced tires, it is claimed. Security Sales 
Co., Inc., 1093 Broxton Ave., Los Angeles 
24, Calif. 





ENGINE WIRE — Belden Mfg. Co., 
Chicago 8, has developed several engine 
compartment wires, which are said to 
provide longer life and dependable per- 
formance at the higher operating tem- 
peratures found in bus and truck engine 
compartments. The high temperature wires 


are serviceable up to 300 degrees fahr- 


enheit and are available in 100-foot 
lengths in sizes eight through 16. The 
conductor is made of stranded tinned 
electrolytic copper and the insulation is 
a silicone rubber compound which has 
excellent heat resistance and high insula- 
tion properties, it is said. Over the sili- 
cone rubber insulation is a glass yarn 
braid and the outer jacket is clear nylon. 


Mizer,” is a fuel-pressure regulator 
mounted between the fuel pump 
and carburetor. AC said the regu- 
lator cuts fuel pressure when it 
should be cut—at idling or normal 
cruising speeds—and increases 
pressure when it is needed for 
extra bursts of power. 


* * = 










FLOODLIGHT—A low-cost addition to 
the Crouse-Hinds MUA floodlight series is 
the Model lil, a general purpose flood- 
light which takes all the Alzak aluminum 
and porcelain reflectors used on the other 
MUA models. Combined with its two 
bracket arms and three bases, the model 
ill provides a choice of seven different 


mountings. The flodlights may be mounted 


on pipe or on horizontal or vertical sur 
faces, and take 750-1,000-1,500 
PS-52 buib, General 





SEALS—Skinner Seal Division, Hydro- 
dyne Corp., 7350 Coldwater Canyon Ave., 
Hollywood, Calif., has announced the pro- 
duction and availability of its first line 
| of standard seals. It is said to be the 
| first time the firm has produced a type of 
seal competitive to those already on the 


market. Skinner Seal has specialized in 
engineered seals for solving special or 
unusual sealing problems. Many of the 


unique features incorporated in the firm's 
high pressure and extreme temperature 
seals are being incorporated in the 
Skinner standard line seal, it is said. This 
standard seal is available in a number 
of conventional materiale. 





| 


REPAIR KIT—A formulation of epoxy 


|resins is featured in the Duro E-Pox-E 
| Chemstee!l kit being manufactured by 
Woodhill Chemical Co., 1390 E. 34th, 


| Cleveland, O. The product chemically 
welds, seals, solders and “fills” without 
| the use of tools, heat or flame, it is said. 
The kit consists of three component parts: 
E-Pox-E resin, special hardener and atom- 
ized steel. 





FLEXIBLE HOSE—Flexible molded radi- 
ator hose, manufactured by Carlisle Tire 
& Rubber Division, Carlisle Corp., Carlisle, 
Pa., will be marketed by V. L. Yale, Inc., 
1421 S. Michigan Ave., Chicago 5, Ill. 
Finished in jet black, the all-Neoprene 
hose features a builtin:.tempered steel 





spring, it ‘is said. 
-. 2. 6 


Fuel-Pressure Regulator 
Saves Gas, AC Claims 


An automotive fuel control, de- 
signed to save gas, boost engine 
performance and stop flooding and 
stalling, has been announced by 
AC Spark.Plug division, 1300 N. 
Dort Highway; Flint 2, Mich. 

The device, called “ACon-o- 


watt, 

Lighting Service 

lamps. Crouse-Hinds Co., Syracuse 1, N. Y. 
> * * 








CREEPER—Grigg Specialty Tools, 8103 
Marbrisa Ave., Huntington Park, Calif., 
has marketed its Top-Side mechanic's 
creeper, model G-612. It projects the 
mechanic over the fenders of back- 
opening hoods or the radiator of conven- 
tional front-opening hoods, putting hard- 
to-reach distributors, carburetors and fire 
wall mounted controls within reach. Made 
of welded tubular construction, it‘ is 
maneuverable by means of three swivel 
creepers and is adjustable to any desired 
working height. It is raised in six stages 
from a closed position of 40 inches to a 
fully extended height of 52 inches. Sofety 
features are said to include non-tilt tripod 
construction, three mounting steps and 
hand rails. 





BRUSHES—Ditzler Color division, Pitts- 
burgh Plate Glass Co., 8000 W. Chicago 
Ave., Detroit 4, Mich. has announced a 
compact line of utility brushes specifically 
designed for auto refinish shop work. A 
colored display panel containing one 
brush of each size and type is available 


for the jobber's store. 
aan «i 
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LADDER LOCK—An automatic locking 


device designed to add to the efficiency 
of the Pyramid design “Hi«boy" ladder 


line has been announced by, the Bally- 
more Co., Lincoln & Garfield, West 
Chester,’ Pa. The first step of the ladder 
automatically actuates the Ballylock, fixing 
the ladder to the floor so that is: can not 
roll, it is said. It releases at the touch of 
the foot when the ladder is to be moved. 





— 





END LIFT JACK—Watervliet Tool Co., 
Inc., Albany, N. Y., manufacturer of pnev- 
matic automotive equipment, has mar- 
keted an end lift jack. Named the Iron 
Horse, the jack is the latest addition to 
the Watco line of pneumatic tools. De- 
signed to take the place of the bumper 
jack, the unit has a forward reach of 15 
inches, allowing the jack to lift the vehi- 
cle directly from the brackets or lift pads. 
No part of the jack comes in contact 
with the bumper or grille of the vehicle, 
thus completely eliminating any possi- 
bility of damage to chrome or bumper, 
it is claimed, The jack has a capacity of 
over 3,000 pounds and an adjustable 


spread of up to 52 inches. 
> > > 





GAUGE KIT—An ammeter oil pressure 
gauge kit, No. 3771, designed to indi- 
cate the amount of oil pressure and the 
rate of charge without depending on 
flashing indicator lights, has been intro- 
duced by Accurate Products, Inc., 135 N. 
Spring St., Indianapolis, Ind. The gauges 
ere said to eliminate the possibility of 
battery failure or ruined motor due to a 
burned-out indicator bulb. Mounted on a 
chrome panel, the gauges ore said to fil 
oll cors. 


K-D HEX 





WRENCH SETS — K-D Mfg. Co., Lan- 
caster, Pa., has announced a set of revers- 
ible ratchet box wrenches. Sold individu- 
ally or as set of three, four or five, the 
wrenches ore selected alloy steel, with 
10 size hex openings from 4 to %-inch. 
Each wrench is made with two size com- 
binations. 





GENERATOR METER—The Herbrand HT- 
700 is a check generator meter without 
leads or connections. According to the 
company, it was designed “to make 
quick checks of the opening and closing 
amperage of the regulator cut-out and the 
regulated amperage from the generator.” 
Accurate readings are taken by placing 
the meter induction bar over the insulated 
wire from the generator. The meter scale 
as calibrated to ‘both sides of “0” to 
‘permit a reading regardless of the car's 
polarity. Herbrand Division, Bingham- 
Herbrand Corp., Fremont, O. 
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Monroney Bill Explained es 


NADA Answers Sticker Queries 


8, 1958 


agent for the purpose of attaching 
the label. No doubt your manufac- 
turer will advise you about this. 
Does the law prohibit a dealer 
from ordering stripped models and 
“packing” the prices of accessories 
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invoice, and explain it to the cus- 
tomer. 

Can 1959 models be delivered to 
the dealer prior to “introduction 
date” without labels? 

Yes. 


Are manufacturers required to 
put price labels on trucks? 
No. The labelling requirements 
apply only to passenger cars and 
station wagons. Commercial ve- 


WASHINGTON.—NADA has pro- 
vided the answers to a number of 
questions about the Monroney 
truth-in-labelling bill recently 
passed by Congress. They are: 


FORD—GM—CHRYSLER 


LOW - LOW PRICES ON TOP QUALITY 


OIL FILTER CARTRIDGES 


| REPLACES | 


FORD V-8 
a pe apiece 
iFram F-4 Series| FORD TRUCK V-8 110 .... 
PMP-104 | AC C-209 | FORD Truck 6 cyl. 
Full Flow |WalkerR-C-36| 1 Head. 
Micromotive Ford 7-HA (FORD Truck Ali 
| 





List 


NUMBER Price 


CAR APPLICATION 


46-53 
46-51 
48-53 


48-51 

1-51 | 1.95 

.. 0-51 | 
139-53 | 
48-55 | 

. S4-55 | 
52-55 | 


6731-A | LINCOLN oo... esoecsseessnnee 
| MERCURY All .... 
| CHEV Truck .......... 


| FORD V-8 
| FORD 6 cyl. .... 
| FORD Week a 
64 cyl. ... 
Ford BA- | mercury Ali "54-55 
_ 6731-8 LINCOLN... 52-55 | 
AC P-115 $-6 
BUICK Mod 50-70 .......... "48 
CADILLAC -» “M6-58 
CHEVROLET i. 48-55 
OLDS (except Rocket) "49-50 


Fram CH6PL 
AC PF-210 


Puro P-48 or 


. "52-55 | 





PMP-1000 
Full Flow 
Micromotive 
Walker RC-37 
Fram 
CH-105RP 
AC P127 
_Puro P-125— 
Fram 
CH-106RP 
AC PF-122 | PONTIAC 55 | 
Puro P-124 | OLDS Rocket Engine 49-58 | 
~ AC C316 2 
Fram C-134 (DESOTO . "46-55 
Puro P-70 | DODGE ‘46-38 
P-700 WILLYS Universal Jeep ‘46-5 | 
Walker RC-62 PLYM 6 cyl. or Pwrfite... '53-56 


MoPar 
1312602 
1610435 

fram 
CH-192RP 
AC PF-319 
Puro P-82 

MoPar 
676575 


ac 
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BUICK 40 Series . 
BUICK All 


"53 
'49-58 


"53-58 
"54-55 


BUICK All V-8 
BUICK 


Micromotive 


. 51-55 
"46-50 
"46-55 
"52 


205 
29 
| 


CHRYSLER V-8 
CHRYSLER 8 cyl. . 
CHRYSLER 6 cyl. 
DESOTO V-8 Early 


i 
} 


= i 
DODGE Trucks, All 
PF-131 | CHEV V-8 
RC-94 
AC PF-141 Vv v-8 

RC-99 — 
— “ aay i 


PLYMOUTH All , 


Fone. a 3451.65 | 


LINCOLN All 
MERCURY All . 


MoPor 
1851658 
FORD 
LINCOLN 
MERCURY 
‘57-58 














HOUSTON MERCHANTS 


KNOW HOUST 
BEST | mt 
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. and Houston Merchants Prefer 


THE HOUSTON CHRONICLE 


The amount of advertising Houston merchonts plece in 
The Chronicle is evidence of their confidence in the 
power of The Chronicle to produce results. 


FIRST SIX MONTHS RETAIL ADVERTISING 
CHRONICLE: 11,135,425 


POST: 9,160,529 
Sane aapeess PRESS: 2,898,532 


It is important to know of the local advertisers’ strong confidence in The 
Chronicie. Equally os importent is the fect thet The Chronicle carries 
more general, automotive, classified, financial, and fer more total 
edvertising than both of Houston's other newspapers. 


JOHN T. JONES, 

President 

R. W. MeCARTHY, 
Director 


_ THE HOUSTON CHRONICLE 


hicles (trucks) were included 
originally but were eliminated in 
the bill as enacted. 

Are “demonstrators” considered 
“new automobiles” under the law 
and is the dealer required to leave 
the label on such vehicle? 


In such case, when and how will 
labels be attached? 

On introduction date by the 
manufacturer or his agent. 


and optional equipment he adds? 

No, but the dealer can’t add 
these prices to the label. He will 
have to do this on the customer 








Yes. Generally, a demonstrator | SURPRISE IN CHICAGO 


the strict sense has not been sold 
to an “ultimate purchaser” within) 
the meaning of the law. A dealer} 
who purchases new cars “in his| 
capacity as a dealer” is specifically | 
removed from the definition of an} 
“ultimate purchaser.” Hence, a} 
demonstrator would be considered | 
a “new automobile” under the law 
and the label would have to be re- 
tained. 


Do the same rules apply to) 
“company cars’? 
No. If such cars are actually 
registered and titled in the name | 
of the company or the dealer and | 
are held primarily for company 
or individual use (not primarily 
for resale in the ordinary course | 
of business) the label can be re- | 
moved. 


What specific items must be in- 
cluded on the label? 


Make, model, serial or identifica- 
tion number, final assembly point, 
dealer to whom car is delivered, 
delivery point-where dealer’s busi- 
ness is located, how delivered, if 


| 
| 


|driven or towed, from assembly 


point; suggested retail price of car, 
suggested retail delivered price of 
each accessory, transportation 
charges to dealer, and total sug- 
gested retail price. 

These are the minimum require- 
ments, but a manufacturer could 
set forth other items such as dealer 
D & H, make-ready and other cost 
or expense items. 


Must the manufacturer's sug- 
gested dealer delivery and handling | 
or make-ready charges be shown as 
a separate item on the label? 

No. But Congress intends that 

this item be included in the sug- 
gested retail price of the car if 


| it is not set out as a separate 


item on the label. 


Does this mean that a dealer 
cannot add other expenses or cost 
items in arriving at his retail price 
to the customer? 

No. There is no prohibition 
against the dealer adding such costs 
as actual make-ready in his price 
to the customer. The dealer can 
still set his own price. The dealer 
cannot, however, change the label 
in any way. He will have to add 
such items on the customer invoice. 


What about advertising charges _ 


to dealers? 


The same answer applies here as 
in dealer delivery and handling and 
make-ready charges. This should be 
included in the suggested retail 
price of the car. 

Will Federal excise taxes be 
shown as a separate item? 

No. Here again this item should 
be included in the suggested retail 
price of the car. 

What if a manufacturer does not 
make a transportation charge to his 
dealer? 

No transportation charge has to) 
be shown. This question was raised | 
by dealers and importers of im-| 
ported cars. | 

In the case of accommodation | 
transfers of new cars between| 
franchised dealers, can a dealer| 


| change the label to show the name 
jand location of the last t retail? 


acquiring the car for sale at retail? 

No. The dealer is prohibited from | 
changing the label. However, if the | 
manufacturer is responsible for re- 
routing the car to the second dealer, 
or he repurchases or reacquires the 
ear for transfer to the second 
dealer, the manufacturer (or his 
agent) can relabel the car to show 
the second dealer’s name and loca- 
tion. 

Can a dealer relabel a new car 
under any circumstances? 

Yes, but only if he is specifically 
and officially authorized to act 
for and under the control of the 
manufacturer in each instance. 

If a label is accidentally defaced 


| or destroyed, how can a dealer get 


a new label put on the car? 
By arrangement with his manu- 








General 


_ Represented Netionalty By The Bronham Company Age, Mor. 


facturer. Again, the manufacturer 
could furnish a new label and 
specifically designate the dealer his 


You should know these surprising facts 


about Chicago’s incomparable Drake Hotel 





before you schedule your next 


meeting—large or small... 





4. While The Drake is one of 
America’s most distinguished’ 
hostelries, it doesn’t cost one 


Now $8,000,000 new! No hotel 
in the midwest can match The 


Drake for unsurpassed conveni- 
cent more than other leading 


hotels to headquarter your 
meeting here. 


The Drake is “alive.”’ Meet- 
ings go like clockwork and 


ence, location, facilities. 4 major 
meeting rooms accommodating 


e up to 800, plus 16 committee 
; rooms for functions of 12 to 300. 


. 7 3 00% ai - 
everyone enjoys the warm, 700 guest rooms. | © air con 


hospitable service in a set- ditioned. May we tell you more? 


Phone or write for brochure. 


ting of luxuriant comfort. 
gz The SOrahe 
HOTEL 


LAKE SHORE DRIVE AND UPPER MICHIGAN AVENUE 
SUPERIOR 7-2200 + TELETYPE NO. CGIS86 


G. E. R. FLYNN, 
Vice President —Sales 


H. B. RICHARDSON, 
Convention Manager 





cea 


Adding a small-car line? 


Now, more than ever, you need effective, low-cost turntable dis- 
play to show off new features of your important second line. 
Remember, in addition to the famous portable PARAVANE turn- 
table for the most dramatic display of your 1959 Detroit models, 
Macton offers the companion PARAVANETTE for short wheel- 
base cars. in use around the world for several years, both 
models feature the same simplicity, economy and dependability. 
Practically invisible in use, they consist of only four simple parts, 
require just 5 minutes to set up, pennies a day to operate. No 
tools or anchorage are required. Change turntable location in 
minutes, move indoors or out at will. Drive on, plug it in and 


._ 


forget it. 
Write or call today for full information or delivery of 
your PARAVANE or PARAVANETTE T: le you already 


are using PARAVANES, Macton can provide adapters for small- 
car use. 


Macicn 


Machinery Company, Inc. 
Stamford 12, Connecticut 
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Speaks at New-Model Preview .. . 
Colbert Sees 30% Gain 


(Continued from Page 1) 


you have suspected, we have had 
a staff of hundreds of people at 
work designing, styling and devel- 
oping a small car of the type we 
believe would meet the needs and 
desires of American motorists. 


“We have made some basic de- 
cisions. Among other things, we 
have decided that an American | 
small car would have to be big 
enough to carry at least five peo- 
ple and their luggage — that it 
would need adequate power and 
acceleration to hold its own in 
safety on a turnpike—and that 
for safe tracking and safe steer- 
ing it would have its engine 
placed forward, ahead of the driv- 
er.” 


He added that Chrysler is contin- 
uing to work on the problem. 

The 350 newsmen at the preview 
also saw a special program demon- 
strating the 1959 line of Dodge 
trucks. 

> * * 

AUL C. ACKERMAN, vice-| 

president of engineering, re- | 

vealed that fuel! 
economy has been | 
increased up to 10) 
percent in passen- | 
ger cars by means | 
of an economy| 
rear axle, and im-| 
proved carbure-| 
tion. 

Ackerman said! 
the Torsion-Aire 
ride has been im- 
proved for 1959 

P. C. Ackerman and is standard) 
on all cars. Automatic-leveling rear 
air units are available as extra 
equipment. 

New super-quality body enam- 
els and primer materials also will | 
be used as standard equipment on | 
the 1959 models. 

New roof panel designs in the 
Dodge, DeSoto and Chrysler four-| 
door hardtops made it possible to| 
move rear seats back two inches| 
and reposition them. 

This added three inches of leg 
room and also provided better leg 
support for rear-seat passengers. 
The change involves a sculptured 
“stepped” roof design, with the rear 
section raised slightly. 

The corporation's cars for '59 also 
make greater use of triple-curve 
“control tower” 
windshields and 
13-square-foot 
rear windows. 

New three- 
dimensional! inter- 
ior fabrics are be- 
ing offered on a 
wider scale in the 
1959 models. 

Executive Styl- 
ist William M. 

Schmidt predicted 

that the new “3- V. M. Exner 
D” fabrics “will be as trend-setting 
for car interior styling as Chry- 
sler’s upswept fin and dart motif 
has been in the field of exterior 
body design.” 

Schmidt explained that the effect 
of a third dimension — depth — is 
achieved in the new interior fabrics 
through the use of heavier-textured, 
nubby and bulk yarns, and through 








ferent, with chrome-capped fins ex- 
tending farther forward than on 
previous Plymouths and being 
canted outward. The rear edges of 
the fins are raked forward from 
bottom to top. 

The new rear deck lid has a slope 
that lends a streamlined effect to 
the rear end. 

A sport deck wheel cover is 
standard on Sport Fury models and 
optional on all other Plymouths ex- 
cept station wagons. 

Chrome-accented taillights are 
positioned horizontally, between the 
bottom of the deck lid and the top 
of the bumper. 


More massive front and rear 
bumpers have been designed for 
1959. The new front grille is of 
rich satin finished aluminum, in 
a bold lattice-work pattern. Divid- 
ing the grille in the center is a 
gold-anodized aluminum medal- 
lion on a black field. 

The Plymouth instrument panel 
has been dramatically restyled. Key 
instruments — oil pressure, water 


temperature, fuel gauge, ammeter | 


and speedometer—are functionally 


grouped for instant visibility and | 


greater driver convenience. 

> * ° 

Dodge 
ee takes a departure from 

front-end styling achieving a 

new effect by sharply flaring the 
fender eyebrows upward and out- 
ward, as opposed to the squared-off 
line of the past. 

Dodge rear-end styling is high- 
lighted by a new flared fin treat- 
ment and jet-tube taillight design. 
Rear quarter panels have been 


styled to give an even more fleet | 


appearance. 

The rear deck lid has wider lines 
which, with the new rear bumper, 
emphasize the width and lowness of 
the car. 


Seat and door panel designs and 
fabrics and vinyls for Dodge in- 
teriors are all new. For an added 
touch of luxury in two and four- 
door hardtop models, Dodge of- 
fers a new ceiling material that 
is softer to the touch and has im- 
proved sound-absorbing qualities. 
The massive front bumper wraps 

upward at its ends. The chrome of 
the bumper and bright trim along 
the leading edge of the headlight 
brow have the effect of framing the 
front of the car. 

The grille is formed of finely per- 
forated anodized aluminum, with 
this aluminum screen providing a 
background for bold horizontal 
grille bars. 


DeSoto 
ope Slants have given DeSoto a 


complete personality change.| 


Keynote is massiveness. Dual head- 
lights are set lower and are capped 
by bold new front fenders. 

A new narrow aluminum grille 
with horizontal lines stretches 
across the top of the front bumper 
between the headlights. 

DeSoto’s rear-end includes a large 
double bar rear bumper with alu- 
minum recessed between the two 
bars of the bumper. 

Side color sweep treatments for 
DeSoto are new, including a gold 


in 59 Sales 


Adventurer and silver anodized 
aluminum available for all other 


DeSoto lines. 
* 

rr rear fins sweep upward on 

the 1959 Chrysler to form a 
hood over high-style taillights 
which are set into the end of the 
fins and canted forward. A massive, 
integrated bar-and-insert treatment 
of the rear bumper completes the 
|low, wide and in-motion look de- 
| signed into this car. 
| A “U” shaped band of stainless 
| steel, with the base of the “U” run- 
|ning across the back of the roof 
land the sides extending forward 
| parallel to the top of the side win- 
| dows, divides the roof into two 
| areas. 
| The new sculptured roof, with its 
jrear section slightly raised or 
“stepped,” provides added head, leg 
j}and knee room in the rear seat of 
|all Chrysler four-door hardtops for 
1959. 
| The molding and striking two- 
tone treatments lend a “sun-roof” 
| look to the superstructure. 


Chrysler’s new front-end design 
includes a more massive front 
bumper, dual headlights set low 
|}under heavy front fender eyebrows 
and a textured grille with horizontal 
bars and vertical spacers. Grille 
|bars and spacers have contours 
which reflect light and lend a lus- 
|trous jewelled effect. 
| All body side moldings and color 
sweeps are new and sill moldings 
running between the front and rear 
wheel openings have been added to 
outline the clean lines of the body. 

> > > 
Imperial 
| JMPERIAL has a new frame for 
1959, contributing significantly to 
passenger comfort, both in the front 
|and back, and also improving over- 
all body and frame strength. 

Side rails of the new frame were 
| designed to accommodate a new 
rear floor panel which is 2% inches 
lower than on the previous model, 
for more leg room and comfort in 
| the rear seat. 

The new frame design and a 
lower front floor panel also im- 
prove driver and passenger com- 
| fort. 
| Front-end appearance has been 
| transformed by an unusual grille, 
|headlamp, and bumper treatment. 
The grille consists of a large hor- 
izontal chrome bar with five heavy 
vertical cross pieces—unlike any 
past Imperial grille. Headlights are 
placed lower in the front-end and 
| the front bumper is large and styled 
|low to give the car a low, wide and 
thrusting appearance. 

A new side sweep molding of 
| gleaming chrome appears to be an 
|extension of the wrap-around rear 
bumper as it begins at the base of 
the rear fender and extends for- 
ward to the front wheel opening. 

Imperial introduces three new op- 
| tional hardtop roof treatments for 
|1959. The Silvercrest Landau roof 
|has a stainless steel front and a 
| simulated leather canopy; the Sil- 
vercrest roof consists of the stain- 
jless steel front roof area, and the 
Landau roof consists of the sim- 


* x 


Chrysler 








variations in the weave of these| anodized aluminum insert for the| ulated leather rear canopy. 


materials. 

Virgil M. Exner, styling vice- 
president, gave a make-by-make 
look at styling changes. 


Plymouth 
INTINUED accent on making 

Plymouth resemble a luxury- 

priced automobile. 

Plymouth’s lower, wider and more 
massive-appearing body front sec- 
tion is keynoted by new double- 
barreled fenders which set off the 
dual headlamps. The twin head- 
lamps appear to be suspended 
against a black field ‘in the front 
of the fenders. Curved parking 
lights, set into the extreme ends 
of the grille, can be seen from the 
front or sides. 

New roof panels were designed 
for two and four-door Plymouth 
hardtops to accommodate the 
triple-curve “control tower” wind- 
shield, available since 1957 on 


* * > 


Chrysler Corp.'s Rear Suspension for '59— 





Fingertip Controls— 


Chrysler Corp. cars for 1959 will feature pushbutton heater controls. 


of buttons at the young lady's fingertips 


defrosting the windshield faster and easier than ever before. 


The lineup 
is said to make warming up the cor and 
She can direct worm 


air to any spot in the car through divided air ducts below the instrument panel and 


circular outlets above the instrument panel. 


Chrysler Eyes 


15 Percent 


Of Import Market for Simca 


MIAMI BEACH.—Chrysler Corp. 
has set its sights on 15 percent 
of the expanding imported car 
market in the U.S. as the mini- 
mum 1959 goal for the French- 
manufactured Simca. 

Chrysler Corp., as U.S. distribu- 
tor of Simca cars, said it is 
putting the full weight of its 
nationwide sales, service and 
parts distribution system into the 
campaign to attain this goal. 


Byron J. Nichols, group vice- 
president-automotive sales, Chrysler 
Corp., said the U.S. sales and dis- 
tribution program is backed by 
newly enlarged and modernized 
Simca plants near Paris capable of 
meeting the demands for increased 
production. 

“We are conducting surveys to 
determine market potentials for 
Simca products in cities throughout 
the nation and plan to increase the 
Simca dealer body from 600 to ap- 
proximately 1,000 dealers,” Nichols 
said. 

Chrysler Corp. dealers currently 
represent about 40 percent of the 
Simca dealer body in the U.S. 
he added, and other Chrysler 
Corp. dealers will be given the 
opportunity to establish new 
Simca outlets. 

Five Simca models will be avail- 
able in September, including the 
Aronde DeLuxe four-door sedan, 
the four-cylinder 96-inch wheelbase 
economy family car which has ac- 
counted for much of Simca’s sales 
volume in the U. S., said David R. 
Crandall, Simca sales director. 


Two other members of the basic 
Aronde series, the Chatelaine two- 
door station wagon and the Inten- 
dante pickup truck, also are sched- 
uled for September delivery. 

The four-cylinder Ariane and the 
V-8 Vedette, both four-door sedans 
on a 106-inch wheelbase, are ex- 
pected to be available at the same 
time. 

Two additional Aronde models 
—the Elysee four-door sedan and 
the Grand Large two-door hard- 
top—will be available next May, 
Crandall said. 


Simca sales and service training 
programs are being established at 
Chrysier Corp.’s six training cen- 
ters under the direction of Philip 
B. Hopkins, director of the central 
service staff, Nichols said. 


MoPar, in charge of parts and 
accessories sales and distribution, 
is establishing parts inventories for 
Simca products at Newark, Del.; 
Centerline, Mich.; Atlanta; Kansas 
City, Kans. and San Leandro, 
Calif. 

In 1955, the first year Simca 
products were imported into the 
U.S., some 260 Simcas were sold, 
Nichols said. In 1956 Simca regis- 
trations in the U.S. jumped to 


|imported car sales with a 4.5 per- 
|}cent market penetration. 
| All Simca models feature inte- 
| grated girder-type bodies with re- 
inforced front bulkheads, front 
engines, 12-volt electrical systems, 
safety key ignition starting, electric 
windshield wipers, syncromesh 
gearshift mounted on the steering 
column, and safety glass and 
sealed-beam headlamps meeting 
U.S. safety standards. 

The Aronde series is built on 
a 96.3-inch wheelbase and is pow- 
ered by a four-cylinder overhead 
valve engine, while the Ariane 
model and the Vedette series are 





built on a 106-inch wheelbase, 
the latter featuring a V-8 engine. 

All Simca models are equipped 
with four-wheel hydraulic brakes 
and hand brakes which directly 
actuate the rear brake shoes by 
cable. 

Suspension systems are basically 
the same in all Simcas. The front 
wheels are independently sus- 
pended with modified balljoints, 
long-stroke telescopic shock absorb- 
ers, coil springs and stabilizer bar. 
Rear suspension is of the variable- 
rate design with longitudinal semi- 
elliptic leaf springs and shock ab- 
sorbers. 

All Aronde and Ariane models 
have four-speed (forward) trans- 
missions while the Vedette has a 
three-speed transmission. 

A semiautomatic clutch the 
Simcamatic — is available on all 
Aronde models. 

With Simcamatic the clutch pedal 
is eliminated, but the driver uses 
the gearshift lever in the normal 
manner. An electro-magnet in the 
clutch is activated by combined 
operation of the accelerator pedal 
and gearshift lever. 

Two engines, the Flash and the 
Flash Special, are offered in the 
Aronde series. The engines differ 
basically only in compression ratios. 

The Flash engine develops 48 
horsepower at 4,300 r.p.m. with a 

(Continued on Page 52, Col, 1) 


AMA Donates $50,000 


For Highway Research 


COLLEGE STATION, Tex.—A 
gift of $50,000 from the Automo- 
bile Manufacturers Assn. has 
been received by Texas A. & M. 
College to support establishment 
of the Thomas H. MacDonald 
Chair of Transportation. It was 
the largest single contribution in 
support of the MacDonald Chair, 
the college said. 

Harry A. Williams, AMA man- 
aging director, said the contribu- 
tion was being made both as a 
tribute to the memory of the late 
Thomas H. MacDonald, former 
U.S. Public Roads Bureau chief, 
and because “,. . . with the vast 
new highway program now under 


over 2,000. 

Simca registered 5,766 cars in 
the U.S. in 1957, or 2.7 percent of 
the import market. In the first six 
months of this year, Simca regis- 
tered 7,155 units to rank sixth in 


Plymouth convertibles. Forming a 
continuous line with roof, the new 
windshields greatly enhance the 
car’s appearance, and increase the 
forward vision area by 11 percent. 
Rear-end styling is distinctly dif- 


Automatic car leveling for extreme load conditions is brought to Chrysler Corp.'s 
Torsion-Aire suspension for 1959 through the use of air leveling units in conjunction 


way to provide lasting benefits 
for the whole country, constant 
research is needed to achieve ever 
safer and more economic high- 
way utilization.” 


with leaf springs at the rear of the car. Under extra-heavy load conditions, the 
avtomatic leveling vaive. releases air into the air chambers to maintain constant car 
height. When the load at the rear of the car is normal, air pressure is automatically 
reduced. 
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Why Is Rambler 
Resale Value So High? 


BECAUSE RAMBLER OFFERS MORE 
OF WHAT AMERICANS WANT! 








Veup 
and 
‘orm 
and 
s Top Economy: Today, car buyers want economy. Rambler is 

1 THE OFFICIAL RECORDS the recognized economy leader—three official NASCAR economy 

PROVE IT! records—border-to-border and coast-to-coast for less than a 
er Both recognized nation- penny a mile for gas, 6 with overdrive. 
ite- al used car guides—the 
re- : 
ont N.A.D.A. Used Car > o - 2 
ms, Guide and the Red Book @ Easiest Handling and Parking: Car buyers demand a car 
—~ National Market Re- that is easy to park and handle. Rambler makes U-turns in 
a ports—show that month streets 3 to 4 feet too narrow for other cars... parks and garages 
ng after month, Rambler ; 

where others can’t. 


has outstanding resale 


value in the low-price 


field. Rambler costs less : 7 


to buy—less to operate 


Stronger, Safer Single Unit Construction: Rambler is 


built the modern way—body and frame one integral unit—to 


give the extra strength, safety and longer car life that buyers 
want. Only Rambler offers it, within thousands of dollars of 
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e, —and brings more 
od traded or sold. 
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by the price. 

y 

WOULDN’T YOU LIKE TO SELL 
b- THE ONE CAR THAT is— 


© 78% Ahead of Last Year In Sales 





@ The Proven Economy Leader 


i A Car For As Little As— 


10° 


Per 
Month 


*Yes! You can sell a Rambler American De Luxe Sedan at the full 
suggested factory delivered price, equipped with Directional Signals, 
Reclining Seats, and White Sidewall Tires—including finance charges 
- at 6% on a 36-month contract, 1/3 down, for $40.10 a month. This, of 
course, does not include freight, insurance or state and local taxes. 


© Tops In Resale Value 


* 


Make Your Plans Now for.a 
Big Year in ’59 with 


RAMBLER! 





we Te ee 








We have the Product for the | 
‘ Director of Dealer Development i 
American Motors Sales Corporation | 
Detroit 32, Michigan . 
Gentlemen: Will you please provide me with more complete information ! 
about the Rambler and Metropolitan franchise. | understand that 1am | 
under no obligation and my inquiry will be held in the strictest confidence. | 
! 
! 
| 
I 
| 
{ 


RYE Compact Car Mar ket... 
YOU Have the Opportunity! 








NAME : soonetnscarecgeiatirciaccaanietoesinithadaseiimeameninsaliiiaasdiial 





CO tains sieprieseniectrtonensicten sig —ctteeguaiaenctbiailinitaovsiaianimieaiing 


Rambler Franchises Also Available In Canada and Important export markets. ORF ee ae 


In Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 
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Imported-Car Market .. . 





Chrysler Sets Target 
Of 15 Pet. for Simca 


(Continued from Page 50) 


compression ratio of 6.8 to 1. It | oping 80 brake-horsepower at 4,400 


has a maximum torque rating of 
65 foot pounds at 2,800 r.p.m. 

The Flash Special, with a com- 
pression ratio of 7.9 to 1, develops 
57 horsepower at 5,200 r.p.m. It has 
a torque rating of 66.5 foot pounds 
at 3,100 r.p.m. 

Aronde engines are of the in-line 
four-cylinder type with pushrod- 
operated overhead valves. The bore 
and stroke is 2.91 x 2.95 inches, and 
the displacement is 774 cubic 
inches. A single-throat downdraft 
carburetor is used. 

Vedette’s 90-degree angle V-8 has 
a 7.2 to 1 compression ratio, devel- 


Pontiac Reassigns 
12 Executives 


On Sales Force 


PONTIAC. — Reassignment of 
12 sales executives has been an- 
nounced by Pontiac. 


H. C. Pratt, in the field sales or- 
ganization 21 years, was appointed 
manager of the organization and 
analysis department in Pontiac. He 
succeeds Robert V. Curie, who has 
been named Omaha zone manager. 


Gilbert A. Wiggins has been| 


named head of the Cincinnati zone, 
succeeding Gary B. Hogan jr. 
Hogan replaces Wiggins as Buffalo 
zone manager. 

Henry C. Theis has taken over as 
chief of the Boston zone, succeed- 
ing Martin Lubot. Lubot was 


zone. He replaced E. M. Krotine, 
who was named manager of the 
Washington zone. 


H. N. Long jr. has been named 
manager of the Los Angeles zone. 
He succeeds Thomas L. King, who 
has been appointed Western regional 
manager. 

Lonnie H. Holmes has been named 
Southern regional manager in At- 
lanta succeeding H. G. Hersh who 
is on a leave of absence. 

King succeeds M. R. Spears, now 
in the home office as assistant to 
the general sales manager in charge 
of field relations. 

Warren Schoon was named to 
succeed J. C. Bates as New York 
zone manager. 


elt a*laal 7m alias , 





r.p.m. Maximum torque of 110 foot 
pounds is developed at 2,500 r.p.m. 
The engine has a 2.6-inch bore, 3.3- 
inch stroke, displacement of 143.46 
cubic inches, and uses a dual- 
throat downdraft-type carburetor. 

Simca’s four-cylinder models 
have a fuel tank capacity of 114 
gallons, a crankcase oil capacity 
of nine pints and a cooling sys- 
tem capacity of 69 quarts. The 
Vedette V-8 has a 15.9-gallon gas- 
oline tank capacity, a 4.75-quart 
oil capacity, and an 18-quart 
cooling system capacity. 

Aronde sedans and hardtops are 
162 inches in overall length and 
61.3 inches wide. The Chatelaine 
station wagon and Intendante 
pickup truck are 158 inches long 
overall, and 61.3 inches wide. 

The Chatelaine station wagon has 
a payload capacity of 1,100 pounds 
and the Intendante has a payload 
capacity of 1,150 pounds. With full 
tanks, passenger cars of the Aronde 
series weigh 2,053 pounds and the 
utility vehicles weight 2,108 pounds. 

All Aronde passenger car 
models have a front tread of 49.4 
inches and a rear tread of 49.2 
inches. They use 5.60x 14-inch 
| tires. The Chatelaine station wag- 
ons and Intendante pickup trucks 
use 5.75 x 15-inch tires. 

The Chatelaine station wagon 


has a rear seat which easily folds 


into the floor to provide a flat 
cargo platform 4% feet wide and 
5% feet long when the tailgate is 
closed. With the tailgate open, the 
cargo platform is extended to 7% 
feet. 

The rear opening, with a combi- 
nation drop tailgate and lift win- 
dow, has a width of 37.8 inches 
and height of 30.7 inches. The 
wagon’s front seat is 504 inches 
wide and the rear seat is 51.2 inches 
wide. 

The Aronde DeLuxe and other 
models of the Aronde line offer 
32 solid exterior colors and two- 
tone combinations with harmon- 
izing interiors. 

Standard equipment on the De- 
Luxe includes a combination heater 
and defroster, turn indicators, trip 
and total mileage indicators, knee- 
padded dash, two glove boxes with 
covers, ash tray, chrome wrap- 
around bumpers and wide-view rear 
mirror. 

More luxurious, the Elysee fea- 
tures as standard equipment re- 
clining foam rubber front seats, an 
all-season climatizer with fresh air 
intakes behind the front grille. 
double-jet windshield washers and 
chrome body trim. 

The Grand Large offers as 
standard equipment all of the 
refinements of the Elysee and 
several others—two-tone exteriors, 
wrap-around rear window, white 
perforated vinyl ceiling cover, 
and white sidewall tires. 

Designed to accommodate six 
passengers, the Ariane four-cylin- 
der four-door sedan is built on a 
106-inch wheelbase. It is offered in 
six solid exterior colors. 

The Ariane has an overall length 
of 178 inches and is 69 inches wide. 
It is 58.3 inches high when loaded 
and has a front seat width of 55.2 
inches and rear seat width of 57 
inches. 





°58 Seen 5th Biggest Year 


By James Montagnes 
Staff Correspondent 

TORONTO. — “By all reasonable 
standards 1958 will be a good year 
for the Canadian automotive in- 
| dustry,” Ron W. Todgham, pres- 
}ident of Chrysler Corp. of Canada, 
|Ltd., told the directors’ luncheon 
meeting on Automotive Day at the 
Canadian National Exhibition. 

He said the industry will pro- 
| duce about 310,000 autos this year, 
compared with the average of 
295,000 for the last 10 years. This 
will be the industry's fifth biggest 
year in Canada, he added, with 
production almost three times 
that of 20 years ago. 

Todgham said the modern auto 
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For Canada Auto Industry 


named manager of the Philadelphia | 


|is less expensive than it was 10 
| years ago. 

| “You could buy a Ford, Chev- 
rolet or Plymouth then for about 
$1,500, but the average industrial 
weekly wage was only a little over 
$36,” he explained. “An industrial 


worker had to work 42 weeks to| 


earn the price of an automobile. 

“Last year’s suggested list price 
for the same cars was about $2,500,” 
Todgham continued. “In the mean- 
|time, the average industrial wage 
had climbed to $67.54. This means 
it took the average workman only 
37 weeks to earn enough to pur- 
| chase the vehicle.” 
| He reviewed the many criti- 
| cisms of the Canadian auto in- 
| dustry. Dealing with cost, he said 
| that in the first five months of 
this year the industry paid $63 
million in wages and salaries and 
produced 25 percent fewer cars 
than in the corresponding period 
of 1953 when wages and salaries 
were considerably less. 

Todgham said surveys have 
shown that Canadian purchasers do 
not want stripped-down cars, that 
gadgets are in demand and “that 
no one is more reluctant to build 
more expensive cars than the manu- 
facturers.” 

He said the Canadian industry 
must be tied to the U. S. industry 
because of huge initial production 
costs and added that Canadian 
makers are studying the manufac- 
ture of lighter and smaller cars. 


AMC to Close 
Plastics Plant 


MILWAUKEE. — American Mo- 
tors will close its plastics plant 
here about the middle of Septem- 
ber and transfer operations to 
Evart Products Co., an AMC sub- 
sidiary at Evart, Mich. The vacated 
space will be used by the adjacent 
AMC automotive service parts 
plant. 

About 115 employes will be af- 
fected. Some may join the parts 
plant or AMC’s Milwaukee body 
plant, and it is expected that some 
supervisory employes will be trans- 
ferred to the Michigan operation. 

The plastics division makes auto- 
motive and refrigerator parts for 
AMC and other companies, The 
Milwaukee plant was set up in 1947. 


‘ 
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New Building for Brehm-Hanna— 

This is a drawing of the new building being constructed by Brehm-Hanna Chevrolet 
in Mt. Vernon, Ill. The $250,000 building will have sales and service facilities on 
the ground floor and the second floor will be devoted to offices. The dealership is 
operated by C. E. Brehm and Darrell Hanna. 
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Solves 2 Major 


DEARBORN.—An_ experimental 
gas turbine engine that has been 
undergoing exhaustive tests for 18 
months was shown last week at 
the Research and Engineering 
Center of Ford Motor Co. 

A. L. Haynes, director of en- 
gineering research and advanced 
product study, said the program 
has revealed “tremendous possi- 
bilities” for the future of auto- 
motive gas turbines. 

“Before gas turbines can become 
fully competitive with internal com- 
bustion and diesel engines for 
automotive use, ways must be 
found to materially reduce manu- 
facturing costs and substantially 
increase efficiency,” Haynes said. 


He explained that the Ford gas 
turbine, officially designated the 
“702,” is made up of components 
tested separately before being 
ducted together into a complete 
engine and installed in a tilt-cab 
truck. 

Two major obstacles—turbine 
wheel cost and heat exchanger per- 
formance—have been solved, he 
said. 

“A Ford development has re- 
duced the cost of turbine wheels 
from several thousand dollars to 
less than $100,” Haynes said. “In 
addition, we have designed and 
developed a heat exchanger that 
should prove of tremendous value 
in bringing gas turbine fuel con- 
sumption into a position competi- 
tive with that of other type en- 
gines.” 

Haynes said the “702” 
| develops 160 horsepower. 


engine 





at Dearborn test track with ease,” 
he said. “One grade is 17 percent 
and the other is 30 percent, 2 per- 
cent more than the steepest hill in 
San Francisco. This performance 
gives only a slight indication of 
the engine’s capabilities.” 

Haynes termed the efficiency of 
the heat exchanger one of the key 
problems in gas turbine develop- 
ment. Using “round numbers,” he 
explained it in this manner: 

“Air is drawn into the engine 
and moves through a single-stage 
compressor that increases the 
pressure about four times. Rais- 
ing the pressure also raises the 
temperature, to about 400 degrees 
Fahrenheit. Next it goes to the 
combustion chamber (burner) 
where a nozzle mixes fuel with 
the compressed air and ignition 
takes place, raising the tempera- 
ture to about 1,500 degrees. 

“The hot gases blast through two 
turbine wheels, one driving the 
compressor and the other supplying 
power to the driveshaft and, in 
turn, the wheels of the vehicle. 
From there these exhaust gases, 
now at about 1,000 degrees, move 
through the heat exchanger. 

“This is the key. The exchanger 
transfers some of the exhaust heat 
to the incoming compressed air 
prior to its movement to the burner. 
By increasing the temperature of 
compressor air from 400 to 900 de- 
grees, we use proportionately less 
fuel in the burner and, by the same 
token, reduce the exhaust gas tem- 
perature from 1,000 to about 500 
degrees.” 

Haynes explained that the ex- 
haust gases, after next travelling 
through an exhaust pipe, would 


MEL Honors Tonkin 


PORTLAND, Ore.—Tonkin 
Motors (Mercury-Edsel) has re- 
ceived an award for outstanding 
sales performance from M-E-L di- 
vision. The award covered the first 
half of 1958. Ron and Marvin Ton- 
kin received the award. 


Ford Says Its Gas Turbine 


“We have taken a 32,000-pound | 
gross load up and down both hills| 
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be discharged into the air at in 
about the same temperature or as 
lower than those released by cur- era 
rent gasoline engines. 
“As we probe more deeply into — 
the possibilities of gas turbines we at 
are more than ever convinced that 
the remaining development prob- 
lems are not insurmountable and N 
that the engine, in the foreseeable 
future, will be a reality and ready w, 
for production,” Haynes said. Fo 
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Corder Motors Expands 


VANCOUVER, Wash. — Corder 
Motors (Oldsmobile-Fiat) has 
erected a $50,000 addition that gives 
the firm separate showrooms for 
its two lines. The showrooms occupy 
a full block of frontage. 
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Dramatic performance and simplicity of 
steam in automotive circles. Learn latest 
developments in LIGHT STEAM POWER 
magazine, only $3. per year. Complete 
line of Books, Plans, Castings and Parts. 


STEAM DEVELOPMENTS 


Box 335W, Staten Island 8, N. Y. 





















MASTER 


MOTOR MASTER PRODUCTS CORP. 
BOX 96., DEFIANCE, OHIO 





| UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW- 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 
OGENUINE BLUE CROWN SPARK 
PLUGS. 
OMOTOR MASTER UNIVERSAL 
JOINT KITS. 
NAME 
STREET 
CITY & STATE 
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Williams Named Assistant .. . 





Mills Heads M-E-L as Nance Quits 


(Continued from Page 1) 


his appointment is expected to be 
acclaimed by the division’s re- 
tailers. He has served as Ford 
division general sales manager 
and was the corporation’s sales 
vice-president before being ap- 
appointed vice-chairman of the 
Dealer Policy Board in April, 
1956. 

Nance’s resignation marked the 
end—at least temporarily—of a six- 
year automotive career during) 
which he has been president of two 
companies and has headed two di- 
visions for a third manufacturer. 

He joined Packard as president 
in 1952 after building a reputation 
as a merchandising ace with Gen- 
eral Electric’s Hotpoint division in 
the appliance field. When Stude- 
baker and Packard merged in 
1954, Nance became president of! 
S-P. 


we resigned that post two) 

years later when S-P’s man-| 
agement contract with Curtiss-| 
Wright came into being and joined 
Ford late in 1956 as marketing vice-| 
president. 

When he went to Ford, Nance 
gave up at least part of a $286,- 
000 trust fund that he had re- 
ceived upon his departure from 
S-P. 

When the Lincoln and Mercury 


2 Truck Regions 
Formed by IH; 
Total Now Nine 


CHICAGO. — Two new sales| 
regions have been formed by Inter-| 
national Harvester’s motor truck 
division. 

L. W. Pierson, manager of truck 
sales, said one of the regions will 
be identified as the Southeast re- 
gion and will cover territories) 
served by the company’s truck) 
districts in Jacksonville, Fla; 
Charlotte, N. C.; Richmond, Va., 
and Atlanta. 

The other will be called the West- 
Central region and will include dis- 
tricts in Little Rock, Ark.; Tulsa, 
Okla.; Wichita; St. Louis, and 
Kansas City. 

Each region has been established 
by splitting the company’s former 
Southern and Southwest region. IH 
now has nine truck regions. 

B. M. Kaiser, formerly manager 
of the Southern region, has been 
appointed manager of the South- 
east region. W. A. Riggs, formerly 
manager of the Southwest region, 
becomes manager of the West-| 
Central region. 

R. E. Scott, formerly manager of 
the Central region, has been named 
manager of the Southern region. R. 
L. McCaffrey, formerly manager of | 
the Northwest region, succeeds) 
Scott as manager of the Central 
region. 

E. P. O'Connor, formerly man- 
ager of the Minneapolis district, has 
been promoted to manager of the 
Northwest region. J. D. Richardson, 
former manager of the Kansas City 
district, has been promoted to man- 
ager of the Southwest region. 


Weller Heads 
White Truck Sales 


CLEVELAND.—Harry D. Weller 
jr. has been named sales vice-pres- 
ident of the White Truck division, 
White Motor Co. He moves to the 

Cleveland main 














offices. 
Weller had been 
vice-president in 


charge of the 
Eastern sales re- 
gion, headquar- 
tered in New 
York. He was 
manager of lease 
truck sales for 
White in Cleve- 
. land before mov- 
H. D. Weller ing to New York 
five years ago to become manager 
of national account sales. 

In 1954 he was made assistant to 
the sales vice-president and a year 
later he became assistant regional 
manager and then regional man- 
ager. Earlier this year he was 
elected a vice-president of the 
company. 





|Lincoln general manager, 


divisions were recombined in Sep- 
tember, 1957, Nance became general 
manager, with Mills as his assistant. 
They continued in the same posts 
when Edsel and the imported lines 
were added last January to make 
M-E-L. 
+ > * 

ILLS, 43, is a native of Still- 

water, Okla. He attended Okla- 
homa A. & M. and later studied law 
at George Washington University 
and Southeastern University, Wash- 
ington, while employed by the U. S. 
Government. 

He joined the Army Air Force in 
1942 and was sent to Harvard Bus- 
iness School where he studied sta- 
tistical control, a subject which 
later led him into the automobile 
industry. 

Upon discharge from the Army in 
1946, he joined Ford Motor Co. as 


| supervisor of programming, prod- 


uct cost analysis and facilities plan- 
ning on Ford’s finance staff. 

In 1949, Mills was promoted to 
director of production program- 
ming and control on the manufac- 
turing staff of Ford division. Two 
years later he was named assist- 
ant manager of the division’s de- 
fense production operations and 
later became assistant manager of 
its aircraft plant in Kansas City. 

In 1953, he became assistant gen- 
eral manager of the Aircraft En- 
gine division in Chicago. Subse- 
quently, he was appointed assistant 
general manager of the then Con- 
tinental division. 

When Lincoln and Mercury were 
split in April, 1955, Mills became 
and in 
1956 Continental came under his 
control. 

In the L-M remerger a year later, 
he became Nance’s assistant, the 


| post he held with M-E-L before last 


week's promotion. 
> > > 

AMS, 57, is a veteran of 33 

years with Ford Motor. He was 

elected a vice-president in 1950 and 

appointed vice-chairman of the 

Dealer Policy Board in April of 
1956. 

Born in Wellington, Mo., he joined 
the company in the accounting de- 
partment of the Kansas City plant 
in 1925, and shortly afterward was 
transferred to the sales department 
as a factory representative. 

In 1934, after several promo- 
tions, Williams was appointed 
assistant branch manager at 
Omaha. He held that position 
until January, 1940, when he was 
transferred to Kansas City as as- 
sistant branch manager. 

In April, 1941, he was appointed 
branch manager at Salt Lake City, 
and in February, 1945, was made 
branch manager at Somerville, 
Mass. 

With 21 years of field experience, 
Williams was appointed Ford sales 
manager in April, 1946. Upon the 
formation of Ford division in 1949, 


Hercules Named 
To Market Ilo 
Engines in U. S. 


CANTON, O.—Hercules Motors 
Corp. has acquired sole American 
rights to the German-built “Ilo” 
(or “Jlo”) line of air-cooled diesel 
and gasoline industrial engines, ac- 
cording to William L. Pringle, pres- 
ident. 

In an agreement signed with Ilo- 
Werke, GmbH—West German sub- 
sidiary of Rockwell Mfg. Co— 
Hercules will market Ilo engines in 
the U. S. under the “Tlo” name. The 
engines have broad application as 
a power source in such fields as 
industrial, agricultural and con- 
struction equipment. 

The new engines will be shown 
for the first time in the U. S. at 





the Society of Automotive En- 


gineers’ national farm construction 


and industrial machinery meeting|_ 


which begins today (Sept. 8) in 
Milwaukee. 

Service and parts for the new 
diesels—and for Ilo air-cooled gas- 
oline engines ranging from 1 to 33 
horsepower —will be maintained 
through Hercules’ 76 U. S. distrib- 
utors. In addition, Hercules will 
make its engineering facilities 
available to those interested in new 
applications of this type of power 
to various equipment. 


he became general sales manager of 
the division. 

His election as sales and advertis- 
ing vice-president was announced 
Sept. 22, 1950. 

Williams attended the School of 
Commerce, University of Illinois. 
He also studied law and business 
courses at Kansas City School of 
Law and Kansas City Junior Col- 
lege. 


Die Casters See 
‘Definite Pickup’ 
In Their Industry 


CHICAGO. — Opinions expressed | 


by delegates to the annual meeting 
of the American Die Casting Insti- 
tute indicate that a definite pickup 
is being experienced in the output 
of the industry. The ADCI meeting 
opens Wednesday (Sept. 10) at the 
Edgewater Beach Hotel. 

The pickup is tied to expected 
upturns in the automotive and 


home-appliance industries, the two) 


largest users of die castings. 
While die-casting production for 
the first half of this year was 
about 40 percent below the first six 
months of 1957, industry leaders 
said the low point was reached in 
March and April. The May and 
June figures, they added, showed 
less drastic losses when compared 
with the corresponding 1957 months. 
Taking the indicated last-half 
pickup into consideration, the ACDI 
estimated that 1958 will see the 
production of 315 million pounds of 
aluminum die castings, compared 
with 376% million pounds last year. 
New officers of the ADCI are 


Robert C. Strassman, Badger Die) 


Casting Corp., Milwaukee, pres- 
ident, and Gordon C. Curry, Dollin 
Corp., Irvington, N. J., vice-pres- 
ident. David Laine and W. J. 
Parker, of ADCI, were reelected 
secretary and treasurer, respec- 
tively. 


Expansion 
(Continued from Page 2) 
than 100,” said the head of the 
firm which has been a downtown 
Phoenix landmark since 1926. 
“Our continued expansion shows 
clearly Coulter’s faith in the con- 
tinued growth of the automobile 
business and the Southwest,” said 
Frank Duffy, a Coulter executive. 
Coulter has been in the auto bus- 


iness in Phoenix since 1915. 
> * > 


| 
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This map shows the comparative rates at which rust eats at sheet steel. A 25-year 
study showed it takes from three to 15 or more years for corrosion to become severe, 
depending on the area in which the metal is exposed to the elements. 


CHICAGO. — The comparative 


|rates at which rust proceeds in 


different parts of the country have 
been established for the first time 
for all U.S. cities over 10,000 pop- 
ulation. 

It takes three years, the fast- 
est rate in the country, for rust 
te corrode a standard, uncoated 
steel test panel, the size of an 
auto license plate, in four differ- 
ent cities—Buffalo and Rochester, 
N. Y.; Erie, Pa., and Miami. 

Slowest rust rate, more than 15 
years, is in Tucson, Ariz.; Roswell 
and Santa Fe, N. M. In all the 
nation’s major industrial centers 
the rust rate is under four years. 
This was disclosed in the first 
rust index of the U.S., published 
by Rust-Oleum Corp. Evanston, 
Ill. The index, the result of a 25- 
year research program, lists the 
523 cities and the comparative rust 
rate for each city. 

The index was compiled in a 
research program, in which dated 
and uncoated steel panels were left 





Warren-Cadillac Adds Warehouse— 


A $110,000 parts warehouse has been added to the main building of Warren- 
Cadillac, Inc., Minneapolis. It is the second expansion of the firm, Upper Midwest 
Cadillac distributor, since 1950. The parts business has grown 70 percent in the last 


three years. 





New Home of Shepard Cadillac— i 


Forced to vacate its old location because of a University of Californig expansion 
move, Shepard Cadillac erected larger quarters on a 75,000-square-foot lot in Berkeley, 
Calif. Sales have increased since the move, the firm said. 





Rust Rates Are Determined 
For Major Cities in U. S. 


exposed at industrial sites through- 
out the country. The panels were 
of 28 gauge, low carbon, coldroll 
sheet steel. 

Periodic examination of the pan- 
els provided the data for the index. 


Obituaries 


Goldie Gardner, 68; 


Speed-Record Breaker 


LONDON.—Alfred Thomas Goldie 
Gardner, who set more than 100 
light-car speed records, died Aug. 
25 at the age of 68. 

He was the first driver ever to 
top 200 miles per hour in a light 
car when, in 1939, he pushed an 
MG to 203.9 m.p.h. over a measured 
mile. From 1938 to 1952, he drove 
mostly for MG, although he started 
racing in 1924. In 1951, at the age 
of 61, he went to the Bonneville 
Salt Flats in Utah and set 16 na- 
tional and international marks in 
one day. He set five more on the 
Flats in 1952. 

> > > 
William S. Gundaker 

BELMAR, N. J.—William 8, Gundaker, 
president of Gundaker Central Motors 
(DeSoto-Plymouth), died of a heart attack 
Aug. 14 while attempting to boat a giant 
tuna during the Tuna Tournament off Block 
Island, R.I. Mr. Gundaker founded his 
firm in 1914. He was a Chevrolet dealer 
from 1928 to 1932 and has handled DeSoto 
and Plymouth since then. 

a > > 
Nathan E. Laycook 

MEMPHIS.—Nathan Ethridge Laycook, 
who operated one of the first automobile 
dealerships in Huntingdon, Tenn., died 
Aug. 21. He was 99. Mr. Laycook’s wife, 
Leona, died in 1953 after the couple had 





4 been married 74 yearg. 


Jessie L. Smith 
PORTLAND, Ore.—Jessie L. Smith, 64, 
treasurer of A. B. Smith Chevrolet Co., 
died Aug. 28 following a heart attack. 
Mrs. Smith was a native of Delta, Colo. 
* * 


‘Edward H. Wolff 
GREENSBORO, N. C.—Edward H. Wolff, 
64, president of Stallings Motor Co., died 
Aug. 26. A native of Natal, South Africa, 
Mr. Wolff had lived here 22 years. 
7 * * 


Paul E. Gelinas 

MANCHESTER, N. H.—Paul E. Gelinas, 
32, operator of Gelinas Motor Sales, and 
three other persons were presumed to have 
lost their lives when a single-engine plane 
piloted by Gelinas disappeared on a it 
from this city to Willimantic, Conn. 
radioed a distress signal as his craft en- 
countered bad weather over Massachusetts. 
No trace has been found of the plane. 

* = * 


Ernest T. Kimberly 

WILMINGTON, Del.—Ernest T. Kim- 
berly, 85, Wilmington’s first used-car 
dealer, died Aug. 24. He had worked in 
the used-car department of Wilmington 
Auto Sales Co. for 25 years prior to retir- 
ing last December. 
. * > 


Roy H. Heath 
SALINA, Kans.— Roy H. Heath, 40, 
Salina auto dealer and noted sports-car 
racing driver, died of a heart attack at 
his home Aug. 30. 
* * 7 
Mrs. Nancy M. Wagner 

DAYTON, O.—Mrs, Nancy M. Wagner, 
78, president of SWS Chevrolet Co. for 21 
years, died here Aug. 31. She had headed 
the dealership since the death of her hus- 

band, Charles, in 1937. 
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Car, Truck Output Estimates 


By Automotive News 
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Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Sept. 5, Week, Aug. 30, Output, Sept.6, Sept. 5, 
1958 1957* 1958* August* 1957* 1958 
AMER. MOTORS** .... 3,424 1,175 3,051 3,051 66,470 117,325 
Ramble? .........0.c0ccceorsesees 3,424 912 3,051 3,051 61,165 117,325 
CHRYSLER CORP. 2,250 9,713 1,754 21,026 945,522 393,635 
STEED dilnnieatiecopeertrsones 200 1,762 45 45 92,489 35,790 
ROTEL ciscsvisvsinssecsses .. * damn 117 117 30,172 8,497 
IIUIED-< ‘ecevesvassitesteonatnign 200 291 85 95 89,187 23,251 
SEED, ~ sccevessscopevsmmatonienens 1,800 676 1,507 2,037 219,902 70,093 
INOUE eciiicatssccccesveccsce. cxtethnons a 18,732 513,772 256,004 
FORD MOTOR*** ........ 1,650 33,069 6,767 85,947 1,369,886 761,169 
MINER \ebascstieisoectsvdimcseneett -sexpteyeee ees enssennaes 963 27,655 8,503 
I aii csticcutineetisabeatabetaees 1,350 25,064 5,151 71,022 1,097,603 650,225 
STE. hthanmbdeteineecsemens 300 366 312 1,174 27,180 17,492 
DT wincigtarsnidiinecae teers 3,465 1,304 12,788 217,005 84,949 
GENERAL MOTORS... 6,482 45,445 5,199 70,289 2,056,573 1,461,793 
I i sndinijietatsanndesenitnie 5,494 5,323 5,199 7,257 297,731 145,862 
II -cubcniatinestsbessiandan -cvcielateh IEE = fiers 634 114,611 89,510 
DTT? iccsedstndgihiabed. shinee a 61,865 1,093,322 885,547 
PUOIIEED .cnccccsccscoesesees 588 Ce © keeeivemse 498 291,619 203,764 
III” clin dsessiisatscuntiociocs 400 Celene 35 259,290 137,110 
TE Wisi cciaitldcenie  tnvicieon ee lsoessusic,  * Setawenes 48,282 23,317 
EE ee ee ee 6,122 1,745 
IEE © tisnidecsbibeckinn Wimnctans Si) > nine” +e 42,160 21,572 
Total Cars, U. S. ........ 13,806 90,704 16,771 180,313 4,486,733 2,757,239 
*Revised 
**American Motors’ totals for 1957 include Nash and Hudson production. 
***Ford Motor Co. totals for 1957 include Continental production. 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Sept. 5, Week, Aug. 30, Output, Sept. 6, Sept. 5, 
1958 1957* 1958* August* 1957* 1958 
IEEE sticnccctskces’ ‘atpedaaics 5,601 67 11,452 252,280 183,461 
ee 125 85 114 388 3,785 3,659 
Se Of 48 50 190 2,132 1,796 
SE cis dedicascehetetsinnetecidee 100 1,464 263 2,494 57,237 38,826 
EES a 875 5,465 2,651 16,967 246,630 149,360 
ee ea ee 1,100 1,157 918 3,361 47,162 41,571 
INTERNATIONAL. ...... 1,488 2,022 1,491 6,069 83,004 62,670 
as 300 279 311 1,197 12,557 10,234 
STUDEBAKER ............. 80 15 100 300 7,391 3,910 
a esicltitaniiinn 80 332 260 1,123 13,676 11,050 
ee 1,990 843 2,627 4,907 42,341 56,363 
MISCELLANEOUS** 48 72 58 276 3,031 3,254 
Total Trucks, U. S. 6,240 17,383 8,910 49,224 771,226 566,154 
Total Cars, ca ee ee eer ee 
Trucks, U. &. ............ 20,046 108,087 25,681 229,537 5,257,959 3,323,393 
Total Cars, 7 
Trucks, Canada 1,184 2,718 2,740 9,192 319,748 251,600 
Grand Total, or “Cy 


U. S. and Canada .... 


21,230 110,805 28,421 238,729 5,577,707 3,574,993 





*Revised. 





**Misceliancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, ete 
***Autocar, Freightliner, Keo and Sterling are included in White totals; Brockway in 


Mack totais. 


N.B. All U, 8S. totals include cars and trucks for military orders. 


10 Simca Distributorships 
Ready to Fight Chrysler 


(Continued from Page 4) 


American distributors could have 
resulted in far greater sales had 
the vehicles been available.” 


the big corporation, represented 
by his factory. 
“Even if ordinary business pro- 


Kilborn’s Sued 
In Repo Case 


DECATUR, Ill.—Edgar Drain has 
filed a $4,600 suit against John A. 
and William D. Kilborn, of Kil- 
born’s (Dodge), charging unlawful 
repossession of an automobile. 

Drain claimed he bought a 1957 
car from Kilborn’s last Oct. 1, pay- 
ing $1,200 down. He said he has 
since paid an additional $1,400 
under an additional sales contract. 

He alleged that on July 25, Kil- 
born’s repossessed the car “without 
lawful reason.” Drain asked that 
the car either be returned to him 
or that he be paid $4,600 damages. 





cedures had been followed and 
routine courtesies observed,” Elm- 
aleh continued, “the Simca-Chrysler 
negotiations would have come as a 
shock to the present distributors, 
but hearing of it as they did from 
newspaper accounts, without warn- 
ing, without being provided any 
opportunity to match the terms 
being offered by Chrysler, Simca’s 
outrageous maneuver has left them 
and their dealers in a state of com- 
plete confusion. 

“The distributors, urged on by 
the Simca organization and inspired 
by promises of increased deliveries 
of Simca vehicles, have in recent 
months made elaborate commit- 
ments for expanded facilities and 
ne and augmented person- 
nel.” 

The other distributors are: E. B. 
Jones Motor Co., East St. Louis, 
Il.; Kurland Motors, Denver; Over- 
seas Auto Importers, Inc., Miami; 
Pacific Imported Cars, Inc., Port- 
land, Ore.; Simca Auto Sales, Inc., 
Los Angeles; Simca Distributors, 
Inc., San Francisco; Simca Inter- 
mountain Co. Salt Lake City; 
Simca Southern Car Distributors, 
Inc., Atlanta, and Wilcox Motors, 
Inc., Seattle. 


Makers Boost Car Schedules .. . 


1.4 Million Due in 4th Quarter 


(Continued from Page 1) 


only token offerings by Chrysler, 
DeSoto, Imperial, Oldsmobile and 
Pontiac, were chief factors in get- 
ting the: industry off to a slow 
September buildup last week. 


Only 13,806 cars were rolled 
from the lines during the week, 
which marked the lowest weekly 
output by U. S. manufacturers 
since 1946. Not since the week 
ended March 2 of that year, when 
the industry turned out just 12,- 
050 cars, has U. S, auto output 
fallen to such a low level. 


The week ended Aug. 20 saw the 
makers produce 16,771 cars. 


Shutdowns for changeover plus 
the Labor Day hiatus also affected 
truck assemblies as they dropped 
to a six-year low of 6,240 units last 
week. Last time truck output dip- 
ped to that level was during the 
week ended July : 25, 1952, when 6,- 


445 commercial cars were built. 


Biggest individual car producer 
last week was Buick, which turned 
out an estimated 5,494 units, com- 
pared with 5,199 a week earlier. 
Other GM divisions that got into 
production of ’59 models were Pon- 
tiac with 400 assemblies, and Olds- 
mobile with an estimated 588 units. 

* * * 
ORD division turned out 1,350 
Thunderbirds and Lincoln pro- 
duced 300 cars at its Wixom (Mich.) 
plant last week to give Ford Motor 
a corporate output of 1,650 cars 
last week. 

All other Ford divisions, Edsel 
and Mercury units are down for 
changeovers and are not expected 
to return to operations until later 
this month. Chevrolet, Ford, and 
Edsel are expected to begin pro- 
duction of ’59 models about Sept. 
15. 

Cancelling of "58- model output by 


Japan’s Auto Exports Rise 
40%; New Mark Expected 


By Stuart Griffin 


Foreign Correspondent 


TOKYO. — Japan is hoping to 
establish an auto export record 
this year. In fact, business is so 
brisk—particularly to the U. S.— 
that this country’s auto industry 
feels it will be possible to export 
more than 10,000 vehicles by the 
end of Japan’s 1958-59 fiscal year 
next March 31. 


The nation sold a total of 6,500 
cars overseas last vear. 


In July, 915 cars were shipped 
out, breaking the previous high of 
803 units last February. Of the 
total this time, 141 were Toyopet 
Crowns and 149 Datsun sedans. 


The All-Japan Automobile In- 
dustry Assn. had predicted the 
July record would be eclipsed in 
August. When all totals for the 
month are in, it is expected that 
the exports will total 1,500 units. 
Close to half will be the Toyopet 
and Datsun models. 


Fuji Precision Machinery Corp., 
producers of the Prince Skyline 
sedans, is scheduled to begin ex- 
ports to the U. S. in September. 


A total of 3,807 cars was exported 
during the first half of this fiscal 
year, an increase of 40 percent over 
last year’s corresponding period. 

Both Toyota and Nissan firms be- 
lieve they can continue to export 
between 200 and 300 passenger cars 
monthly to the U. S., during the 
remainder of this fiscal year. 


The latest figures for overall 
Japanese production showed 14,934 
cars rolled off assembly lines in 
July. This figure was 428 units 
fewer than in June. 

The July output included 3,705 
passenger cars; 10,726 trucks, and 
503 buses. The principal import- 
ing countries were the U. S., 
Venezuela, Thailand, the Philip- 
pines and Singapore. 

The industry is hopeful of main- 
taining monthly exports of about 
1,000 cars in the near future, with 
emphasis on passenger-car deliv- 
eries to the U. S., jeep-type four- 
wheelers to Central and South 
America, and trucks and buses to 
Southeast Asia, and to the Near 
and Middle East. 

Other destinations for Japanese 
vehicles are Burma, Brazil, Argen- 


Ex-Salesman Held 
In Car-Title Fraud 


MANSFIELD, O—A former 
Mansfield auto salesman was ac- 
cused of fradulently obtaining 10 
auto title forms by representing 
himself as an employe of a fictitious 
state bureau. He was charged with 
larceny by trick. 


The State Highway Patrol said 
seven of the forms, issued to Wil- 
liam A. Allen, 44, were found in a 
locker at a railroad station here. 

The police said the forms, when 
filed out, could be sold and used 
in selling stolen cars or fradulently 
obtaining loans fem banking in- 
stitutions, 





‘ 





tina, Mexico, the Ryukyus, and For- 
mosa. 

Toyota exported 341 passenger ve- 

hicles and trucks during July. This 
figure included 154 Toyopet Crown 
models to the U. S. 
. Toyota cars were exported to 22 
foreign nations, including Kuwait, 
Venezuela, Urguay, Australia, Oki- 
nawa and Formosa, as well as to 
the U. S 





Lincoln and Thunderbird during 
the week beginning Sept. 15 also 
will be offset by Studebaker’s re- 
turn to operations during the same 
week. 


Mercury is expected to be down 
longer than other Ford Motor di- 
visions due to extensive change- 
overs and retooling. 

« * ca 


SS CORP. upped its 
output from 1,754 units a week 
earlier to an estimated 2,250 last 
week despite the loss of a work 
day and continued labor difficulties 
at Imperial and the Dodge forge 
plant. 

A breakdown of Chrysler Corp. 
operations showed Chrysler divi- 
sion with 200 assemblies last 
week, compared with 45 a week 
earlier; Dodge up from 1,507 to 
1,300; DeSoto up from 85 to 200, 
and Imperial off from 117 to 50 
units. 


American Motors, which is near- 
ing pre-changeover output sched- 
ules, turned out 3,424 cars in four 
days last week, as against 3,051 in 
five days the previous week. 

Output operations in Canada 
were at a near standstill last week 
as only GM, operating on a token 
basis, and International remained 
the only auto manufacturers still 
in operations. Ford, Chrysler and 
Studebaker-Packard are all down 
for changeovers to ‘59 models. 

Total vehicle output in Canada 
last week totalled 1,184 units, com- 
pared with 2,740 cars and trucks 
during the previous week and 2,718 


. Ss. during the same week a year ago. 
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HELP WANTED 


TIME SALES FINANCE COMPANY near 


Philadelphia, Pa. has immediate need 
for experienced office manager. Write 
giving full particulars, compensation 


wanted and references to Box 8468, c/o 
Automotive News, Detroit 26. 





SALESMAN 
INTERNATIONAL TRUCKS 


The fastest expanding truck market in the 
country. Excellent opportunity for capable, 
heavy duty truck salesman. Contact Branch 
Manager, International Harvester Co., P. O. 
Box 1425, Houston, Texas. 


SALES CAREER 


Nation-wide avtomotive parts manvu- 
facturer-distributor offers depression- 
proof sales opportunity. Protected ter- 
ritories with established accounts now 
available. Average earnings $8,000 to 


$10,000 per year. Great opportunities 
for advancement to executive positions. 


Write today giving background and 
sales experience. 


Box 8505, </o Automotive News, De- 
troit 26, Mich. 


SALES MANAGER — Dodge-Plymouth 
dealership in western Pennsylvania 
town. Potential 200 to 250 units. Must 
be experienced to build, train, direct, 
sell. Good deal for the right man, All 
replies confidential, Write Box 8504, c/o 
Automotive News, Detroit 26. 


ROAD MAN WANTED for foreign car 
distributor, state of Ohio. Must be ex- 
perienced in the wholesaling of new 
cars to dealers. Box 8484, c/o Automo- 
tive News, Detroit 26. 


ACCOUNTANT—Familiar all phases auto 
bookkeeping and capable taking complete 
charge office including credits and col- 
lections and daily operating control in 
profit making 500 car deal. Mo- 
tors, Inc., Columbia, South Carolina. 
Lincoln-Mercury-Edsel and English Ford. 


Nelson 








HELP WANTED 


LARGE CHEVROLET DEALERSHIP in 
Anderson, Indiana has opening for ex- 
perienced office manager and chief ac- 
countant. Uniess you are thoroughly 
experienced in present day General Mo- 
tors bookkeeping and have practical 
experience in operating an office of some 
size—Please DO NOT apply! Kindly send 


age, experience, qualifications, expected 
compensation, and if possible, a recent 
photo to: Hunter-Chevrolet, Anderson, 
Indiana. 


POSITION WANTED 
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SERVICE MANAGER — General Motors, 
Lincoln, Mercury. Fully qualified and 
experienced in all phases of service op- 
erations. Best references. Lex Kennerly, 
4040 Park Fulton Oval, Cleveland, Ohio. 


FORMER PARTNER in large volume, suc- 
cessful Ford dealership seeking position 
as executive assistant to dealer. Age 38, 
married, one child. Loyal, aggressive, 
enthusiastic, experienced in handling all 
phases of dealership operation. Interested 
in sharing responsibility and making 
money for dealer and myself. Excellent 
references. Midwest or west preferred. 
Will make change now. Box 8481, c/o 
Automotive News, Detroit 26. 


GENERAL SALES MANAGER or genera! 
manager—Thoroughly experienced in all 
phases of retail operation. The days of 
gimmicks, fast systems and misleading 
advertising are over. Hard work with 
quality policies backed by sincerity are 
the foundation for success. If you need 
a right hand man whom you can trust 
and put confidence in to achieve a job, 
then I am your man. Would relocate for 
permanent position. Thirty-four years old, 
married, two children, college, excellent 
character, best references, financially 
sound, nine years’ experience. Box 8503, 
c/o Automotive News, Detroit 26. 








FORMER SUCCESSFUL FORD DEALER 
seeks position as all-around assistant to 


dealer. Familiar with all phases of 
dealership operations. Can be _ great 
help. Age 44, sober, married and de- 


pendable. Interested in being helpful and 
useful under pleasant working condi- 
tions, than high earnings. Prefer the 
southwest. Box 8485, c/o Automotive 
News, Detroit 26. 
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AUTOMOTIVE NEWS, SEPTEMBER 8, 1958 





POSITION WANTED 


GENERAL SERVICE MANAGER, thor- 
oughly experienced all phases wholesale, 
retail, parts and service top manage- 
ment—volume operations. GM trained. 
$10,000 plus per annum. Write Saullo, 
9 Third St., Westbury, New York. 


i 
GENERAL MANAGER—Buy-out program 
—$40,000 to invest in profitable, ethical 
dealership handling GM or Ford, Highest 
references, proven ability. Married, three 


children, sober worker. Will relocate. 
Replies held in confidence. Box 8488, 
c/o Automotive News, Detroit 26. 





BUSINESS MANAGER-ACCOUNTANT, 


| 


thoroughly experienced with large volume | 


dealer. Can analyze statement and effect 
expense reductions. Am qualified to aid 
manager in overall activities. Box 8506, 
c/o Automotive News, Detroit 26. 


OFFICE MANAGER-ACCOUNTANT—Age 
33, family man, ten years’ GM exper- 
jence, Qualified to assist in expense re- 
duction and management. South or West 
preferred. Box 8507, c/o Automotive 
News, Detroit 26. 


GENERAL-SALES MANAGER. Proven 
background, employed by volume dealer. 
Eight years’ retail experience 
manager) and two successful years’ 
major manufacturer. I have complete 
understanding and capability of directing 
all phases of dealership operation. Desire 
position with opportunity to buy into the 
business. Can make small investment 
now with the option to purchase addi- 
tional interest. My background will stand 
the closest scrutiny. Replies confidential. 
Box 8508, c/o Automotive News, De- 
troit 26. 


DEALERSHIPS AVAILABLE 











AGENCY HANDLING RAMBLER FOR 
LEASE. Located on one of the main 
streets in Lansing, Michigan—city of a 
population over 100,000. Have had the 
Nash and Rambler franchise for 13 years. 
Newly decorated building with a 12 
working stall service department, parts 
room and storage, 16 working stall body 
shop with spray booth and paint storage 
room, 3 auto frame machines, 1 truck 
frame machine. Alignment equipment for 
both truck and auto, large 5 car show- 
room with new, large Rambler sign in 
front. Large corner used car lot—no 
used cars to purchase. Nice offices, all 
latest and modern equipment. Money 
required for the lease—purchase parts 
inventory. Reason for lease—owner re- 
tiring. Located at 1116 8S. Washington 
Ave., Lansing, Michigan. Phone: IV 
4-5351. 


DEALERSHIP HANDLING OLDSMOBILE- 
CADILLAC for sale in Iowa, located in 
rich farming area with well established 
industry. Has always been excellent 
profit maker—1958 included. Will pay for 
itself in two years. C.P.A. records to 
verify profit picture. 450 units new and 
used. Lease or buy property—Must have 
factory approval. Box 8478, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING one of 








the 
“Big Three.”’ also foreign cars. Top 
facilities, 300 car potential, modern 


building. Good town in the most highly 
industrial section of Pennsylvania. Es- 
tablished more than twenty-five years 
— profitable dealership. Box 8482, c/o 
Automobile News, Detroit 26. 


CENTRAL NEW ENGLAND handling 
Chevrolet, 75 to 100 car dealership, 8,000 
sq. ft. fireproof building, well equipped 
service and body shops, 80% absorption. 
Large blacktop used-car lot. $20,000 to 
$30,000 net for many years. Large parts 
inventory. Reason for selling, other in- 


terests. Complete price $85,000. Must 
have factory approval. Box 8497, c/o 
Automotive News, Detroit 26. 


HANDLING DODGE, PLYMOUTH. 
DE SOTO and Dodge trucks. Located in 
the heart of three large military instal- 
lations in a southern seaport town which 
is growing by leaps and bounds, and 
where no recession has been felt. Would 
prefer to sell 50% to yualified person 
capable of managing full operation, due 
to present owners lack of time to handle 
other diversified interests. Would con- 
sider selling 100%. Have certified records 
to prove net earnings of $191,053 in past 
seven years. Added French Renault at 
beginning of this year and have averaged 
eleven retail sales per month of same 
to date. Will arrange persona! interview 
at which time will furnish all details 
desired. Box 8498, c/o Automotive News. 
Detroit 26. 


DEALERSHIP HANDLING COMPLETE 


CHRYSLER LINE-—Full facilities—con- 
centrated layout in rapidly growing 
southeast Florida area. Yearly potential 
300 units. Favorable lease. Can be 
bought right! Box No. 33001, 
Grove, Fiorida. 


MAKE MONEY FASTER with the new 
Alma Trailer Dealer Franchise. Many 
profitable territories still open, with 
guaranteed sales areas. Minimum invest- 
ment, immediate deliveries. Completely 
new line with sensational features, new 
lower prices for fast sales. Write for 
catalog or phone 920 Alma, Michigan 
and ask Ken Mitchell about the new 
deal for Alma Trailer Dealers. 

FOR SALE — DEALERSHIP HANDLING 
“BIG THREE” in southern Arizona. 
Owner has moved away and will there- 
fore sell on most liberal terms. Long 
lease may be had on new, modern build- 
ing and equipment. $5,000 will handle 
parts and accessories purchase. Box 8499, 
c/o Automotive News, Detroit 26. 





DEALERSHIP HANDLING BUICK lo- 


cated in fastest growing section of 
Arizona. Have iong term lease on most 
modern building. Shop coverage runs 
90% or better. Sales potential next 
year 200 units. Box 8489, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP HANDLING FORD—West- 


ern Pennsylvania. Established 50 years. 
New, modern building; used car lot ad- 
joining; complete service shop including 
spray booth and alignment equipment; 
six car showroom; 2/3 of city block in 
heart of town, Must sell building, parts, 
tools, signs and office equipment to settle 
estate. Box 8509, c/o Automotive News, 
Detroit 26. 


ESTABLISHED TRUCK AGENCY in fast- 


est growing community in west Texas. 
Large farm, ranching and oil field truck 
potential. Reasonable price for this grow- 
ing truck agency with great possibilities. 
Present operating manager, who is well 
qualified and experienced, would like to 
keep connection if possible. Owner has 
other business interests. Box 8510, c/o 
Automotive News, Detroit 26. 


(sales | 
with! 


Coconut | 


DEALERSHIPS AVAILABLE 


DEALERSHIP ESTABLISHED eight years 


| GM FRANCHISE in suburban Philadelphia 


CHEVROLET FRANCHISE, 350 to 500 car 


YOUNG 


—handling Buick and Opel—planning po- 
tential one hundred—one hundred fifty 
cars—West Coast, Florida. No used cars 
or accounts receivable, high service ab- 
sorption percentage, excellent building, 
large used-car lot and parking area. 
Profitable one-man deal, exceptionally 
low price for right party. Must have fac- 
tory approval. Box 8492, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP WANTED 








or south Jersey area. Have cash; factory 


approval assured. Reply in confidence. 
Box 8500, c/o Automotive News, De- 
troit 26. 





deal in northern or central New Jersey. 
Have cash and factory approval. Confi- 
dential. Box 8501, c/o Automotive News, 


Detroit 26. 





MAN, 31, desires to invest in 
established 75 to 150 p.p. Chevrolet 
agency in west or southwest. Fourteen 
years’ experience all departments; cur-/| 
rently employed last four years as sales-| 
man and accountant. Cash to invest or| 
consider outright purchase. Replies con-| 
fidential Box 8511, c/o Automotive 


News, Detroit 26. 
“BUSINESS OPPORTUNITIES 








ONE YEAR WARRANTY CORPORATION. | 





200 ft. frontage on Auto Row by 100 ft. 
deep on side street. 
lighting. 100 ft. by 100 ft. terraced display. 
Main office, three closing offices with book- | 
keeping offices upstairs. 
more than enough to toke core of toxes 
and upkeep. 
doing a volume business. 
information write to Box 8494, c/o Avto-| 
motive News, Detroit 26. 








REWARD: For information leading to the 





Partners do not agree—one year old, | 
one of the best in existence, highly rated | 
and successful. Will sell outright for 
$15,000. This is a chance of a lifetime. 
Write Box 8502, c/o Automotive News, 
Detroit 26. 


Used Car Lot for Sale 
In Tampa, Florida 


Lifetime surface and | 





Shop rented for | 


in operation now 
For additional 


Lot is 
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CONFUSED 
ABOUT 
LEASING? 


Learn about the 


LEE 
FLEET 
SYSTEM 


+ « « « @ national franchise 
plan for sew cor dealers 
which provides 

FINANCING 

INSURANCE 

LEASE DOCUMENTS 
PERSONNEL TRAINING 
ADVERTISING 


Write for Details: 


LEE FLEET SYSTEM, 


Inc. 
1530 Keith Building 
Cleveland, Ohio 
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location of 1955 Ford 2-door Customline; 
Motor No. U5UG-136401; license KEN- 
TUCKY No. 658-585; color light green. 
Taken from dealership by man posing as 
prospective buyer. Description: White, 
male, 5’ 10”, 130 Ibs., brown hair, very 
slender. May use the following names: 
Bob Bisguarde, Lee Grant or William 
Winson. Call collect. Phone: 350, Lan- 
caster, Kentucky. 


DEALER SERVICES 


H. K. Williams, M 
HOME DETECTIVE CO., INC. 
37 Years @ com 


LOCATOR AND 
REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 

dealers, banks, finance firms, law enforce- 

ment sources. Write for loss forms and 

rates on financed, autos, 

mobile homes, tractors, trucks. Fast, daily 
Cherry Point. 


Bragg. “Camp 
c., and all beaches in 


Lejeune, N. 
Carolinas. Write P. O. Box 962 or grape 
BR 2-2034, BR 5-3757, Greensboro, N. C. 


service 


DEALER SERVICES 





@ © TWO ESSENTIAL SERVICES ® ® 
INVENTORY SERVICE 
Parts, accessories and similar goods. 
APPRAISAL SERVICE 
Furniture, equipment, machinery 
For Buy/Sell s 
Annual Fiscal a. 
Tax, Banking and insurance 
@ @ Cali or Write for Details @ @ 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 


and tools. 








MILITARY BUSINESS 
— Got Your Share? — 
Military people will want to: 
Finance for 30 to 36 months. 
Register and Title car out of state. 
Take car overseas without refinancing. 


Get low, money saving, financing rates. 


Take immediate delivery. 
We specialize in such transactions on @ 


plified, no trouble, without recourse basis for 
| officers and enlisted personnel of pay grades 


| & and above. 

MILITARY MILITARY 
FINANCE CO. ACCEPTANCE CORP. | 
502 Tioga Bidg., P.O. Box 2166) 
2020 Milvia San Antonio, Texas | 


Berkeley 4, Calif. CApito!l 6-268! 
THornwall 3-7423 
“Worldwide for Military 
Personne?” 





CARS WANTED 





LATE MODEL WRECKS—Parts bought 
and sold. Large selection. Ed Matt, 55 
Madison Ave., Paterson, New Jersey. 


SHerwood 2-4488 





Foreign Car Dealers!! 


NEW AND USED 
Don't sacrifice your foreign car 
—Call the la t import dealer in the mid- 
west. No stock too small or too large for 
us to handle. Send for free 
Write or call Bernie Gay. 


JAN ROSS MOTOR CO. 
Import Division, 380 E. Broad St., 


Columbus, Ohio 
CApitol 8-4514—CApitol 84407 


CARS FOR SALE 





USED TAXICABS — LOW PRICES 
‘57 FORDS, CHEVS., PLYMS., DODGES, 
CHECKERS 


EMKAY MOTOR SALES, INC. 
1046 Bedford Ave., Brooklyn, New York 
STerling 3-8970 


Karmann Ghia Convertibles 
‘57, "58, "59 
Completely Americanized 
Wholesale—To Dealers 


We are the only American Importers with 
our own organization in Germany—We 


ship only Selected, Top Choice Cars. 


F. H. K. CORP. 


30-15 35th Avenve 
Long Island City 6, N. Y. 
EMPIRE 1-0557 
EMPIRE 1-0600 
We can also supply Station Wagons, 
Panels, Pick-Ups, Buses, efc., either di- 
rectly from vu. A. or through our German 
organization: 
Deutsch-Amerikanische Auto- 
mobil Handelsgeselischaft, MBH. 


HAMBURG 1, GERMANY 





City of Akron 


Fleet Cars || 


For Sale 


1957 Chevrolet 4-Door 
8 Cylinders 


1957 Chevrolet 2-Door 
6 Cylinders 


Low Mileage Police Cars 


In service approximately one year 


45 CARS TO BE SOLD — 
SEPT. 23, 1958 


by 
G. McQuiggan 


205 Municipal Building 
Akron 8, Ohio 
For inspection of cars or information 


on sale, contact City Purchasing De- 
partment, Akron, Ohio. 





inventories | 


wholesale list. 





CARS FOR SALE 


DO YOU WANT 
PROFITS NOW?7? 


Wholesale to Dealers Only 
Fully Americanized 


VOLKSWAGENS 


1958s, 1957s, 1956s, 1955s, 1954s 
Sedans—Convertibles—Karmanns 


Shipped by the 
World's Largest Independent 
Volkswagen Operation 
All Cars Selected, Serviced, Cleaned 
end Expertly Directly to 
All U. S. Ports. Contact our Ameri- 
can Representatives for Details. 


Expincorp, 
Lyndhurst, New Jersey 


Phone: GEneva 8-7070 
or Call N.Y.C. Lines: Wisconsin 7-8221 
(Bank References Furnished 
Know Your Supplier) 

Also te bean Station Wagons, 
Panels, -ups, > Etc. 
Export Industrial Corp., S. A., 
Hamburg |, Germany 











PARTS FOR SALE 


COMPLETE CHROME including bumpers. 
grilles "58 Olds, Pontiacs, Buicks. 
Slightly imperfect. Make offer. John 
Canole, Altoona, Pennsylvania. 

PARTS WANTED — 

THUNDERBIRD, 1957, convertible top. 
Beach Auto Service, 1410 Legare St., 
Columbia, South Carolina. 


PARTS-ACCESSORIES FOR SALE 

















Attention Dealers 
Importer and Distributor 
Accessories and parts for most German im- 

ports and other popular foreign cars. 

for detolls 
Glebe Avtomotive imports, inc., Box 508, 
Montgomery, New = Phone: NEwburgh 








ACCESSORIES FOR SALE 








LUGGAGE CARRIERS 
All Aluminum — Permanent Type 


Full Half Length 
$62. | $44.25 
72" platform 48" platform 
CANELL CO. 


Little Ferry, New Jersey 
Send for Details 





DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors. Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3. Ohio 


SCHOOL BUSES WANTED 





SCHOOL BUSES WANTED —one or twenty, 
1951s up—36 to 66 passenger. Quick ac- 
tion. Write Box 8380, c/o Automotive 
News, Detroit 26 


BUSES FOR SALE 


| 1957 CHEVROLET 60 passenger school 
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bus, 1957 Chevrolet 54 passenger school 
bus. Both buses are like new. 1955 Chev- 
rolet 12 passenger Airport Coach, 1955 
ambulance, 1953 Pontiac ambulance, 
1951-1952-1956 Cadillac Superior Flower 
cars. 1948 Packard Henney Flower car, 
$500. 1952 Cadillac straight 8-passenger 
sedan, $900. For further information 
please write to Box 8512, c/o Automotive 
News, Detroit 26. 
SHOP EQUIPMENT WANTED 

| PRODUCTION TYPE BRAKE BONDING 
equipment wanted. Need bonder — de- 
bonder and other necessary equipment. 
Box 8493, c/o Automotive News, De- 
troit 26. 

WANTED: USED PARTS BINS and steel 
shelving. Give inventory, description and 
price first letter. Spaniol Ford Co., 
2227, Hobbs, New Mexico. 











was 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tox included 


THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL F0.8. feditn Net) 


$44.85 Fed. Tox included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


FIVE WHEELS, LTD. 


599 Y Se. 
Toronto, 





EXCESS SHOP EQUIPMENT? 


Why not sell thot extra equipment now 
standing idle in your shop? 


An advertisement in this section is the 
answer! 


AUTOMOTIVE NEWS 


The “ORIGINAL YELLOW™ 


Automatic Braking 


Is the ONLY—TOW BAR—TODAY 
WITH THE UNIVERSAL 
4 
$5] 5 


“WRIST ACTION” 

incldg. BRAKE 7 oo 

TowKinG .c2's} 45° 

TRAIL-KING $37.50 

Fast Pickup & Delivery 

All foreign & Fits 2” Ball 
WE STOCK PARTS FOR 
RED ARROW TOW BARS 


Tow Bar Sales Co. 


Exclusive Factory Distribvters 
DE 2-0700 AN 3-8868 Nites: BA 1-8717 
40 So. Clinton St., Ch 








Order your subscription NOW, 
and avoid increase in price to 
be announced soon. 
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TO... 
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'New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8'[] or Two Years $14 [J 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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600 CONVERT.—$1,415 


1100 FAMILY SEDAN—$2,129 


FIAT of Italy 
Is Here! 


600 SEDAN—$1,353 


1200 FULL LIGHT—$2,278 


Profitable dealerships now available in Michigan, Ohio, 


Indiana and Kentucky 


These smart new FIATS offer your small car 
enthusiasts what they want! 


Low prices! Amazing gas mileage! Heaps of 
room. A right model for every prospect. Stand- 
ard and Family Sedans. Re J and Sportsman 
Convertibles (up to 90 MPH). And Multipla Sta- 
tion Wagons that actually sleep 3! 

Behind every FIAT is unsurpassed Italian crafts- 
manship—with uality far beyond FIAT'S modest 
price range. And FIAT's distinctive styling reflects 


the Italian flair for design at its best. FIAT is 
Italy's largest manufacturer — world-renown for 
top-quality products ranging from fine motorcars 
to fast aircraft. 


ACT NOW! Be first with FIAT! There's a big, 
flexible advertising and promotion program com- 
ing up . . . to put punch in your selling efforts. 
Don't wait. Write, wire or phone today . . . to 
offer your customers the biggest small-car “buy” 
in the business. 


ITALIAN MOTORS, Incorporated 


14801 EAST JEFFERSON AVENUE 
DETROIT 15, MICHIGAN 
Telephone VAlley 3-1600 


1200 SPYDER—$2,619 


QUALITY AUTOMOBILES FOR OVER 


60 YEARS 


What they like about 


FIAT 


Up to 52 mpg, quality style and work- 
manship, “big car" roominess, and best 
of all, the attractive starting price of 


$1353* 


SERVICE ... PLUS! Right now FIAT 
teams are training dealer service 

organizations. And already FIAT has 
stockpiled large quantities of parts for 
prompt, complete repair service. FIAT'S 
long-standing and world-wide y: 
wherever FIATS are sold, service shall 
always be available. 


All prices P.O.E. Baltimore. 


(* Prices include white wall tires, leath- 
erette, windshield washers, heater, di- 
rectional signals, etc.) 





600 MULTIPLA 5-SEATER—$1,658 


